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PERFECT CIRCLE PISTON RINGS 
ARE BUILT TO TAKE IT 










- THOUSANDS OF GRIND 
IN EVERY CYLINDER 


Dirt particles in a cylinder act just like tiny grinding wheels to 
wear away the face of a piston ring. To protect against this 
abrasive wear, Perfect Circle 2-in-1 rings are plated with solid 
chrome—the hardest, longest-wearing surface you can buy. 

As a result, wear is reduced an average of 75% over non - plated 
rings. And, Perfect Circle’s chrome plating is 25% thicker than 
the average of competitive plated rings to provide extra pro- 


tection and extra life. 


In every way, Perfect Circle rings are built to take it. Insist on 


Perfect Circles—first choice of leading engine manufacturers 


and mechanics everywhere. 


PERFECT 7. CIRCLE 


PISTON RINGS : PRECISION CASTINGS - POWER SERVICE PRODUCTS: SPEEDOSTAT 


HAGERSTOWN, INDIANA «+ DON MILLS, ONTARIO, CANADA 














ANOTHER BLUE STREAK 


SECRET SERVICE TIP FOR YOU. COMPRESSION TES 


NOW FOR THE ENGINE 


T, AND 


I'M THROUGH FOR 


THE DAY. 

















“The case of the 
SWITCH THAT ALMOST BURNED” 
































LL JUST CONNECT 
THIS JUMPER SWITCH 
TO TURN OVER THE 
ENGINE WITHOUT 
TURNING ON 


THE ENGINE... TRANSMISSIONS. 


Za 
ee 


<) 


7 





HOLD IT, MIKE! MAKE SURE YOU/RE 
CONNECTING THAT JUMPER PROPERLY. 
IF YOU DON’T, YOU'LL BURN OUT THE 
NEUTRAL SAFETY SWITCH THAT YOU 

FIND IN MOST CARS WITH AUTOMATIC 
eee 


PLAY IT SAFE, M’ BOY! REMOVE EXISTING 
CONNECTIONS AT THE NEUTRAL SAFETY 
SWITCH BEFORE TESTING! THAT'S THE 
PROPER WAY TO AVOID APPLYING 
BATTERY TO THE SWITCH. 
I SEE! 
—/ NOW THERE'S 
NO CHANCE 
1g, OF DAMAGING 
THE SWITCH! 





—_—— 

















I GET IT! THAT WAY 
USE THE KEY IN THE 


RIGHT! HERE'S ANOTHER EASY 
WAY TO TURN THE ENGINE OVER 
WITHOUT TURNING ON THE IGNITION. 

JUST DISCONNECT THE WIRE 
RUNNING FROM THE COIL 
PRIMARY TO THE . 

DISTRIBUTOR. 





YOU'RE SO SMART, 
MIKE, YOU KNOW ALL 
ABOUT ENGINES AND 

EVERY THING. 


WHEN 1 
BLUE 


SWITCH TO TURN THE ENGINE 

OVER FOR THE COMPRESSION 

TEST. AND, OF COURSE, 1 MUST 
REMEMBER TO RECONNECT THE 


SERVICE BULLETINS. 


I CAN 


IGNITION Bf tueRes NO EXCUSE 


FOR A BURNT-OUT £3 
NEUTRAL SAFETY Appa 
SWITCH! LET 
BLUE STREAK 
HELP YOU! 


WRITE Now FOR BLUE STREAK 
SERVICE BULLETIN #90, “HINT FOR 
BETTER ELECTRIC SERVICE” 
STANDARD MOTORS PRODUCTS, INC., 
37-18 NORTHERN BLVD., 

LONG ISLAND CITY, NEW YORK. 


WORLD'S FOREMOST 
HEAVY- DUTY 


M 
panne ped IGNITION LINE 


STREAK 


om : 
TUTH ATTN 
is 





REGULATORS * SWITCHES * COILS * CONDENSER 
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Better products, faster from your National Seal jobber: 


No. 5512 


You make extra profits on repacks and 
relines with National Oil Seals! 


Included with 
both stocks 


Always replace old oil seals with National . . . insure 
customer safety . . . protect 
yourself against costly callbacks 


Build up your reputation and customer confidence —always 
use new National Oil Seals on repacks or relines. You turn 
out a top job, make extra profit, and everyone is happy! 
New National Oil Seals hold fresh grease in the bearing 
where it belongs, prevent bearings from running dry and 
wearing out, and keep dirt out. 

Take a tip from the experts. Whenever you remove an old 
seal, replace with National. You’ll find the most needed 
seals in the Safety Cabinet and your National Seal jobber 
will keep the stock in line for you! Call him today. 


NATIONAL OIL SEALS (2% 


FEDERAL-MOGUL SERVICE 


OIL SEALS 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. ¢ DETROIT 13, MICHIGAN 


Want more facts? Use Reader Service Card Page 97 
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UTOMOBILE 
DY REPAIRS 


Theree 2a 
big ditference oR». 


NEW 


Bondo BODYNMAN 


and ordinary plastic fillerg! 


. made especially for the autobody man! 


g ODORLESS — WON-TOXIC! Here it is . . . Bondo’s new BODYMAN .... the most important 

break-through in autobody plastic filler to date. The cream catalyst 

requires no kneading. BODYMAN won't shrink—provides superior 

feather edging. Both catalyst and compound feature a different color 

to allow easier mixing, and a quick check on thorough mixing. Dust? 

@ RESILIENT — WOT RUEEERY! It’s now reduced to heavier-than-air particles that drop quickly to 
the floor without stirring up a storm! 


@ SAFE — NON-IRRITATING!/ Get all the facts on trend-setting BODYMAN from your automo- 


tive jobber today. 
BONDO DIVISION, JAYCEE CHEMICAL CORP., NORTHFORD, CONNECTICUT 
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@ FLEXIBLE — FAC/IER TO HANDLE! 








~ Automotive 


SPOTLIGHT 








JULY 1960 


Is there a future for lie-detecting tests of employes in this industry? A billion or more 
dollars goes down the drainpipe of employe dishonesty in this nation, and the spark 
plugs and other easily concealed items removed from bins account for a portion of this 
off-the-record take-home ''pay.'' A system of testing workers regularly (about twice 
a year) wes explained (see page 128) at the annual convention of the North Carolina 
Automotive Wholesalers Association last month. 





Would this encourage unionization of employes? Would this aid competitors in 
pirating your labor force? Would wives resent their husbands' taking the tests, 

even though it's necessary for the workers to agree voluntarily in advance to the 
program? These are just some of the questions which might arise. However, some 
automotive jobbers have taken on the system, knowing that estimates have placed 
pilferage by workers at virtually unbelievable figures. Some enthusiastic supporters 
have predicted that the next decade will see wide adoption of the plan. 





Rolling through Southern news highlights: The new manager of the Texas Automotive 
Dealers Association is H. C. Pittman, an attorney skilled by experience in public 
relations work who has been chairman of the board which administered the state's 
workmen's compensation laws but more recently has been assistant vice president 

of the Austin National Bank. . . . There's going to be no marriage between Chrysler and 
American Motors. Executives of the firms said they couldn't figure out who fathered 
the rumor. .. . Studebaker-Packard's offering a $100 discount to its shareholders 
on the purchase of S-P units. . .. Why can't garages pool their labor force in cities? 
That's what Charlie Stone, Jr., Nashville garageman, wants to know. When one shop 

has more tune-ups than it can handle, it could serve customer and itself better by 
passing the overflow on to a recognized quality shop, he maintains. ''Even on days 
when our shop is busy, we have men who are not busy all day,'' he says. Some form of 
control board connecting shops in the pact could utilize the variety of skilled 
mechanics, he believes. 





Peace is reigning supreme in car factory-dealer relations these davs. There's dis- 
agreement on what form territory security should take, they told Congress 

last month, but there was a whole roomful of harmony last month at Detroit when the 
National Automobile Dealers Association held its annual reception honoring the car 
makers (page 15). Said NADA President Birkett L. Williams of Cleveland, Ohio: ''There 
has never been a time when the dealer-factory relations have been as cordial as today.'' 
Heavy applause. Said Lester Lum ''Tex'' Colbert, chairman of the board of Chrysler and 
president of the Automobile Manufacturers Association: ''I think we can agree that 
cooperation between factory and dealer has been the best we have seen.'' Heavy applause. 





IGOA's new president: a Kansan. In line for elevation to the presidency of the 5,000- 
member Independent Garage Owners of America is Art Kittell of Pittsburg, past 
president of the IGO of Kansas, operator of a big radiator repair service and for 
the last several years the leading field service worker for his own state group. The 
promotion loomed at the fifth annual convention, which was held at Atlanta July 7-9. 
In a major address at this meeting, Ira Saks of Cleveland ''laid it on the line'' 
regarding what's ahead for garagemen and what they must do to prepare for their 
future (page 45). 





SOUTHERN AUTOMOTIVE JOURNAL for July 1960 











Sealed Power has Stainless Staal 


... the very best oil ring metal ever used! 


STAINLESS STEEL OIL RING U. S. PAT. NO. 2,789,872 


* Stainless steel resists corrosion— tapered and out-of-round bores. 


makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 
* Stainless steel] maintains its original, 
built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 

The high number of spring ten- 
sion points assures oil control in 


stops oil go- 
no smoking 


Side seals in groove 
ing around back of ring— 

End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove 
eliminates groove depth problems. 

Chrome-plated, factory-seated 
side rails give instant oil control. 


Sealed Power Corporation, Muske- 
gon, Michigan. 


KromeX 
Sealed Power PISTON RING SETS 


SLEEVES AND SLEE 


. WATER PUMPS ° TAPPETS 








Automotive 


MARKETS 














Anti-Freeze Market Capsulized 


H=: HOW Paul R. Smith, sales manager of Houston Chemical Corp., 
summarized the anti-freeze outlook in addressing the annual conven- 
tion of the Automotive Wholesalers Association of Tennessee last month: 

“We have a growing market for anti-freeze, but production of ethylene 
glycol, which has been the principal type, has more than kept pace. An 
easy-supply situation has led to a multiplicity of small-volume brands, 
most of which have been sold with little if any semblance of resale policy 

“The growth of the do-it-yourself trend and of the ‘bargin’-type mass 
retailers has contributed to price cutting and has caused serious damage 


to normal profit margins. 


“The demand is growing for better anti-freeze to serve the needs of 
modern cars, which may help to shift attention from price to quality. The 
new coolants will require better cooling system preparation work by deal- 
ers. They will have to ‘sell’ the new coolants, and this should lead to more 
positive selling of the need for good cooling system service. 

“The coolants will account for only a segment of the dealers’ total anti- 


freeze profits by selling standard anti-freeze and cooling system service 


as hard, and in much the same manner, as they sell the new coolants.’ 


Autolite Will Erect 
Big Alabama Plant 


A VARIETY of production facilities 
: of The Electric Autolite Co. will 
be transferred from Toledo, Ohio, to 
a new plant to be erected at Decatur, 
Ala 

The company 
acquisition of an 80-acre tract on 
which it intends to erect a multi- 
million-dollar production facility for 
the manufacture of light automotive 
and industrial electrical items 

Robert H. Davies, company presi- 
dent, said that these production fac- 
ilities would be transferred from 
Toledo, in order to enable the com- 
pany to continue to make these 


announced the 


products on a competitive basis. 

“This total investment of $6,000,000 
to $7,000,000 for land, buildings and 
equipment will enable us to obtain a 
greater share of the electrical equip- 
ment business,” Davies said. 

He pointed out that the company’s 
output of regulators, distributors, 
solenoid switches, relays, governors 
and condensers, among other com- 
ponents, would be 
Decatur. Present plans are to con- 
tinue the manufacture of starting 
motors and generators in Toledo 


produced in 


The company expects to employ 
between 400 and 500 people in the 
plant, with an annual payroll of 
more than $1,000,000 

Situated on the west side of Deca- 
tur with through 
east-west highway, the plant will 
comprise 250,000 square feet of pro- 
duction space. The one-story build- 
ing will measure approximately 600’ 
by 400’, with a connecting office 


frontage on a 


building 
The company expects to have the 
t A 
plant in full operation by spring 


Use of Chemicals 
Continues Climb 


STEADY increase in the con- 
A sumption of automotive chem- 
icals has been revealed in surveys 
compiled by the Chemical Specialties 
Manufacturers Association, cover- 
cooling 


brake 


system 
fluid, 


ing anti-freeze, 
chemicals, hydraulic 
waxes and polishes 
Sales of more than 121 million 
gallons of anti-freeze for 1959 rep- 
resented an increase of 11% over 
1958 production of 110 million gal- 
lons, according to the survey, which 
also showed a trend toward greater 
usage of gallon-size containers. 
Approximately 33.5 million con- 


sumer packages of cooling system 
chemicals were produced in 1959 

ten million more than in 1958, while 
hydraulic brake fluid 
was up 20% over 1958. An initial 


production 


survey on wax and polish produc- 
tion, based on statistics provided by 
27 leading manufacturers, disclosed 
production of more than 35 million 
packages—over 90% of which was 
in the 20-ounce and smaller cate- 
gory. More than half the total in 
both liquid and paste form consisted 
of combination cleaner and wax 


Rambler Boom Creates Florida Office 


| N A MAJOR expansion move in the South, American Motors Corp. will 
open a zone sales office and parts warehouse in Jacksonville, Fla., to 
serve Rambler dealers and owners in Florida and southern Georgia. 
“Record Rambler sales in the South, as well as across the entire nation, 
made this new zone necessary,” Roy Abernethy, vice-president of auto- 


motive distribution and marketing, said. Rambler sales last year in the 
area to be covered by the Jacksonville zone were virtually double those 


of 1958, he said 


The new operation will open about August 1 


Construction has been 


started on the 31,000-square-foot building, located at 4600 Phillips High- 
way (U.S. 1), a mile south of Emerson Road 
“The new zone parts depot, which will stock more than 10,000 separate 


parts, will assure overnight, or faster, parts service to Rambler dealer- 
ships throughout the territory,” Abernethy said 

This is the second zone to be added by American Motors this year. An 
office in Houston, Texas, was set up April 1. With the Jacksonville facility, 


99 


the company will have 23 zone offices. 
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THE ECONOMY OF 


New Deep Strength 
Asphalt-paved highways 


GETS YOU YOUR 
BIG ROADS PLUS... 


. your all-important local and farm-to-market 
roads. You see, new DEEP STRENGTH Asphalt- 
paved super highways save up to 10% and some- 
times up to 50% or more in construction costs. 
Further, maintenance costs no more, often less. 


Money saved building big roads with heavy-duty 
DEEP STRENGTH Asphalt pavement means that 
much more money is available for building and im- 
proving your state’s entire network of 
roads. 
Ribbons of velvet smoothness . . . 
| ASPHALT-paved Interstate Highways 
THE ASPHALT INSTITUTE 
Asphalt Institute Building 
College Park, Maryland 


DEEP STRENGTH 
ASPHALT PAVEMENT 








le 


MECHANICALLY-OPERATED 
™ REQUIRES NO ELECTRICITY 
) SAFETY ENGINEERED 


Tested by leading Engine Manufacturers 


VIVID RED SIGNAL 


ACTUATED DIRECTLY by pres- 
sure drop across air cleaner 

RISES GRADUALLY to warn 
when filter is approaching 
efficiency limit 

LOCKS IN FULL VIEW when 
filter requires servicing 





No other like it! Operates in any 

Position; can be mounted directly on 

air cleaner, at intake manifold or 

Approx. dashboard. Designed for all dry-type and oil-bath 

Actual air cleaners on Diesel, gasoline or gas engines 
: Simple, tamper-proof, unfailing, inexpensive. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 


RUSH details on Engine Air Filter Service Indicator 
NAME 
COMPANY 


STREET ADDRESS 
CITY & STATE 
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Will Compacts 
COMPACT 
Dealers’ Profit$ ? 


Will compacts be accounting for two out 
of every three cars made in this country 
within the next three years? 

That's what some factory executives 
are predicting. 

Meanwhile, where is this latest trend 
going to take the franchised car dealer and 
his market? That the late-model used-car 
market has been slapped around by these 
newcomers is commonly known; but what 
about the other angles—angles affecting 
the dealer and his investment (which av- 
erages $118,000 throughout the nation)? 

Presidents of the Florida and Georgia 
dealer associations are just two of the 
franchise holders who give you their 
thinking in next month's lead-off article. 


SERVICE-WISE 


Two timely technical features will pour 
from the long-experienced pen of Techni- 
cal Editor Lowery. Power steering service 
will be covered in detail. He'll give body 
shop men some helpful procedure in align- 
ing the hood lock and hinges on the '60 
Chevy, Ford and Plymouth. 


JOBBER-WISE 


Personnel and profit are ‘‘interchange- 
able”’ parts, says a Mississippian. He tells 
how employe turnover has been held to a 
lower-than-usual percentage. 
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“Pit stop?” 


convention of 
Automobile 
Henry Grady 


Aug 7-9—Annual 
Georgia Independent 
Dealers Association, 
Hotel, Atlanta. 

Aug. 14-16—Annual convention of 
Automobile Dealers Association of 
West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Sept. 18-19—Annual convention of 
Kentucky Automobile Dealers As- 
sociation, Sheraton Hotel, Louisville 

Oct. 23-25—Annual convention of Au- 
tomotive Trade Association of Vir- 
ginia, Hotel Roanoke, Roanoke. 

Oct. 28-Nov. 2—Annual convention 
of Florida Automobile Dealers As- 
sociation in Caribbean cruise in the 
Hanseatic. 

Nov. 13-15—Annual convention of 
Mississippi Automobile Dealers As- 
sociation, King Edward Hotel, Jack- 
son. 

Jan. 15-19—Annual convention of Na- 
tional Independent Automobile Deal- 


Jan. 28-Feb. 1- 


ers Association, Eden Roc Hotel, 


Miami Beach. 


convention 
Dealers 


Annual 
of National Automobile 
Association, San Francisco. 

April 30-May 2—Annual convention of 
Tennessee Automotive Association, 
Andrew Johnson Hotel, Knoxville. 

May 7-9—Annual convention of Texas 
Automotive Dealers Association, 
Gunter Hotel, San Antonio. 

Feb. 3-7, 1962—Annual convention of 
National Automobile Dealers Associ- 
ation, New York City 


GARAGEMEN 


July 7-9—Fifth annual convention of 
Independent Garage Owners of 
America, Dinkler Plaza Hotel, At- 


lanta, Ga. 
WHOLESALERS 


Aug. 25-27—Annual convention of 
Kentucky Automotive Wholesalers 
Association, Kentucky Hotel, Louis- 
ville. 

Oct. 19-22—Annual convention of Au- 
tomotive Wholesalers of Texas, Rice 
Hotel, Houston. 

Nov. 16-17—Annual convention of 
South Carolina Automotive Whole- 
salers Association, Wade Hampton 
Hotel, Columbia. 


Nov. 17-19—Annual convention of 
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Florida Automotive Wholesalers As- 
sociation, George Washington Hotel, 
Jacksonville. 

Dec. 2-9—43rd annual meeting and 
24th annual manufacturers-distribu- 
tors conference of Automotive Elec- 
tric Association, Edgewater Beach 
Hotel, Chicago. 

Dec. 4-5—Annual convention of Geor- 
gia Automotive Wholesalers Associa- 
tion, Atlanta. 

Feb. 12-15—Meetings of Automotive 
Affiliated Representatives, Biltmore 
Hotel, Los Angeles. 

Feb. 14-15—Annual convention of Au- 
tomotive Service Industry Associa- 
tion, Los Angeles. 

Feb. 16-19—13th annual Pacific Auto- 
motive Show, Memorial Sports 
Arena, Los Angeles. 


GENERAL 


Oct. 10-12—Annual trade show and 
convention of Automotive Parts Re- 
builders Association, Conrad Hilton 
Hotel, Chicago. 

Oct. 15-23—National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 31-Nov. 3—Annual convention of 
Automotive Warehouse Distributors 
Association, Muehlebach Hotel, Kan- 
sas City, Mo. 


Simoniz Elects Gifford 


Chester G. Gifford has been elected 
president of Simoniz Co., succeeding 
Elmer Rich, Jr., who moved up to 
chairman of the board. Rich succeeds 
Elmer Rich, Sr., who became chair- 
man of the executive committee. Be- 
fore joining Simoniz, Gifferd was 
chairman and chief executive officer 


of Schick, Inc. 


Alamance Tarheels Elect 


Ben R. Lilien of Lilien & Lee, Inc 
Burlington, is the new president of 
the Alamance County (N. C.) Auto- 
mobile Dealers Association. Vice 
president is Samuel K. Anderson of 
County Motor Co., Graham, and W 
D. Anderson, Jr., of Security Na- 
tional Bank, Burlington, is the sec- 
retary-treasurer. 


Studebaker Appoints Apt 


Walter O. Apt, 36, has been ap- 
pointed regional fleet sales manager 
for the Atlanta and Memphis zones 
of Studebaker-Packard Corp. Apt 
will headquarter in Atlanta 





YOU 


Us A Better Value!” 


Beat this value if you can: Tremendous air power right at 
your fingertips for a price you would expect 
to pay for an ordinary manual tire changer — just $159.50 








Other Coats models 
ry that use cam-action 
t. leverage to apply the 
a a bead-loosening force 
x progressively, as 
THREE-STAR MODEL it’s needed, are the 
Famous 3-STAR TIRE- 
“hy MAN, still offered at 
mes only $129.50 — the 
cy mighty All-Star and 
the most advanced of 
all, the Twin-Air. 


ALL-STAR MODEL 


Yeh, * Send postcard for 
FREE Performance 
ie Facts on Coats’ 
Kal | exclusive Cam-Action 
Leverage. 


TWIN-AIR “MODEL 


NEW 
MODEL 


ust 915 9°° 


Freight Paid 


Yes, this brand new Coats Challenger invites comparison — not 
only on price, but feature for feature — with other tire-changing 
equipment regardless of cost. That’s why this revolutionary 
Coats model is called the Challenger. 


Again, Coats’ advanced engineering and production methods 
make it possible for you to have all the advantages of air- 
powered bead-loosening at a price no other manufacturer can 
equal. Check off the points you know are most important in 
your next changer and show yourself why the Challenger 
answers your requirements best: 


NO-WORK BEAD LOOSENING 
Let the huskiest air cylinder in the business loosen the toughest 
beads in seconds. Exclusive cam-action leverage* directs the 
push where it ought to be, squarely on the bottom bead. Cam ac- 
tion is just another reason why Coats air cylinders are virtually 
trouble-free and carry the best guarantee in the industry. 


NO-STOOP OPERATION 
The complete tire-changing operation is kept off the floor and 
raised to the convenient height where it belongs. 


* LIGHTNING SPEED 

If your business depends upon service to show a profit, then 
your time is your most valuable asset. Coats alone stresses 
speed, actually designs changers to work faster than all others. 


& COATS’ FAMOUS COMBINATION TOOL 
Extra-safe mounting and demounting as specified by tire engi- 
neers is what you get with the famous Combination Tool de- 
signed by Coats. The Challenger handles all size wheels, from 
12 to 17 inches in diameter. It’s especially engineered for the 
13 and 14-inch wheels. 

Write for free literature Dept. No. 901. 
HOME OFFICE: 12 Depot Square, Englewood, New Jersey 
MIDWEST OFFICE: 56 West Maple Street, Chicago 1] 
WEST COAST OFFICE: 3453 Cahuenga Boulevard, Los Angeles 28 


* 
x BL e2 ENNESSY 


* COMPANY INCORPORATED 
Manufactured by COATS COMPANY 
Fort Dodge, lowa 


COATS PROVED BEST, COSTS LESS — MADE BY THE WORLD'S LARGEST MANUFACTURER OF TIRE-CHANGING EQUIPMENT 
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Automotive NEWS BRIEFS 


(Continued from page 9) 





Wallace Alley of Alley Motors, Ply- 
mouth-De Soto-Valiant dealer of Church 
Hill, Tenn., is shown receiving Chrysler 
Corp.'s “Quality Dealer” award from 
District Manager Jim Hunter. A Chrysler 
dealer since 1949, the 33-year-old Alley 
was the youngest dealer ever to receive 
the award. 


RCA and GM Unveil 
Electronic Highway 


_ Yatertiomgs electronic highway 
£A system, complete with “auto- 
matic pilot” for automobiles, was 
demonstrated publicly last month by 
the Radio Corp. of America in co- 
operation with General Motors. 

Two specially equipped cars were 
guided automatically around a test 
track at RCA’s David Sarnoff Re- 
search Center in Princeton, N. J., 
accelerating, braking and maintain- 
ing safe spacing between each other 
in response to electrical signals from 
the road. 

Simultaneously, road circuits were 
used to address the driver over his 
car radio, informing him of simu- 
lated road roadside 
service areas, or hazardous condi- 


intersections, 


tions ahead 


| 


The National Safety Council presented a plaque “for exceptional service to safety” 
last month to Southern Automotive Journal in ceremonies held at Atlanta. Jack 
Crowder (left), vice president of the Atlanta Traffic Safety Council, is shown pre 
senting the award to William C. “Bill Herbert, the editor. Looking on are (I. ta r.): 
Robert E. Yarbrough, Jr., advertising manager: Fred B. Moore and H. L. Ebersole 
both of whom are past presidents of the Atlanta council. The award was in 
recognition of the April 1959 issue, devoted to many phases of automotive safety. 


The complete system combined 
for the first time the electronic ve- 
hicle detection and guidance sys- 
tem developed by RCA Labora- 
tories for highway installation, and 
car control equipment developed by 
the General Motors Research Lab- 
oratories to respond to signals from 
the RCA road circuits 

To demonstrate the complete sys- 
tem, project engineers employed a 
combination of vehicles, including a 
standard automobile with no special 
equipment and two General Motors 
cars fitted with simple electronic 
circuits linked to the GM system of 
automatic controls for steering, 
braking and acceleration. The test 
track, a 
with a road length of one-quarter 
mile, contained a full-scale installa- 
tion of the RCA electronic highway 
system. 


single-lane asphalt oval 


Watch Those Phone Manners 


epee WATCH your phone manners if you're interested in the black side 


of the ledger. 


This is what Walter B. Cooper of Fort Collins, Colo., first vice president 
f the National Automobile Dealers Association, has been telling dealer 


conventions over the South: 


“If you have a girl (on the switchboard or a secretary) who wants to 
know who is calling, you’d better find out who’s not calling.” 
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David P. “Doc” Whelchel, executive vice 
president of the Tennessee Automotive 
Association for the last 14 years and one 
of the best-known—and best-liked 

dealer association managers in the na 
tion, died June 19 after suffering a heart 
attack in Nashville June 11. A former 
captain in the U.S. Naval Reserve and 
employed earlier by Ford Motor Co. at 
Atlanta, he had addressed many dealer 
and civic groups over the nation because 
of his keen mind and Will Rogers type of 
delivery. He was a past president of the 
Automotive Trade Association Managers. 


es 
Memphis Picks Schaeffer 


Joe H. Schaeffer, Jr., of Bluff City 
Buick Co. is the new president of the 
Memphis (Tenn.) Automobile Deal- 
ers Association. 





all 
abdotzrd | 


for one of these 
fabulous 


SARAN 


**Live Like a Millionaire’ 
vacations! 


How would you like a winter cruise 
through the Caribbean, and a sum- 
mer vacation in Canada... or an 
all-expense-paid vacation trip to 
London, Paris, or Rome? These are 
your first prize choices in the 1960 
SARAN seat cover “Live Like a 
Millionaire” contest! 

Other prizes, too! A calypso holi- 
day in Nassau or Jamaica. . . an 
all-expense-paid vacation in New 
York or San Francisco . . . or win 
your choice of over 1,400 nationaily 
advertised prizes from the big 
SARAN “Live Like a Millionaire” 
prize book. 





It’s easy to win! All you do is sell 
top-profit SARAN seat covers 
(that’s easy enough, isn’t it?) ... 
then complete a simple limerick. 
The more SARAN seat covers you 
sell, the more opportunities you have 
to win. 





So get busy! Sell SARAN, Amer- 
ica’s favorite seat cover fabric... 
the seat covers that won’t sag, soil 
or fade—even after years of use... 
the bright, easy-cleaning seat covers 
with the proved quality. And ask 
your seat cover supplier for details 
of how you can participate in the 
SARAN contest! 


THE DOW CHEMICAL COMPANY - MIDLAND, MICHIGAN 
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Automotive NEWS BRIEFS 


(Continued from page 11) 








Fifteen Larks are ready for travel on this experimental railroad carrier loaded at 

the Studebaker-Packard Corp. plant in South Bend and bound for Floydada, Texas. 

Looking over the operation are E. W. Smith (left), S-P assistant manager of trans- 

portation, and P. J. Schmitz of St. Louis, assistant to the general manager of the 

Frisco Railroad. Schmitz said the carrier is the only one in operation, but that his 

company has placed an order for 100 more. An elevator raised cargo to the second 
and third levels of the 83’-long and 1842’-high carrier. 


Tarheel Service Stations 
Urge Use of Ballot 


A RESOLUTION stressing the im- 
portance of voting in all elec- 
tions was adopted by the North Caro- 
lina Service Station Association at 
its 11th annual convention at Dur- 
ham last month. 

The resolution pointed out that 
“we who live in the world’s greatest 
democracy do not fully appreciate it 
and because of this increasing apathy, 
we fail to exercise our rights and our 
privilege and duty to vote in all elec- 
tions.” It further stated that “due to 
this apathy our government and our 
very way of life is in real danger,” 
and called upon “every gasoline 
pumper” in the state to urge every 
customer to “take a few minutes out 
and vote.” 

Eugene Wrenn of Greensboro was 
elected president. Other officers are 
Gerald Royal of Jacksonville, first 
vice president; Worth Masencup of 
Winston-Salem, second vice presi- 
dent, and Ernest Granger of Wil- 
mington, third vice president. 

The retiring president was “Slim” 
Wallace of Wilmington, long a serv- 
ice station operator. 

Operators from many sections at- 
tended the meeting. 


Bendix Elevates Cunningham 


D. C. Cunningham has been named 
assistant district manager of Bendix 
Products Division’s Southwest dis- 
trict, with headquarters in Dallas. He 





A rare rank in a Masonic-affiliated inter- 
national organization has been achieved 
by this well-known Southern wholesaler, 
Edward Coward of Allied Auto Parts, 
Inc., Mobile, Ala. Last month the former 
president of the Automotive Wholesalers 
Association of Alabama became grand 
monarch of the Supreme Council of the 
Mystic Order of Veiled Prophets of the 
Enchanted Realm, which has more than 
100.000 members scattered through this 
country. Canada, Cuba and the Canal 
Zone. The Grotto, as the group is com- 
monly known, has Master Masons as its 
members and there are now 223 grot- 
toes. He assumed office at the council's 
71st annual session June 23 at Boston. 


oo 
was formerly zone manager in the 
same area. 


“Yes-s-s?” 












| ~~ 
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Save money on 


You can save money by exchanging engines of small 

trucks and handling the engine work on the big ones in UN Sor i 

your shop. Fleet owners all over the Southeast have wl i = Zole E RS 
found it most profitable to use their skilled mechanics on : yr 

the big over-the-road engines and purchase high-quality, beu, tas Remanufactured 
dynamometer tested smaller engines from their Rogers _ 

Remanufactured Engine distributor. fro\s il oS E | G I as E $ 


YOUR REPUTATION RIDES WITH THE ENGINES YOU INSTALL! 
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NEWS BRIEFS 


(Continued from page 13) 








To inflate this giant Firestone tire with a 
hand pump could be likened to filling a 
bathtub with an eye dropper. Tire engi- 
neers, with the aid of a slide rule, figure 
it would take Airman Bill Singletary 17 
hours, or more than 15,000 strokes of the 
pump, to inflate the 30.00 x 33 tire to 50 
pounds of pressure. The eight-foot-high 
tire is used by the Air Force on its 50- 
ton Tournahaul crane, used to remove 
disabled aircraft from runways. 


Dodge Appoints Lathrop 


A native of Trenton, Mo., Fred S. 
Lathrop, has been appointed Dodge 
service manager for the Dallas 


region 


Birkett L. Williams, Ford dealer of Cleve 
land, Ohio, and native of Arkansas, cur 
rently president of the National Automo-. 
bile Dealers Association, is shown being 
presented a tile with the NADA emblem. 
S. E. Kossman (right), Buick dealer of 
Cleveland, Miss., presented one to each 
fellow director of NADA last month at 
Detroit. Kossman is a principal owner of 
Misceramic Tile Co. in his home city. 
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Scores of car factory executives were among the several hundred persons who at- 
tended the annual reception staged at Detroit last month by the National Automobile 
Dealers Association in honor of the factory men. Shown in this group at the lavish 
affair are (1. to r.): James C. Moore, NADA‘s executive vice president; J. W. Pickens 
of Orangeburg, S. C., NADA’s treasurer; William R. Bryden of Beloit, Wis., the secre- 
tary: L. L. “Tex” Colbert. chairman of the board, Chrysler Corp.; Charles C. Freed of 
Salt Lake City, Utah, chairman of NADA’s industry relations committee; William C. 
Newberg, president of Chrysler Corp.; Birkett L. Williams of Cleveland, Ohio, presi- 
dent of NADA; Benson Ford, vice president, Ford Motor Co.; Walter B. Cooper of 
Fort Collins, Colo., first vice president of NADA, and John F. Gordon, president of 
General Motors Corp. 


‘*FREE’’ TOOLS FOR THIEVES lock, entered the establishment and 
then selected the necessary tools for 


Standard Auto Parts Co. of Albe- opening the safe. There they found 


marle, N. C., was robbed recently the $465. 
of $465—and ‘furnished the tools for 
the job! behind, so the company returned 


They considerately left the tools 


3urglars pried open the front door them to the shelves for sale. 


“Hey. thou!” 

















Pomp Service | 


= | 
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withWagner Lockheed --the Quality line-- 


ye 


ONE CALL GETS ALL 

your brake service needs 
from one source — your Dis- 
tributor of Wagner Products. 
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LINED BRAKE SHOES 


are packed with a 
"“HOW-TO-DO-IT” Instruction Sheet in each box 


Make friends—and make money—by featuring 
brake relining service. Wagner makes it easy 
and profitable for you. 


A “Safety-check” Dash Tag and “HOW-TO- 
DO-IT” Installation Instructions are included 
with every set of Wagner Lockheed Lined Brake 
Shoes. The easy-to-follow instructions enable an 
average mechanic to turn out a good job in mini- 
mum time. 


Wagner Lockheed Lined Brake Shoes come to 
you with the lining contour ground to compen- 
sate for normal drum distortion. With correct 
clearance provided toward the ends of the shoe, 
lining contacts the drum over most of the lining 
surface. This feature helps you produce jobs 
that give safer, smoother stops. You will have 
less grief, and there will be fewer comebacks for 


adjustments. 


“‘WEB” CoMaX LINED SHOES are bonded with 
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CoMaX premium quality wire-backed flexible 
molded lining. Designed for general use, this 
lining has long wearing qualities... Sets are 
also available with riveted lining. 


“WP” LINED SHOES are bonded with “WP” top- 
quality molded segments, and are extensively 
used on high horsepower passenger cars and 
commercial vehicles equipped with or without 
automatic transmissions and power brakes. 


In addition to lined shoes—the Wagner Lock- 
heed line of friction materials includes sets, rolls, 
blocks, slabs, and cut segments. 


FOR DETAILS on Wagner Lockheed 
lined Shoes, Brake Lining, Brake 
Parts, Power Broke Repair Kits, and 
Brake Fivid—consult your nearby 
supplier of Wagner Products... 
Also ask how to become a Wagner 
Franchised Dealer and be eligible 
to display the sign that identifies 
you as a brake service ‘headquar- 
ters."" 


PSRANCHISED “ 


Viitiiveg 
Lockheed 
BRAKE SERVICE 


wm J EALER 


Wadsner Electric @rporation 


6362 Plymouth Ave., St. Lovis 33, Mo., U. S. A. 
(Branches in principal cities in U.S. and in Canada) 


Please send me: 

[_] Bulletin on Wagner Lined Brake Shoes—BU-579 
[_] Information on Franchised Dealer Plan 

[_] FREE copy of 1960 CATALOG AU-1 


NAME 
FIRM 
ADDRESS 


CITY & STATE w BOL 
2 SE NE ES ee SE 
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This is the pump that 
puts profits into 
your lube operation 


FAMOUS A os O AL-207 


WITH EXCLUSIVE 3-YEAR WARRANTY 


No other lube pump like it! You get fastest grease delivery with 
ARO’s amazing AL-207. Outperforms all competition—see chart 
at right. And the ARO Pump uses /ess air and fewer strokes to 
pump more lubricant. It’s ARO built to give you extra years of 
usage, big savings in time and operating costs. 

What’s more, nobody but ARO backs a Lube Pump with a big 3 
year warranty. Yes—performance of the AL-207 is so outstanding, 
ARO gives you an exclusive warranty on this Air Motor for 3 
years from date of purchase. Get ARO’s unbeatable Pump, 
Warranty and Reels now—and you'll get unbeatable lube profits! 


MIN 


DELIVERY - 02 


ee ae ee ee 
These are the Reels that dress up your lube bay AIR PRESSURE P.S.1 

and dress up your PROFIT sheet! ARO’s advanced de ; 

sign gives you fast, clean, effortless command of gear ARO’s AL-207 pumps grease fastest! Here’s 
chassis, motor oil, air, water and light where you f proof. This chart compares delivery by ARO and 
need it. All in one reel bank housing . . . saves time per 3 competitors. A standard restrictor for NLGL 
job, puts more PROFIT in the till! flow test was used. ARO outperforms them all! 


Update your lube department now for more profit with / } 
ARO Reels! Ask your ARO Representative for full details 
or write for catalog. 


COMPLETE LINE OF AUTOMOTIVE SERVICE EQUIPMENT LUBE EQUIPM ENT 


hs ° . 
ene The Aro Equipment Corporation 
eis = } Bryan, Ohio 
gs a | Aro of Canada Ltd., Rexdale (Toronto), Ontario 
FFES <a] / Factory Branches: Buffalo, Chicago, Cleveland, Detroit, Elizabeth, N. I 
é/* Los Angeles, New York City, Minneapolis-St. Paul, San Mateo, Calif 
VACUUM LUBE Otfices in All Principal Cities 
CLEANERS RIGS 
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Better products, faster from your Federal-Mogul jobber: 


\ 


PACKAGE INCLUDES: 


© Attractive steel cabinet © Accurate torque wrench 
® BCA Ball Bearings @ Bower Roller Bearings 


The Bower-BCA wheel bearing package makes any gas 
station or garage a wheel bearing service center! 


*® Be equipped to service all popular cars 

SELL BETTER BEARINGS THAT DELIVER MORE MILES e Every car owner is a possible prospect 
e BCA Ball Bearings and Bower Roller Bearings 
e Attractive steel cabinet.comes with stock 
e Accurate chrome-plated torque wrench included 
e Easy to read application and price card 
e Restocking insures steady high-profit sales 
e Check bearings whenever you pull a wheel 
e Be prepared to make immediate replacement 
ee ‘ e Window poster and decal included with stock 

Bower Tapered Roller Bearing BCA Ball Bearing 
, ORDER THE PACKAGE TODAY 
FROM YOUR FEDERAL-MOGUL SERVICE JOBBER! 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. + DETROIT 13, MICHIGAN 
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TAILOR YOUR TRUCKS 


1106991 EXTRA-OUTPUT D.C. GENERATOR—12 volts 
e 55 amperes @ 12 amperes at idle—For cross-country 
trucks, school buses and other vehicles with extra electrical 
equipment. 


$000 00! 7000 8000 


GENERATOR SPEED, RPM 


1117070 SELF-RECTIFYING A.C. GENERATOR—12 
volts e 60 amperes e 27 amperes at idle—For high-duty 
vehicles with heavy electrical loads . . . operating at all 
speed ranges. Ideal for excessive low-speed operation and 
curb-idling. 


- 
> 
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2000 3000 4000 5000 6000 7000 ©8000 


GENERATOR SPEED, RPM 


1106985 EXTRA-OUTPUT D.C. GENERATOR— 12 volts 
e 50 amperes @ 14 a-nperes at idle—Short frame generator 
for difficult mounting applications. For vehicles in city and 
suburban use. Not for cross-country operation. 


AMPERES OUTPUT 


1000 2000 3000 4000 $000 6000 


GENERATOR SPEED, RPM 
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TO JOB CONDITIONS 


1106986 EXTRA-OUTPUT D.C. GENERATOR—12 volts 
e 50 amperes @ 20 amperes at idle—For metropolitan trucks 
and school buses, with extra electrical equipment 
operating at low speeds and with engine idling most of 


the time. 


3000 4 


GENERATOR SPEED, RPM 


1117115 SELF-RECTIFYING A.C. GENERATOR—12 
volts e 105 amperes e 10 amperes at idle—For high-duty 
vehicles with extra-heavy electrical loads . . . operating at 
all speeds. A.C. voltage available for 110 V conversion. 


3000 4000 $000 


GENERATOR SPEED, RPM 


Delco-Remy offers a complete line of D.C. and 
A.CD.C. generators that are right for the job. 


Demands on the electrical systems of trucks vary with stop and go? Whatever their assignment, there are 
their use. For best performance, whether the vehicles Delco-Remy extra-output generators and regulators 
be new or already in service, the electrical equipment job-matched to meet the electric power needs exactly. 


should be job-matched to meet those demands. Delco-Remy 
- ELECTRICAL SYSTEMS 


Do your trucks have extra electrical equipment? Operate 
cross-country, around town or off the road? Do they ;, pnate THE tHOMWAY TO THE STARS 
travel at sustained highway speeds, or with plenty of GM DIVISION OF GENERAL MOTORS * ANDERSON, INDIANA 
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24 HOUR 
* WRECKER SERVICE 


PR) Gove CBIAIE SERVICE 


HOLMES 


HOLMES 525 WRECKER TOWING SLING 


WITH PLATFORM 
TYPE BODY 
HOLMES TOWING DOLLY 


h 


HOLMES 525 MODEL An cllpurecse 1 HOLMES NEW and IMPROVED UNITS MAKE 


Wrecker with a rated 12 TON Capacity. Ideal 
for handling all cars and average size trucks. 

Has long nt of operation so capable of SERVICE FASTER, SAFER and MORE PROFITABLE 
performing wide variety of work. Fast, versatile 
and of moderate size for insolation on @ Motor Vehicle Registrations for 1959 were well over the 
COE ls Ser Se ee ay: 70 MILLION mark—which means there are NOW at least 2 
MILLION more vehicles on the roads than there were in 1958. 
HOLMES Universal® TOWING SLING The addition of 2 MILLION more cars and trucks to our present 
— Permits Fast, Safe Towing of all cars without over-crowded streets and highways has sharply increased the 
scarring or damaging light chrome and body NEED for Modern HOLMES WRECKER SERVICE. This 
parts. Easy to install on almost any truck. stepped-up demand for “Road Service” has made it necessary 
for today’s Wrecker operators to use a combination of units, such 
HOLMES TOWING DOLLY —A portable as shown, in order to meet maximum safety requirements for the 
unit, easy for one-man to assemble and position fastest possible means of Wreck Removal. 


for towing. Handles all cars, either with or ; 
without wheels. Send for details. HOLMES offers a wide choice of new and improved 

Wrecker and Towing Equipment for efficient handling of every 
known type of “Road Emergency.” There are 7 HOLMES Power- 
Operated WRECKER models, all varying in price and ranging in 
size from 3 to 30 ton capacity. Send TODAY for details on a 


combination of HOLMES UNITS that will enable you to pick-up 
extra profits while vacation travel is at its peak. 


HOLMES 

















ERNEST HOLMES COMPANY 


Chattanooga 7, *s Tennessee 
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il 0 WW : Buy Direct * 


From Factory And Save! 


Complete 


as shown 


Telaiele}(-Mgacliitcmelile, SE 4 be 
Body Machine ~~l 


F.0.B. Grand Prairie, Texas 


Ewell autiiae 1O-ton jack $487.86 F.O.B. factory 


Aligns frame and body in one operation 
Fast hook-up Handles all cars 


Average shop man can operate it! 


COMPLETE WITH EVERYTHING YOU NEED TO ALIGN FRAMES AND BODIES: 


e 15-ft. steel beam (6”) mounted on rubber wheels @ 2-way adjustable 4-ft. upright stand jack holder @ 2 sliding 
chain anchor brackets @ steel space block @ 2 tail anchor uprights e 2 8-ft. and 1 10-ft. %” steel chains with hooks 
© 3%” steel pull plates with hooks @ 2 load binders e 10-ton hydraulic jack ¢ 2 adjustable stand jacks and bar e 3 pre- 
cision centerline gauges @ 5 frame dimension books e complete instructions and wall reference chart. 


FREE! Send coupon for information folder on Smith's Portable 
with handy tips thet will save you money and time! 


For Immediate Shipment 7 oe Smith's Portable Frame and Body Machines 


P. O. Box 929, Grand Prairie, Texas 
or Name of Jobber Nearest You Please send literature and name of nearest jobber 
Send me the Smith's Big Giant Portable as illustrated for 
$563.51*. F.0.8 Grand Prairie, Texas. [) Check enclosed 
() Ship C.0.D 


SMITH’S PORTABLE FRAME AND BODY MACHINES 
P.O. BOX 929 e GRAND PRAIRIE, TEXAS 
PHONE ANdrews 2-3466 STATE 


*Prices subject to chonge without notice 
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Look what's Wheel 
built into Cylinders 


ing the cylinder and to elimi- > 4 equipment and then machined 


nate interference with piston to accurate tolerances. Many 
action and cup seal. are SHELL-MOULDED. 


BOOTS — Designed for snug ; "| CASTING — Molded of fine 
fit to prevent dirt from enter- +] grain semi-steel on EIS pattern é 


CUPS — “E” Series HRC* Cups with Expanders and Springs are built into every PISTONS — Precision-machined 
EIS Wheel Cylinder. This installation insures trouble-free operation in highe and ground. HEAT-TREATED for 
heat conditions created by faster stops and smaller drums. The Expander _ hardness to increase life and re- 
applies the slight pressure needed at the point of seal to insure correct duce scuffing. 

enough lubrication for longer contact of the cup without interfering with brake shoe return. “E” Series 

cup life in today’s high operating Cups provide a positive and longer-lasting seal. They're an ElS-extra that 

brake temperatures. doesn’t cost a penny more! 


BORE — Accurate in size, finished 
straight and round. The surface is 
engineered to produce a correct 
hydraulic seal and to allow 


* HRC-Heat-Resisting-Compound. * They will also operate efficiently at —40°F. 


You're seeing only part of the story when you look into an EIS Wheel ANOTHER NEW EIS FEATURE 
Cylinder. One of the parts you can’t see here is the EIS Assembly Fluid, at no extra cost! 


the initial lubrication treatment all EIS Wheel Cylinders get before they’re PROTECTOR AND BLEE 
packed. It protects rubber parts and prevents gumming. It lubricates the SCREW DUST CAP 


Add to this RIGID EIS MANUFACTURING SPECIFICATIONS plus THOROUGH 
INSPECTION OF ALL COMPONENTS BEFORE ASSEMBLY and you have the 
perfect ingredients that add to and insure your profit picture. These are 


the ingredients that create satisfied customers. / 
. Remove plug from inlet hole before 
You'll see what we mean from the moment you install an EIS Wheel installation . . . then invert a J 
Cylinder and from the moment a foot depresses a brake pedal! snap plug onto bleeder screw to - 
keep out dirt and grease. 


cylinder wall and aluminum pistons; prevents sludge build-up and \ \ } 
deterioration; insures factory-freshness. * \ 


MASTER AND WHEEL CYLINDERS e BRAKE TOOLS © BRAKE HOSES e BRAKE CABLES e SUPER SAE BRAKE FLUIDS 
BRAKE EQUIPMENT © HYDRAULIC BRAKE PARTS AND REPAIR KITS © POWER BRAKE PARTS AND KITS 


Caine ELS AUTOMOTIVE CORP., Middletown Conn. 


Catalogs 
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by checking every belt!" 


says J. W. Downs, Owner 
Automotive Company Garage & Parts, Inc. 
407 Washington Avenue, Waco, Texas 








“I’ve been in business for forty years and have handled Gates Belts 
that long. I know their quality construction and customer acceptance. 
In fact, as far as I am concerned, ‘they are the only belts made!’ 


“T sell an average of 150 belts a month because right belt on any popular make of car. 
I use the Gates Sales Tools provided me. Sales “Tt takes just a minute to check the belt. My 
Tools such as the Dial-Finder and Display Rack customers appreciate our thorough service and I 
make it quick and easy to find and install the appreciate Gates V-Belts as a top profit item!” 


Phone today for YOUR Gates V-Belt Display Rack. Supplied by 


your Gates Jobber, this attractive fixture puts the right belt for any 
popular make of car at your fingertips. 


LP» The Gates Rubber Company, Denver, Colorado 


World’s Largest Maker of V-Belts 
ae 





To find belt wear always 


turn belt over—The under. 
side of the belt...not the top...tells 
the true condition of the belt. 


REPLACE BELTS 
LIKE THESE: 


ates Vulco V-Belts 











PC-15 


REMIUM DEPTH TYPE 


IS CONTRACT SUPPLIER OF 
62 ORIGINAL EQUIPMENT MANUFACTURERS 


62 outstanding manufacturers of passenger cars, trucks, tractors, farm 
and construction equipment, power boats, private aircraft, gasoline and 
diesel engines specify WIX Products for Original Equipment. 


$0..what does thie mean to VOll ? 


It means WIX gives you top quality 
products approved by the industry’s 
finest engineers... better Oil and Air 
Filter Cartridges for every car and 
truck you service. This includes 
Foreign Cars. Manufacturers and 
motorists alike select WIX on perform- 





A Scientific Selling Sys- 
tem, exclusive with WIX 
that takes all the “Hide- 
and-go-seek”’ out of Oil 
Filter Selling. It’s NOT an 
assortment! WIX-0- 


MATIC Guarantees 
Sales — gives you 
automatic Stock 
Control — affords 
instant Cartridge 
Identification — 





ance and dependable quality. You'll 
find this premium quality is easier to 
sell—especially with the tools WIX 


gives you to help you sell it. 


eliminates losses 
from Obsolescence 
—provides Maximum Cov- 
erage with Minimum In- 
ventory—curbs hidden 
losses. WIX-O-MATIC Cab- 
inets and Wall Racks for 
Air and Oil Filter Car- 
tridges. Ask your jobber 
how you can get WIX-0- 
MATIC FREE! 


|BojiMo 
mot lm@e 


fi 


me |\m 
MOL 
a 0 {M0 |g 
mala. 


Ask your jobber about WIX or 
write and we'll tell you how you, 
too, can sell more and make 
more with WIX. 


o|//m 
/@ © |/me |/he 


FILTERS 


2) |= 
#0) | 
/@o}} 
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WIX CORPORATION 
GASTONIA, N.C. 


in Canada: Wix Corporation Ltd., Toronto 
in New Zealand: Wix Corporation New Zealand Ltd., Auckland 


fo, 
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AMERICA’S MOST EXTENSIVE 
ON-THE-CAR MUFFLER TEST PROVES 


WALKER 


“SILENCERS 


LAST LONGER*RUN QUIETER * GIVE CARS NEW TRAFFIC FLASH*GAS ECONOMY 


Exclusive “Average Driver” 


Times Around the World Each Year... 
Stop-and-Go Traffic and Over the Open Road... 


Test Fleet... 


Traveling More Than 50 
Thru Sun, Rain and Snow ... In 
Préves the Superiority 


of Walker Precision-Tuned Silencers under Actual Driving Conditions! 


UP TO 300% LONGER LIFE. Right combination of Pre- 
mium Coated Steels ... Asbestos Insulation . . . Inside 
Drainage and Internal Design... Beats Inside Rust—In- 
side, Where it Starts! 

PEAK ENGINE POWER AND GREATER GASOLINE ECON- 
OMY UNDER ALL DRIVING CONDITIONS. Internal designs 
scientifically engineered to remove power-robbing excessive 
back pressure . . . Never exceeds permitted standards. Saves 
up to 13% on gas. 


Ty i « 
runed ‘ 


WALKER Precision 


Yh) BY THE 


_ WALKER 


row ove 


eee em ee, Me 


be iis ie MOTORCADE 


GREATER RESISTANCE TO FAILURE FROM BACKFIRE, 
ROAD SHOCK, HEAT DAMAGE. Proper Internal Bracing 
. . Contoured Design of Rolled-On Headers provide stronger 
Internal Construction. 
MAXIMUM PASSENGER COMFORT AND FREEDOM FROM 
NOISE FATIGUE. Scientifically adjusted sound levels for 
each engine provide more effective Noise Control—guaran- 
teed within legal limits. Walker Marketing Corporation, 


Racine, Wisconsin. 





RING UP 


MORE JOBS 


cusTomens 


in the BIG 
service years ahead 
> 








" pigron ring sets 


MUSKEGON 


Piston Ring Co 


Semon 192) The engine buuldens sormce | 


Moa, ‘ 
, Sa 
we > _ 


\ Billie. S 
\ 


““ENGINE-DATED” means simply the best combination of 
piston rings ever developed for a particular engine. . . a set 
that assures top engine performance and customer 


satisfaction for every installation. And, the economies ( 
° : . . ’ 4 APFPILIATES: 
accomplished by Muskegon distribution of ““ENGINE-DATED Piston Ring eieen Geadinies OO 
sets mean added savings which are passed on to you and your My SPARTA Micrioan 
: ne fF ~KEGON. MICHIS 
customer. Get all the profit-making facts MUSKEGE Eeeeey GO, Gamer 
fi th fi b h “Ri U M J b — SPARTA. MICHIGAN 
“ ~ <4 m - 7 ) i yre ) ° 
rom the tree brochure, ing Up ore JOOS Muskegon Piston Ring Company, ANO CHICAGO 


Request yours from your Muskegon jobber or write direct today! Muskegon. Michigan 
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6 Ways to extra headlamp profits 
in 9 minutes...day or night! 





REPLACE BURNOUT AND MATE. When 
one 4002 goes, chances are the other’s just 
about had it, too. Why wait? Save your 
customer time, trouble and inconvenience. 
Suggest that he replace ’em both. You'll 
double your profit. 


RACK UP EXTRA SALES. Check headlamps 
before you start that lube job. Replace ’em 
when the car’s on the rack. It takes only 
minutes to install a pair of Vision-Aid 
Headlamps. You'll add extra profit, too. 


LOOK FOR CRACKED LENSES AND BURN- 
OUTS. When you’re cleaning lenses, check 
for cracked or broken ones. While you’re 
at it, have the driver flick on his lights, high 
and low, to spot burnouts. You'll save him 
trouble on the road ... and increase your 
profit. 


CONVERT “COURTESY” CUSTOMERS. 
Whenever a transient stops—for a road 
map, directions or comfort—take a look at 
his headlamps. When you spot burnouts, 
cracked lenses, or obsolete 7" lamps, sell 
him a pair of Vision-Aid Headlamps, and 
boost your profit. 





REPLACE OBSOLETE 7" HEADLAMPS. All 
5000 series headlamps are obsolete. New 
6000 series Vision-Aid Headlamps with 
Spotlight Low Beams vastly improve in- 
traflic visibility. More powerful high beams 
make open road driving safer and easier, too. 


AIM FOR SAFETY AND PROFIT. Everytime 
you replace a headlamp, sell a complete 
aiming job to match the beams accurately. 
Extra service brings extra profit. 


FLASHERS 


HEADLAMPS - MINIATURE LAMPS 
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Red Paint 
Spells 


By RUEL McDANIEL 


ED paint can mean Bonus at a 
R livewire Louisiana dealership 
which has developed programs of 
incentives for almost every depart- 
ment, including bookkeeping, but 
especially the shop. 

Exhaust system 
jumped as much as 100% for several 
weeks after the “hidden muffler” 
campaign has been carried on at 
Sulphur Motor Co. (Ford) at Sul- 
phur. It’s designed simply to remind 
mechanics to check the exhaust sys- 
tem of every car they put on lifts 
for servicing. 

Periodically Office Manager Ken- 
neth Breedenhoff or Manager Rob- 
ert Lacy take ten company checks 
in amounts from $10 to $50 and give 
them to customers of the service de- 
partment with an explanation. They 
are instructed to hold the checks 
and to present them to the mechanic 
who examines the exhaust system 
on their car. 

To identify the car of a customer 
holding a check, a small splotch of 
red paint goes onto the exhaust 
pipe, well under the car in a spot 
where it cannot be seen except 
when the exhaust system is being 
examined. 


service has 


AUTOMOETIVE 
J@URNAL 
JULY 1960 


Management splotches some red paint onto exhaust pipes at this dealership and 
the mechanic who happens to discover it receives cash. Exhaust system volume 
has doubled in some weeks as the force becomes alert to reap from $10 to $50 
when this—just one incentive—is part of a campaign to build shop volume. 


The mechanics know of the plan 
and of course are looking for ex- 
haust pipes with red splotches. As 
soon as the mechanic begins ex- 
amining the system, the customer is 
instructed to present the check to 
the mechanic; but in some instances 
the customer is not present when 
the mechanic makes the check. 
Hence, knowing of the plan, the 
mechanic, upon finding the red 
mark, informs the customer, who 
then presents the check to him. 

The check may be anything from 
$10 to $50. There is one $50 check 
among the ten distributed, but most 
of them are $10. Breedenhoff said 
that this stunt invariably increases 
exhaust system volume, sometimes 


as much as 100% for several weeks 
afterward, because the idea reminds 
mechanics to inspect exhaust sys- 
tems as part of the routine of serv- 
icing the average car. 

The company offers a bonus to 
office employes for a reduction in 
the amount of old credit accounts. 
The bookkeeper draws a trial bal- 
ance at the end of the month and 
totals the amount of credit accounts 
60 days old or older. The manage- 
ment then announces that it will 
pay a cash bonus for a reduction 
in these older accounts, the bonus 
depending on the amount of the re- 
duction. 

If the total of 60-day and older 
accounts is less 30 days from the 


This dealership knows its employes are in business 
for the same reason it is: Money. That's why it is 
running incentive campaigns to stimulate workers. 
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Getting a bonus of 25 cents for one wheel pulled on every car entering the shop 
is just one stimulator. Sales of brake jobs have moved upward as the mechanics 
remember to make this inspection. 


date of the offer, the office force 
draws a bonus, to be divided among 
them. 

“We have found this idea very 
practical for use occasionally,” ex- 
plained Breedenhoff. “When we see 
that we are accumulating too many 
old accounts, we put on this special 
bonus deal and it nearly always 
produces a substantial reduction in 
60-day and older accounts.” 

Breedenhoff estimated that the 
service department has doubled its 
brake lining business and contrib- 
uted to an increase in front-end 
work generally by using a standing 
bonus of 25 cents to mechanics for 
each wheel they pull. 

The offer, of course, is for only 
one wheel on a car, and the pur- 
pose in inducing the mechanic to 
pull the wheel is to give him or the 
shop superintendent an opportunity 
to examine the condition of the 
brake lining and drum. 

“Naturally we pull a lot of wheels 
which reveal no work needed,” 
Breedenhoff said, “but we also find 
a lot of brake lining jobs, too.” 

When a mechanic pulls a wheel 
and the check reveals the need of 
brake work, the superintendent 
contacts the customer at once and 
tells him of the condition of his 
brakes as revealed by the check. 
He asks the customer to come down 
at once and see the condition of the 
linings. 

Some customers do come down to 
see for themselves, and others sim- 


32 


ply instruct the superintendent to 
do whatever work is needed. 

The mechanics like this bonus, not 
so much for the extra money they 
make at 25 cents per wheel pulled, 
but because it digs up additional 
business for them. The small bonus 
simply serves as a reminder for the 
mechanics to pull a wheel, Breeden- 


hoff pointed out. 

An odd type of bonus that also 
stimulates interest of the mechanics 
is a periodical allotment of a small 
bonus, based on ticket stubs. Dur- 
ing the month specified as covering 
this bonus period, the corner of the 
hard copy of the service order is 
torn from the sheet and deposited 
in a box in the service department. 
The ticket bears the name of the 
service customer and of the me- 
chanic who did the work. 

At the end of the month, one 
ticket is removed from the box and 
the mechanic who did the particular 
job recorded on this ticket receives 
a bonus of $10 cash or 10% of the 
amount of the job recorded on the 
ticket, whichever is greater. 

A bonus goes to the parts depart- 
ment each month, based on a sales 
quota, plus a sales increase over the 
quota. The increase, for bonus pur- 
poses, is broken down into brackets 
of $500. Exceeding the quota earns 
a small bonus; exceeding it by as 
much as $500 earns a larger bonus, 
and so on as the increase advances 
in multiples of $500. The bonus goes 
to the parts manager, who then di- 
vides it among the men of the de- 
partment and himself. 

To stimulate the interest of 
wholesale customers of the parts de- 
partment, occasionally the company 
awards a cash bonus to a customer, 
on the basis of special tickets 
dropped into a box on the parts 

(Continued on page 64) 


The parts and bookkeeping departments also have their own chances to win 
bonuses. At times the management announces rewards for cutting old credit 
accounts, the amount depending on the reduction. 


SOUTHERN AUTOMOTIVE JOURNAL for July 1960 





A 45-Year “Independent” 


Lays Out for You— 


What Dealers Must Do 


to Stay in Business 


You've got to aim for a higher 
profit, says the new president 
of the Tennessee dealers’ as- 
sociation, who has had enough 
years to speak with authority. 


By WARNER 


TNLEssS more franchised car deal- 
, ; a ie 
ers aim for a higher profit, “it 
will be hard for a lot of them to 
stay in the business.” 

That is the opinion of Roy Cruze, 
president of Knoxville Motor Co 
and 1960 president of the Tennessee 
Automotive Association. 

Cruze’s views were asked as a 
successful veteran leader in the 
automotive business. 
which claims to 
Nash- 


1S ob- 


Cruze’s company 
be the oldest continuous 
Rambler dealer in the world 
serving its 45th year. 

Within recent years Cruze has 
seen too much of a trend for car 
dealers to disregard their real over- 
head expenses in pricing and he has 
also seen many go out of business. 

“There are too many dealers who 
don’t really know what it costs to 
do business,” he explained. “They 
sell from invoice. They should figure 
their overhead to get their cost. 

“They’re really losing money at 
it, but don’t realize it until too late 
That is why busines casualties are 
so high today. The dealer must con- 
sider the cost of his licenses, his 
advertising, his taxes and other ex- 
penses. My taxes run $600 a month, 
not counting income tax. A lot of 
dealers overlook costs such as that 
and it is why so many are failing. 

“I think the car dealers will have 
to be more alert, more progressive 
in managing their dealerships. They 


Roy Cruze sits in an antique car displayed on 45th 
anniversary of Knoxville (Tennessee) Motor Company. 


will have to build their service de- 
partments so that the departments 
will bear a big share of the expense 

“Our service department is re- 
sponsible for our being able to get 
peak business from car owners. We 
think service will be a big factor in 
dealerships’ being able to survive 
and meet competition 

“Every day our service depart- 
ment 1S growling, due to the fact 
that some fringe dealers don’t care¢ 
so much about service. We are glad- 
ly taking care of cars, even if not 
bought from us, hoping that next 
time the owner will appreciate it 
and stay in town to buy, instead of 
going outside to save something 

“I think the future has to be on 
a volume basis—on a supermarket 
basis, so to speak. Everything per- 
taining to our business costs more 
Our advertising rates, for instance, 
recently went up. We’ve got to make 
more profit to offset those things, or 
we're going to come out in a hole. 

“It is true that more volume could 
mean less profit from a sale. And 
there is a limit, as I see it, to the 
volume each dealership can achieve 

“The dealer has to go in for a 
volume deal, with short profit, or a 
smaller setup with more gross prof- 
it. It is just a question of which he 
figures he can do in his line, regard- 
less of what it is.” 

Cruze sees factories as “taking a 
broader look today and trying to 


get more quality dealers.” He ex- 
pects requirements to be “a little 
stiffer.” 

He sees the possibility that fac- 
tories sooner or later may have to 
set up their own retail outlets, al- 
though they don’t want to. Young 
men with ability to run such an out- 
let would be chosen 

Many dealers themselves would 
be to blame. “When dealers sell at 
cost, not making anything—nobody 
making any profit—they can’t blame 
it on the factory,” Cruze added. “It’s 
the dealers’ fault.” 

He sees how often today when a 
dealership becomes open—any kind 

it sometimes takes a long time 
to replace that dealer and the re- 
placement at times is “not a well- 
financed dealer at that.” 

Inflation, too, is making it more 
expensive to operate a business, and 
this Tennessean foresees the pos- 
sibility that the trend could bring 
on another depression. 

“Everybody now wants to buy at 
wholesale—in other businesses as 
in the automotive business—and that 
trend could bring our economy down 
to another bust. More people also 
owe more on old cars than the cars 
could sell for, and it is a bad sit- 
uation.” 

A successful dealer, Cruze be- 
lieves, must develop employe as 
well as public relations. In his own 

(Continued on page 72) 


SOUTHERN AUTOMOTIVE JOURNAL for July 1960 





LEVEL GAUGE 
TOOL 


LEVEL GAUGE 
CLAMP STOP 


LOWER BALL JOINT 


FRONT VIEW 


Fig. 1—Positioning height gauge. 





Valiants Front Suspension 


eae suspension can be of as 
great importance to the com- 
pacts as to their more impressive 
brothers. Let’s take up the Valiant’s 

Construction of the fully-unified 
body employs a bolted-on front en- 
gine and front suspension support 
member (K member), which is at- 
tached to the body horizontals (side 
rails) at four points. The lower con- 
trol arm pivot shafts and struts are 
attached to the legs of the “K mem- 
ber” in a manner similar to the at- 
tachments of corresponding parts of 
the #1 and #2 crossmembers of a 
frame vehicle 

The torsion bar rear anchors are 
integral with the engine rear sup- 
port member in the body. The tor- 
sion bar front anchors, which are 
part of the lower control arms, pro- 
vide the means of adjusting or set- 
ting vehicle front height. 

All ball joints and the torsion bar 
springs at the front of the rear an- 
chors are effectively sealed against 
road splash by tightly-fitted bal- 
loon-type flexible seals. 

Caster and camber adjustments 
are made by cams on the upper 
control arm pivot bolts. 

Preparation for front suspension 
checking: 

Inflate tires to 
pressure. All tires should be the 
same size, in good condition and 
have equal wear. Note the type of 
wear to aid in diagnosing. 

Check suspension and 
linkage pivot points for excessive 


recommended 


steering 


34 


looseness and the rear springs for 
proper position on the axle spring 


seats and tightness of “U” bolts. 
Check front wheels for running 
true and the bearings for proper ad- 
justment. 
Check wheelbase on both sides of 
Measurement should be 
front wheels are in 


vehicle 
equal when 
straight-ahead position. 

Position the car on floating turn 
tables, tool DD 435, under the front 
wheels and the rear wheels level 
with the front wheels 

In order to obtain accurate read- 
ings, the car should be jounced in 
the following manner just prior to 


By E. M. LOWERY 
Technical Editor 


Grasp 
(rear 


taking each measurement 

the bumpers at the cente1 
bumper first) and jounce the car up 
and down several times. Jounce the 
the same number of times and 
same 


Cal 
lease the bumper at the 
point in the cycle each time 

The car should have a full fuel 
tank but no luggage or passenger 
load. All checks and adjustments 
should be made in the following 
orde) 

1.—Front suspension height 

2.—Caster and camber 

Toe-in 

Steering axis inc! 

Toe-out on turns 
6.—Headlamp aiming (if 
1as been adjusted) 

Steering axis inclination and toe- 
out on turns are not adjustable 
Iowever, a check is valuable in de- 
termining if parts are bent or dam- 
aged 

Front wheel bearing adjustment: 

Tighten the wheel bearing adjust- 
ing nut to 180 inch-pounds while 
rotating the wheel. 

Position nut lock on nut with one 
pair of slots in line with cotterpin 
hole 

Back off the lock and adjusting 
nut 1% slots. (Cotterpin hole will 
be covered. ) 

Remove lock and re-position it so 
the cotterpin can be inserted. Do not 
move adjusting nut 

Install cotterpin. 

Front suspension height adjust- 


ment 
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a 
=~ TORSION BAR ANCHOR 
ADJUSTING NUTS 


Above: Fig. 2—Height adjusting locations. 
Right: Fig. 3—Camber and caster adjusting points. 


A. Using height and level gauge 
tool C-3738 

Clean the rear 
lower control arm torsion bar spring 


portion ol the 


anchor (portion extending rearward 
of the lower control arm) and in- 
stall tool C-3738 (Fig. 1) 

Jounce the car as previously out- 
lined 

The “stop” at the rear of attach- 
ing spring clamp of the gauge 
should be in contact with the tor- 
sion bars before taking readings. Be 
Sure gauge is resting against lower 
ball joints and torsion bar housings 
properly before taking readings. The 
reading on both pins should be 
134” 1,’ The difference 
side to side should be no more than 


ly 


from 


Adjust, if necessary, by turning 
the torsion bar anchor adjusting nut 
clockwise to increase the height and 
counter-clockwise to decrease the 
height (Fig. 2) 

After adjusting, jounce the car 
and check 


even though only one side may have 


both rear gauge pins, 


been adjusted 
B. Without using tool C-3738 
Jounce the car and measure from 
the lower ball joint to the floor 
(measurement “A’’) and from the 


control arm torsion bar spring an- 
chor housing (measurement “B”) 
to the floor 
Subtract measurement “A” from 
neasurement “B”. The 
should be 134” lg 
Measure the other side in the 


ame mannel 


Adjust, if necessary, by turning 
the torsion bar anchor adjusting nut 
lockwise to increase the height and 
counter-clockwise to decrease the 
The difference from side to 

side should be no more than 14” 
After adjusting, 
ind recheck the measurements on 


jounce the cal 


potn sides, even if only one side may 
have been adjusted 

Front wheel alignment 

Once front wheel alignment has 
should 


beer properly adjusted it 


nly be necessary to check the 
alignment every 10,000 mile Ss except 
case of accidental damage, hard 

ng or excessive front tire weal 


parts of the front suspension 


nd steering system should be re- 
laced if they are found to be bent 


Do not attempt to straighten bent 


parts. In new cars or after recondi- 


Left: Fig. 4 


difference 


Sit 
. Se 
CAM BOLTS (2)% 


tioning a tront suspension system, it 
is advisable to check the alignment 
after a short period of operation, 
approximately 1,000 miles or at the 
egular lubrication period 

Caster and cambe1 

Wire-brush 


any rust from the exposed threads 


foreign matter and 


of the upper control arm cam bolts 
und apply lubricant to the exposed 
threads 
Prepare the car for checking 
Take 
readings before loosening the cam 
bolt nuts (Fig. 3). After the 


cant has penetrated any rust, care- 


initial camber and caste 


lubri- 
fully loosen the upper control arm 
nuts while holding the bolts from 
turning 

Adjust camber and cas to the 
following specifications 

Camber 

Left side 
ferred) 

Right side 

referred ) 

Caste! 

Power steering 

Manual steering 


Caster should 


Lower control arm strut. 


Below: Fig. 5—Torsion bar rear anchor lock ring. 
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Above: Fig. 6—Removing torsion bar. 
Right: Fig. 7—Removing upper ball joint from steering knuckle. 


both sides. 

(Maximum differential 34°, driv- 
er’s side less positive.) 

The instructions for checking 
caster and camber should be fol- 
lowed. 

Note: 

A. Adjust either the front or rear 
cam bolt to obtain a zero camber 
reading 

Tighten the cam bolt lock nut to 
hold this adjustment. 

B. Measure the caster. To correct 
caster and maintain camber within 
limits, change the camber by ad- 
justing first the front and then the 
rear bolt to obtain the camber read- 
ing specified. 

After both 
readings are correct, tighten the ad- 
justing bolt nuts to 65 foot pounds 


caster and camber 


Toe-in: 

Take toe-in readings with front 
wheels in the straight-ahead posi- 
tion. 

When necessary to adjust, loosen 
the clamps at each end of both tie 
rod adjusting tubes 


Fig. 8—Removing or installing upper 
ball joint. 


Adjust 1/32” by 
turning the tie rod tube which will 
“center” the steering wheel spokes 


toe-in to sy” 


wheel was centered, 
make the adjustment by 
turning both tubes an equal amount 
After setting the front wheel 
toe-in and before tightening the 


If steering 


toe-in 


clamps, turn the tie rod assembly so 
the ball sockets are either against 
the front or back sides of the studs 
Tighten bolts to 15 foot-pounds 

Lower control arm strut 

A. Removal 

Refer to Fig. 4 and proceed as fol- 
lows: 

Remove the strut to lower control 
arm mounting bolts and nuts 

Remove the nut and bushing re- 
tainer from the forward end of strut 
at crossmember. 

Slide strut and inner bushing re- 
tainer from bushing. 

Using a screwdriver, pry bushing 
out of “K member.” 

B. Installation: 

Dip new bushing in water and 
with the tapered portion toward reat 


Fig. 9—Installing upper ball joint seal. 


of vehicle, install in opening in “K 
member,” using a twisting motion 
until groove in bushing seats prop- 
erly with support membe: 

With the cupped side out, slide 
bushing retainer over threaded end 
of strut. Push strut through bushing 
in crossmembe: position outer 
bushing retainer over end of strut 
(cupped side in) and stall nut 
finger-tight only 

Install the strut to lower control 
arm mounting bolts. Install bolts, 
lockwashers and nuts, a! tignten 
to 100 foot-pounds 

Lower the car to the floor and, 
with full body weight on the wheels, 
jounce the car to permit the bushing 
to assume its normal position on the 
strut 

Tighten nut on forwar 
strut to 40 foot-pounds 

Torsion bar springs 

The torsion bars are not inter- 
changeable side for side; the bars 
are marked as either right or left 
by an “R” or an “L” 
one end of the bars 

A. Removal: 

Do not lift by the front suspension 
control arms for this operation 

If vehicle is to be 
hoist, make sure it is lifted on the 
body only so that front suspension 
is in full rebound (under no load). 
If vehicle is to be raised on jacks, 
place jack under center of the “K 
member” and raise vehicle off the 
floor so the front suspension is in 
full rebound (under no load) 

Release load from the torsion bar 
by backing off the anchor adjusting 
nuts (Fig. 2). Remove the adjusting 
nut and swivel bolt. 

Remove the strut. 

Remove the lock spring from the 
rear of torsion bar rear anchor (Fig. 
5). 


stamped on 


raised on a 
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To facilitate removal of the tor- 
sion bars, install tool C-3728 on the 
torsion bar and remove bar rear- 
ward by holding tool firmly and hit- 
ting striking pad on tool with a 
hammer (Fig. 6). Do not apply heat 
to the front or rear anchors. The 
surface of the torsion bar must not 
be scratched or marred in any man- 
ner during removal or installation. 

Remove the tool and slide the rear 
anchor balloon seal off the front end 
of torsion bar. 

Remove the torsion bar by slid- 
ing bar rearward and out through 
the rear anchor. 

B. Installation: 

Remove all foreign matter from 
the hex openings in the front and 
rear anchors and from the hex ends 
of the torsion bar springs. 

Insert the torsion bar through the 
rear anchor. 

Slide the torsion bar rear anchor 
balloon-type seal over the torsion 
bar, large cupped side of seal facing 
the rear. 

Coat both ends of the torsion bar 
with multi-purpose grease 

When inserting the torsion bar 
into the anchor in the lower control 
arm, position the adjusting arm ap- 
proximately 60 
the control arm, otherwise adjust- 
ment of the front suspension to the 
correct height will not be possible. 

Install the lock ring in the rear 
anchor, then move torsion bar rear- 


below the plane of 


ward until bar contacts the lock 
ring 

Position the swivel bolt on the 
control arm and hold in place while 
installing the adjusting nut and seat 
Tighten the adjusting nut approxi- 
mately ten turns before lowering 
vehicle to the floor 

Pack the annular opening in the 
rear anchor with the multi-purpose 
grease. Slide the rear anchor bal- 
loon-type seal into position over the 
rear anchor until the lip of the seal 
indexes with the groove. 

Install the strut. 

Lower the car to the floor and ad- 
just the front suspension height as 
required. 

Upper ball joints: 

A. Removal: 

Place a jack under lower control 
arm as close to the wheel as possi- 


Fig. 10—Removing lower ball joint from lower 


contro] arm. 


ble. Raise wheel off the floor 

Remove wheel and tire as an as- 
sembly. 

Remove the upper ball joint stud 
nut. Place tool C-3711 down on flat 
section of lower control arm. Turn 
threaded portion of tool, locking it 
securely against upper stud (Fig 
7). Spread tool enough to place up- 
per stud under pressure, then strike 
knuckle 


hammer to loosen stud. Do not at- 


steering sharply with a 
tempt to force stud out of knuckle 
with tool alone 

Remove tool, then disengage ball 
joint from knuckle. Remove ball 
joint balloon seal by prying metal 
retainer edge loose with a screw- 
driver 

Using tool C-3714 (Fig. 8), un- 
screw ball joint from upper control 
arm. 

B. Installation: 

When installing a new ball joint, 
it is very important that the ball 
joint threads engage those of the 
control arm squarely. Balloon-type 
grease seals should always be re- 
placed once they have been re- 
moved, 

Screw the ball joint squarely into 
the control arm as far as possible by 
hand. 

Using tool C-3714, tighten until 
ball joint housing is seated on con- 
trol aem. ‘Tighten to a minimum of 
125 foot-pounds. 

Slide the new balloon-type seal 
up into position over stud and in- 








August: Power Steering Pumps 


More and more cars are featuring power steering,soe 
it is becoming far more important to know how to 
service power steering pumps—Ed Lowery’s subject. 
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Fig. 11—Installing lower ball joint 
seal. 


stall seal, using tool C-3713 (Fig. 9). 
Position stud in steering knuckle. 
Install washer and nut. Tighten to 
55 foot-pounds and install cotterpin. 
Lubricate ball joint, using chassis 
lubricant. 

Reinstall wheel and tire 

Lower ball joints 

A. Removal: 

Place jack under the lower con- 
trol arm and raise vehicle. 

Remove the wheel, tire and drum 
as an assembly. 

Disconnect the tie 
steering arm. Remove the nut, then 
loosen the stud by striking the arm 
sharply while “backing up” with a 
heavier hammer. 

Remove the bolts attaching the 
steering knuckle arm assembly to 
the brake backing plate and support 
the brake backing plate to eliminate 
any strain on the brake hose 

Using tool C-3646 (Fig. 10), dis- 
connect the lower ball joint from the 
lower control arm and remove the 
steering knuckle arm assembly. 

Place the assembly in a vise, re- 
move the balloon seal and, using tool 
C-3714, remove the ball joint. 

B. Installation: 

When installing a new ball joint, 
it is very important that the ball 
joint threads engage those of steer- 
ing arm squarely. Balloon-type 
grease seals should always be re- 
placed once they are removed. 

Screw the ball joint into the steer- 
ing arm as far as possible by hand, 
then, using tool C-3714, tighten the 
ball joint housing to a minimum of 
300 foot-pounds until the ball joint 
is seated in the steering knuckle 
arm. 

Slide a new ball joint balloon seal 
into position and, using tool C-3713 
(Fig. 11), install the seal onto the 
ball joint, using extreme care not to 


rod from the 


(Continued on page 64) 

















This dealership believes in using ads to bring a heavy flow of prospects into the 
showroom. Four of the eight salesmen are assigned floor duty daily for this reason. 


Shown at this regular morning sales session are (Il. to 


r.): standing, Lambert Austin. 


Buddy Price and W. Schiller; seated, Charlie Shaw, Bob Coleman, Red Hickman, 
H. B. Grayson (used-car sales manager) and, in the right foreground, owner Ed 
Cagle, who has spearheaded his dealership to its high position in car sales. 


Eight Men Sold 1,500 


Cars in One Year 


By RUEL McDANIEL 


[ AST year eight salesmen sold 
4 1,500 new cars for Cagle Chev- 
rolet, Inc., Lake Charles, La., to 
keep the agency top car seller in its 
own community and maintain top 
or near-top spot in its district 

Cagle salesmen consistently rank 
near the top in district sales and one 
salesman was second in the nation 
last year. During a special campaign 
during May and June last year, 
sponsored by the manufacturer 
Cagle men won four trips to Hono- 
lulu and two to Hollywood. 

All of which indicates that Cagle 
Chevrolet not only sells a lot of 
automobiles but has the type of men 
that enable the dealership to sell as 
many new \units with eight men as 
some outlets sell with more than 
twice that sales force. 

The company’s total volume in 
1959 was $5,200,000 and the ability 
of his salesmen basically is respon- 
sible for this volume, said Joe Cagle, 
president. They set the groundwork, 


38 


in their relations with customers, 
for service volume and all othe: 
business that contributes to the an- 
nual sales figure. 

“Obviously the reason we are able 
to sell 1,500 new units with only 
eight salesmen,” Cagle explained, 
“is that we employ and hold good 
salesmen.” 

The company’s turnover in the 
new-car sales force is virtually nil 
and there is a long list of good men 
on the company’s roster of prospec- 
tive salesmen. There are two basic 
reasons the company has little or no 
problem in hiring and keeping good 
salesmen: 

In the first place, the compensa- 
tion setup is such that a good man 
can make quite a lot of money. For 
example, one salesman drew about 
$2,500 during May and June of last 
year. 

In the second place, the company 
pursues the policy of advertising to 
bring prospects to the showroom 


rather than have the men spend 
most of their time running down 
uncertain leads. Last year the com- 
pany spent over $50,000 for adver- 
tising. 

“The showroom is the ideal place 
to sell a new car,” Cagle stressed, 
“and our advertising is aimed at in- 
ducing prospects to come in, see the 
cars and permit salesmen to talk 
with them. Our men are good clos- 
ers and they work without pressure, 
promises or gimmicks.” 

Joe Cagle bought the dealership 
five years ago, after about 15 years’ 
experience in the automobile busi- 
ness, including jobs as salesman. He 
believes that one reason he is able 
to hire and keep good salesmen is 
that, having been a salesman him- 
self, he knows salesmen, their prob- 
lems and how they think 


Jumped to Leadership 

The dealership had never led the 
community in car sales prior to 
Cagle’s acquiring it. It jumped to 
leadership the first year he owned 
it and has been in top place each 
year since. Every year for five years 
the company has had the top sales- 
man in the zone, and until this year 
there was no repetition. Three out 
of four men land in the top six 
among salesmen of the zone 

The company’s compensation plan 
basically is a profit-sharing setup, 
because a man’s earnings from a 
sale depends directly on how much 
gross profit the makes 
from the deal 

Each man draws a guarantee of 
$300 a month against earnings. His 
basic earning on the sale of a new 
car is $35. In other words, he can 
make not less than that sum on any 


company 


new-car sale, regardless of the com- 
pany’s profit, and that figure stands 
on any deal in which the company’s 
gross is up to $300 

As company’s gross profit rises, so 
does the salesman’s cut in the sale 
at the rate of $10 for each gross 
profit base. In addition, he draws 
a share of the gross on all acces- 
sories and extras that go with the 
car 


One salesman earned 


recently 
$500 on a single sale, on this basis, 
because it was the line’s highest- 
priced unit and was loaded with all 
practical extras and accessories 
Salesmen’s monthly earnings range 
from better than $600 to over $1,200 
“We want our salesmen to make 
good money,” Cagle said, “and for 
giving them all possible help to 
make money, we expect and demand 
complete control of their activities 
We find this to be highly important 
(Continued on page 76) 
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ur Record: 


Quintupled 
Shop Sales 


By MICHAEL J. MUNLEY 


Owner, Mike’s Garage 
Arlington, Va. 


i I were asked how our gross 
parts and labor volume rose from 
$1,200 in July 59 to $6,126 in March 
60 in our six-bay garage, half a 
dozen reasons would come to mind 
at once 

My efficient service manager who 
keeps the shop booked up with work 
seven days in advance; 

Our thoroughgoing checkup and 
road-test of every repaired car to 
hold down comebacks; 

Our pay plan for mechanics com- 
bining a weekly base guaranty and 
nceentive 

The shops well-planned layout 
for efficiency 

Our personal and friendly ap- 
roach to our good customers 

If I were asked how to account for 
the great number of people who have 

ard about us in so short a time, 

we attract an ever-rising traf- 
what sort of promotion I used, 
ould have to answer that I talk 
shop 24 hours a day 

As active member and officer of 

ivic and business organizations 
I never fail to mention that I am in 
the automobile repair business, have 
a gar on Lee Highway and am 
personally concerned about every 
epaired car that leaves our shop 
Since every car owner is always on 
the lookout for a garage where he 


(Continued on page 68) 


Top: With a weekly base pay of $75, 
this mechanic feels responsible for 
minimizing comebacks, since they can 
reduce his income beyond that point. 


Center: “Mike” Munley (left) talks his 

shop often to acquaintances, and then 

makes a point of being on hand to greet 
them when they come in. 


Right: Service Manager Glen Simmons 
checks the parts inventory daily before 
making up the weekly order. 
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TRUCKS - FLEETS 








Fig. 1—Dual main cylinder cross section. 


Hy-Power Brake 
Service on Chevrolet 


By E. S. HARRIS 


C HEVROLET’S 1960 trucks are pro- 
A vided with several types of 
brake systems ranging from stand- 
ard hydraulic, where foot pressure 
alone actuates the master cylinder, 
plus two types of vacuum-powered 
hydraulic brake systems and an air- 
powered hydraulic system, to a full- 
air brake system. The last system 
displaces hydraulic components al- 
together and uses air power 
throughout. 

Power brake systems using either 
vacuum or compressed air over hy- 
draulic differ in appearance and 
construction from unit to unit, but 
the basic function is similar in each 


40 


type. For instance, when the drive: 
depresses the brake pedal the fluid 
is compressed by the main cylinder 
(Fig. 1) and acts to open a valve 
which allows the assisting power 
source, either air or vacuum, to ex- 
ert force on a piston or diaphragm 
which is connected to a second 
fluid-compressing cylinder. This 
second cylinder is called the “slave 
cylinder” and it compresses the fluid 
in the lines and wheel cylinders to 
apply the brake shoes to the drums. 

In the event of loss of air or 
vacuum power to these systems, 
they are constructed so that foot 
power alone may be used to apply 


the brakes. This is accomplished by 
a system of check valves which al- 
lows the brake fluid to pass through 
the slave cylinder to make a direct 
connection between the main cylin- 
der and the wheel cylinders 

Power loss will require the driver 
to pump the brake pedal several 
times to obtain braking, since the 
space in the slave cylinder which 
would normally be occupied by the 
slave cylinder piston and push rod 
must first be filled with fluid be- 
fore the hydraulic connection can 
be completed. 

The two types of vacuum-pow- 
ered hydraulic brakes installed as 
standard equipment on this year’s 
trucks are the Bendix 10” dia- 
phragm Hydrovac power cylinde: 
used on the series 50 and 60, and 
the Midland-Ross Hy-Power unit 
with an 111” diaphragm is used on 
the 70, M-70 and 80 series. In addi- 
tion, the piston-type Hydrovac is 
optional equipment on the 20 and 
30 series, and the diaphragm type is 
optional on the 40 series 

In the 70 series vehicles the sin- 
gle diaphragm unit is used, while 
the M-70 (Fig. 2) tanden 
double power cylinder system in 
which a full double diaphragm unit 
operates the rear wheel brakes and 
controls a single diaphragm unit 
which serves the front. The 80 series 
vehicles are equipped with a singl 
cylinder which incorporates a dou- 
ble diaphragm, as used in the M-70 


uses a 


system 

The Bendix Air-Pack is an air- 
powered hydraulic brake system 
which is supplied at extra cost op- 
tion on 60, 70 and 80 series trucks 
Also available as an option on all 
models 70 and 80 series, except 
school bus, is the full air brake sys- 
tem 

Due to space limitations we will 
discuss the overhaul of only one of 
the vacuum-hydraulic cylinders, the 
Hy-Power unit, later in this article 

General maintenance and adjust- 
ment: 

Several maintenance 
are applicable to all the hydraulic 
systems. The power cylinder must 
be bled thoroughly before attempt- 
ing to bleed at the wheel cylinders 


operations 
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Caution: The entire bleeding op 
eration must be performed with th: 
engine shut off and no air or vac- 
uum in the power system 

Bleeder valves for purging ai 
from the hydraulic system are pro 
vided at the vacuum-hydraulic and 
Air-Pak control valves, vacuum- 
hydraulic and Air-Pak slave cylin- 
der end fittings (except on series 
10, 50 and 60 Hydrovac) and at 
wheel cylinders 

A bleeder valve is provided at 
every wheel cylinder except on 
Twinplex-type brakes (regular pro- 
duction on rear wheels of series 40 
50, 60, 70, 80 and M70 tandem). On 
this type brake a bleeder valve is 
provided only at the forward wheel 
cylinder, which is mounted slightly 
higher than the rear cylinder. The 
main cylinder (Fig. 1) is easily ac- 
cessible on the engine side of the 
firewall, while Hydrovac, Hy-Powe1 
and Air-Pac bleeder valves are ac- 
cessible from under vehicle. Wheel 
cylinder bleeder valves are accessi- 
ble at inner sides of flange plates. 

Brakes should be bled in definite 
sequence as outlined in Fig. 3 
Brakes on 4, 34- and 1-ton models, 
when not equipped with Hydrovac, 
may be bled by either pressure o1 
manual method. On all other models 
the pressure system only should be 
used. 

Periodic maintenance: 

The outside of the power unit 


Fig. 2—-M-70 brake system. 


be cleaned thoroughly at lusty conditions 

les every six months. All hoss« If trouble should develop reduc 
onnection clamps should be tight- ing braking efficiency, it is recom- 
ened and all pipe fittings and hy- mended that before removing the 
draulic connections checked for power unit itself the following 
looseness, The air cleaner should be points be checked 

emoved, disassembled and cleaned 1.—Main cylinder primary cup to 
at least twice a year—more fre- compensating port clearance. Check 
quently if the truck operates in that pedal linkage is properly ad- 


Fig. 3—Bleeding sequence chart. “After wheel cylinders are bled, deactivate 

pressure bleeder and actuate brakes by pushing pedal with power on system 

two or three times. Remove power from system and reactivate pressure bleeding 

unit. As last step, open control valve bleeder and allow small amount of fluid to 
escape. 
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justed to 








Fig. 4—Cross-section view of Hy-Power cylinder: 1—control tube connector, 2- 

diaphragm chamber (forward half), 3—pushrod bushing seal retaining snap ring, 
4—pushrod bushing seal, 5—pushrod bushing, 6—pushrod bushing lock washer. 
7—vacuum equalizer tube, 8—vacuum equalizer tube “O” ring, 93—control valve 
diaphragm, 10—control valve body, 11—atmospheric tube, 12—control valve cover 
cap screws, 13—air metering wire, 14—control valve cover, 15—atmospheric valve 
disc, 16—atmospheric valve disc retaining “O” ring, 17—vacuum valve, 18- 

atmospheric valve seat, 19—valve assembly return spring. 20—vacuum valve 
seat, 21—control valve cover gasket, 22—control valve piston return spring. 
23—Tinnerman nut, 24—cup washer, 25—control tube retaining nut, 26—control 
valve piston, 27—control valve body, 28—control valve bleeder valve, 29—auxiliary 
line check valve, 30—auxiliary line check valve gasket, 31—slave cylinder output 
bleeder valve, 32—slave cylinder output, 33—slave cylinder end plug, 34—slave 
cylinder end plug gasket, 35—slave cylinder casting, 36—snap ring, 37—ring 
valve “O” ring, 38—ring valve, 39—valve retarder snap ring, 40—valve retarder 
spring, 41—-valve retarder, 42—inner piston, 43— inner piston seat, 44—piston outer 
seal, 45—inner piston return spring, 46—piston body. 47—check valve return 
spring, 48—check valve, 49—main vacuum tube, 50—brake fluid inlet, 51—piston 
assembly, 52—snap ring, 53—-main vacuum tube retaining nut, 54—seal retaining 
washer, 55—pushrod seal, 56—pushrod bushing outer seal, 57—control piston 
seals, 58—gasket, 59—seal retaining washer, 60—clamp band, 61—diaphragm as 
sembly, 62—diaphragm chamber (rear half), 63—pushrod, 64—pushrod return 
spring, 65—diaphragm spacer, 66—mounting stud, 67—diaphragm retaining nut 

68—pushrod return spring guide. 


permit opening of com- unit by 


disconnecting the vacuum 


pensating port with brake pedal in 
normal full-released position. Fail- 
ure to properly uncover the com- 
pensating port May cause sufficient 
pressure to be maintained in brake 
system to hold power cylinder valve 
in partially applied position and 
thus cause dragging brakes. 

2.—Restricted vacuum 
Check for vacuum at power brake 


lines. 


Fig. 5—Exploded view of slave cylinder piston: 1—snap ring, 
ring, 4—inner piston snap 
etarder, 7—inner pis- 


2—ring valve, 3—ring valve “O” 


ring, 5—valve retarder spring, 6—valve r 


0@ 


) ® vy 


4 


6 


line at the cylinder vacuum fitting 
and hold thumb over the line with 
If no vacuum 
is slow, check 


the engine running. 
exists, or if air flow 
vacuum line to manifold for kinks 
in tubing and collapsed liners in 
Also test the check valve to 
be sure it opens. 

3.—Restricted air line and _ air 
Disconnect the air cleaner 


hoses. 
cleaner 


ton, 8 
Piston body, 11 


Qu 
7 8s o> = 


~ ee 


inner piston seat, 9 
piston outer seal, 
spring, 13 


0 w< 


line at the power cylinder and blow 
into line. If line is restricted, check 
for collapsed hose or tubing. Clean 
or replace air cleaner. 

4.— Brakes. Check brake shoe ad- 
justment for proper clearances 

5.—Air supply. Check all air sup- 
plying components, including com- 
pressor and reservoirs, thoroughly 

Vacuum-powered hydraulic brake 
service operations: 

Servicing the Hy-Power brake 
cylinder (Fig. 4) is done in the fol- 
lowing order of procedures 

1—Remove unit from vehicle 

2.—Scribe line on front and rea 
diaphragm chamber halves to locate 
alignment point during reassembly 

3.—Remove atmosphere tube re- 
taining nut (25) from control valve 
body. 

4—Remove clamp band (60) from 
rear diaphragm chamber half (62) 

5.—Remove diaphragm retaining 
nut (67), diaphragm (61), 
guide (68), spacer (65) and spring 
(64) from push rod (63) 
cylinder end 


spring 


6.—Remove slave 
plug (33) and copper gasket (34) 
7.—Move push rod (63) into slav 
cylinder (35) and remove through 
open end of slave cylinde 
8.—Remove hydraulic 
(51) from push rod (63) 
(48), spring 
Irom pis- 


piston as- 
sembly 

9—Remove valve 
(47) and outer seal (44) 
ton assembly 

10.—To disassemble piston, re 
move spring (45), valve (43) 
snap ring (36), valve (38), inner 
piston (42), retarder snap ring (39), 
retarder spring (40), and valve re- 
tarder (41). 

11 Remove 
(5). lock washer (6) 
phragm chamber half (2) and gas- 
ket (58) from slave cylinder cast- 
ing (35). Remove “O” ring (8) from 
vacuum tube (7) 

12 femove snap 
52), steel washers (54-59) and seals 
(4-55) from push rod bushing (5) 

13.—Remove outer seal (56) from 
push rod bushing ; 

14.—Remove 
cover (14) and gasket 
control valve. 
15.—Remove 


seat 


push rod_ bushing 


front dia- 


and 


rings (3 


(12) 
fron 


cap screws 


(21) 


four cap screws 


inner piston return spring, 10 
12—check valve return 
check valve, 14—pushrod. 


13 14 
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Fig. 6—Exploded view of pushrod bushing: 1—Snap ring, 2 “O” ring, 6—lock washer. You're going to see more and more 
retaining washer, 3—seal, 4—-bushing body, 5—bushing body of this type of brake equipment. 


which retain control valve body Never handle push rod with pliers valve seat (8), inner piston assem- 
(27) to slave cylinder casting. Re- or in a manner which will damage bly, valve assembly and snap ring 
move body from cylinder casting its surface (1). 
and remove control piston return The slave cylinder casting should 3.—Assemble push rod _ bushing 
spring (22) be carefully checked for exterio: (Fig. 6) with seal (3), washer (2) 
16.—Lift control piston assembly damage from road hazards, etc., and and snap ring (1) in small diam- 
(26) from slave cylinder casting for scoring or pitting of inside di- eter. Install seal, washer and snap 
17.—Remove air metering wire ameter; excessive internal rough- ing on opposite end of bushing. In- 
(13), Tinnerman nut (23), cup ness will require replacement of stall outer seal (5) and lock washe1 
washer (24) and control diaphragm cylinder (6). Seals are both installed with 
(9) from control piston (26) Vacuum chamber halves must be lip of seal toward output end of 
18.— Remove “O” ring (16) from free of dents, internal rust and for- slave cylinder 
vacuum valve stem. Remove atmos- eign matter. The control tube and 4—. (Fig. 4) Install lock washer (6) 
pheric valve disc (15), vacuum ts connectors must be air-tight and and front vacuum chamber half (2) 
valve (17) and spring (19) from free of restrictions and dents and pushrod bushing (5). Position 
control valve body (10) Minor and major overhaul kits “O” ring (8) and gasket (58) on 
19—Remove atmospheric valve ire available for all units. The me- slave cylinder casting and install 
seat (18) chanic should at this time determine bushing in slave cylinder casting 
20.—Remove auxiliary line check the condition of the unit being serv- Tighten bushing to 80-100 ft. Ibs 
valve (29) and copper gasket (30) ced by careful inspection of all torque 
from slave cylinder parts and use his findings as a guide 5 (Fig. 5) Install spring (12) 
Inspection procedures n his choice of service kits and valve (13) in hydraulic piston 
Wash all parts in alcohol. Us Assembly of cylinder and install piston on pushrod (14) 
compressed air to dry passages. Dx Reassembly of the unit is accom- 6.—Insert threaded end of push 
not attempt to clean small passages lished in the following order od into output end of slave cylin- 
vith drills or wire as their size is 1.—Install copper gasket and aux- der bore and ease with a rotary mo- 
often critical to the over-all op- iliary line check valve in cylinde: tion through push rod bushing 
eration of the unit and enlargement casting 7.—Install copper washer on cyl- 
would be detrimental 2.—Assemble slave cylinder (Fig inder end cap and install end cap to 
Observe condition of power dia- )) hydraulic piston (10) as follows 100 ft. lbs. torque 
phragm and push rod. Diaphragm Install valve retarder (6), re- 8 —Install diaphragm return 
must be sound and free of cracks tarder spring (5) and snap ring (4) spring, spring spacer, spring guide 
and flaws of any kind. Push rod n inner piston (7). Install “O” ring and diaphragm on push rod. Hold 
must be smooth and unmarred (3) on valve (2). Install spring (9), diaphragm firmly in place. Apply 


Fig. 7—Exploded view of control valve: 1—valve body cover 8—valve body casting, $—-valve assembly return spring, 10 
bolts, 2—valve body cover, 3—valve body cover gasket, 4- vacuum valve, 11—control piston return spring, 12—-Tinnerman 
atmospheric valve retaining “O” ring, 5—atmospheric valve nut, 13—cup washer, 14—diaphragm, 15—vacuum valve seat 
disc, 6—atmospheric valve seat, 7—valve body retaining bolts 16—control piston assembly, 17—-slave cylinder casting. 


SOUTHERN AUTOMOTIVE JOURNAL for July 1960 





Fig. 8—Installing air metering wire. 


diaphragm retaining nut. Hold 
push rod with screwdriver and 
tighten nut to 9-13 ft. lbs. torque. 
Do not grasp push rod with pliers or 
any similar too] as damage to push 
rod surface may result. 

9—Install rear vacuum chamber 
half and match up scribe marks 
made before disassembly. Inspect to 
make sure diaphragm rim is prop- 
erly seated between chamber halves 
and install clamp band. 

10.—Assemble control valve (Fig 
7) piston (16) with seal lips facing 
small end of piston. Install dia- 
phragm (14) with inner bead fac- 
ing small end of piston and install 
washer (13) with cupped side fac- 
ing away from diaphragm. 

Apply Tinnerman nut (12) and 
install air metering wire (Fig. 8) in 
partial-apply orifice. Dip control 
valve piston seals in brake fluid and, 
with a rotary motion, insert assem- 
bly into control piston bore in slave 
eylinder (17). Install vacuum valve 
seat (15) in large inside diamete1 
of piston with bead up. Install at- 
mospheric valve seat (6) in control 
valve body (8), assemble vacuum 
valve (10), spring (9), atmospheric 
valve (5) and retain by placing “O” 
ring (4) over vacuum valve stem 
Note that the small diameter of 
spring faces vacuum valve disc. 

Install small diameter of piston 
return spring (11) on control pis- 
ton, install control valve body (8) 
on cylinder casting and retain with 
cap screw (7); tighten securely. In- 
stall control valve body cover (2) 
over gasket (3) and retain with cap 
screw (1); tighten securely. Air in- 
take on cover must point in the 


aa 


same direction as bleeder screws in 

casting. 
11.—Install 

rear cover and valve body; tighten 


atmosphere tube in 


tube nut. 
12.—Install unit on vehicle and 
connect all lines. Bleed entire brake 
system. 
13.—Thoroughly 
supply and lines. Inspect air supply 


inspect vacuum 
system and service air cleaner. 
Caution: This unit does not re- 
quire lubrication. Do not place oil 
of any kind in diaphragm chamber 
14.—Thoroughly test brakes un- 
der operational conditions. 


GM to Add Seat Belts 
To Training Cars 


| geaeag Motors will provide seat 
belts for cars lent by its deal- 
ers to high schools for driver train- 
ing programs, President John F 
Gordon announced. 

“We recognize that approved-type 
seat belts, although no panacea,” 
Gordon said, “have merits when 
properly installed and used. We be- 
lieve it will be of value to student 
drivers to familiarize themselves 
with the use of such belts. We are 
therefore taking this action in sup- 
port of the seat belt public educa- 
tion program sponsored jointly by 
the U.S. Public Health Service, 
American Medical Association and 
the National Safety Council.” 

Some 5,000 General Motors cars 
are used annually by approximately 
half a million high school students 
The cost of making the training car: 
available is shared with dealers 


New Heavy-Duty Clutch 
Disc Made by Dodge 


— has issued the following 
service bulletin 

A new clutch disc has been de- 
veloped to increase the service life 
in heavy-duty operations, such as 
in taxi and police cars 

This clutch disc is part No. 2201216 
and should be used for replacement 
whenever a taxi or police vehicle 
equipped with a standard transmis- 
sion requires replacement of 
clutch disc. 


“Just what does your ‘friendly’ service consist of?” 
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A Long-Time Industry Leader Portrays 


The Road Ahead for Garagemen 


771TH the exception of the war 
W years when no new civilian 
cars were produced, every year ou! 
car and truck registrations showed 
constant and consistent substantial 
increases from year to year. This 
trend is certainly expected to con- 
tinue to the extent that our experts 
are now definitely predicting a 
vehicle registration of well over 75 
million by 1965 

That’s pretty good assurance of a 
growing future market and an ex- 
panding opportunity in the demand 
for automotive service 

But that’s not all. Let’s take a lool 
at a few developments that make 
your opportunity even greate! and 
more certain 

The average number of miles that 
each car and truck is driven every 
year is also constantly and consis- 
tently increasing. Our vehicles ar« 
being used more and more every 
day, which naturally means more 
wear and tear everyday on every 
car and consequently an ever-in- 
creasing demand for service and the 
replacement of parts and accessories 

1945 travelled mileage was 200 bil- 
lion miles. 1959 travelled mileage 
was 700 billion miles 

1945 gas used totaled 16% billion 
gallons. 1959 gas used totaled 55 bil- 
lion gallons 

This is furthe 
and development of your opportun- 


proof of growth 


ity. 
Furthermore, 
in recent years amongst car owners 


every survey made 


whose cars have been serviced in 

car dealers’ service shops shows that 

these car owners are: 

1—Far from satisfied with the 

service they have been getting 
from the car dealers. 
They are even less satisfied 
with the charges for their 
service. 
The attention and considera- 
tion they have been getting is 
also far from satisfactory. 
This is further substantiated 
by the car dealers’ service 
sales figures which indicate 
that car dealers’ services have 
not only failed to keep up with 
the car registration growth, 
but in many instances have 
actually fallen behind their 
own previous service sales 


By IRA SAKS 


Executive Director 
Ignition Manufacturers Institute 
and Spring Research Institute 

Cleveland, Ohio 


Excerpts from an address prepared 
for delivery July 9 before the fifth 
annual convention of the Indepen- 
dent Garage Owners of America 
at Atlanta. He organized Ac- 
curate Parts Mfg. Co. in 1923 and 
30 years later sold it and the 
ReNu Co., a subsidiary of Ac- 
curate, to Maremont Automotive 
Products Co. He served three 
terms as a director of the former 
National Standard Parts Associa- 
tion. During World War II and the 
Korean War he represented the 
industry on the industry advisory 
board of the War Production 
Board and the Office of Price Ad- 
ministration. He still represents 
the industry on the business and 
defense service administration ad- 
visory committee of the United 
States Department of Commerce. 
He is chairman of the Industry- 
Wide Excise Tax Committee, 
which is sponsored by all national 
associations in the automotive 
service industry. 


figures. 

This simply means that your prin- 
service competitors—the car 
are not keeping their cus- 
tomers happy and satisfied, which 
means another great opportunity fo 
you to acquire some of these dis- 
satisfied car owners and make them 
your own permanent and happy 
customers. 


cipal 
dealers 
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Another important development in 
recent years has been the very sub- 
stantial reduction in the number ol 
franchised car dealers. The official 
figures show that in 

Jan. 1955 there were 42,340 fran- 
chised dealers. Jan. 1957 there were 
39,073 franchised dealers. Jan. 1959 
there were 34,569 franchised dealer: 
Jan. 1960 there were 33,286 fran- 
chised dealers 

Since 1955 over 9,000, o1 


22°., of the dealers closed shops for 


close t 


one reason or another 

This also means fewer competi- 
tors for your service and a greater 
opportunity for you to get more and 
better permanent customers 

Our timely awakening in recent 
years to the huge numbers of traffic 
fatalities and injuries has prompted 
many local and state governments 
to take measures to insure greater 
vehicle safety. Many states have en- 
acted compulsory vehicle inspection 
laws, while others are doing every- 
thing possible to promote various 
safety campaigns to make our car 
owners conscious of the great im- 
portance of maintaining their cars 
in safe operating condition 

All of which means greater dé 
mand for automotive service and 
that more car owner dollars will be 
spent each year to keep cars in good 
and safe operating conditions 

I could go on giving you many 
more facts and figures to prove to 
you further not only the greatness 
of the opportunity that our industry 
offers you today, but also the im- 
portant assurance that this oppor- 
tunity will keep growing, develop- 
ing and increasing from day to day 
and from year to year 

It is obvious, and I am sure you 
will readily admit, that our oppo 
tunity is here. The big question is 
the second part of our formula for 
success, namely: 

It must be obvious to all of you 
that merely renting a garage and 
putting out a shingle saying “Auto- 
mobile Repairs” does not constitute 
being ready to take full advantage 
of this tremendous opportunity that 
exists in the automotive 
business today and the even greater 
opportunity that is sure to develop 
tomorrow. 

I shall therefore address my re- 


service 
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Saks on Selling: 


"Please don't just say to your customer, ‘Your car needs a 
brake job, or motor tune-up job.’ Tell him what you will do to 
tune the engine, including such operations as testing the com- 
pression, checking the valves, cleaning or replacing the spark 
plugs or ignition points, the coil or the condenser, resetting the 
timing and all other operations that go into a motor tune-up job. 


"That's the only way that you can fully sell your customer 
that he is getting his money's worth when you tell him what the 
job is going to cost him. By such constructive selling you fully 
anticipate any idea on his part that he is being overcharged and 
you gain his confidence that you'll give him a good job." 


marks primarily to those of you who 
really desire to grow, develop and 
expand your business with the 
growth and development of the op- 
portunities in our industry and op- 
erate a really successful business, 
both today and tomorrow. 

So let’s review a few basic facts to 
determine what is really necessary 
to be ready in order to be successful. 

I say review advisedly because I 
don’t pretend to be a magician and 
give you some new startling or 
magic formulas. What I am going to 
point out are a few well-known and 
well-established principles of suc- 
cessful business operations. 

To begin with, a successful busi- 
ness must be a: 

1.—Well-managed business; 

2.—Must be based on constructive 

sales; and, 

Profitable sales. 
‘rom my own personal observa- 
tions in my many contacts with in- 
dependent repair shop operators, I 
venture to say that most of you 
have been so busy and occupied in 
being good mechanics and turning 
out good auto repair and mainte- 
nance work that you have almost 
completely neglected the importance 
of good management and the nec- 
essity of doing good constructive and 
profitable selling. 

Since selling is perhaps the most 
crucial and most important element 
in all business operations, let’s begin 
by examining sales methods. 

A successful business must be first 
of all a profitable business. 

A profitable business is not one 
that provides a sufficient day-to-day 
living for your work and efforts, but 
one that builds a sufficient surplus 
to provide for future growth and ex- 
pansion so that you have the means 
to build a bigger and more pro- 
fitable business for tomorrow and 


tomorrow 
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This can be accomplished only by 
profitable selling. 

This in turn can be accomplished 
only by establishing your hourly 
rates or job rates to cover every 
item of overhead and fixed charges 
that enter into the total cost of op- 
erating a well-managed and well- 
maintained service shop. 

To be more specific, your list of 
items entering into the cost of oper- 
ating your shop should include at 
least the following: 

Rent, light, heat, power, supplies, 
small tools, cleaning time, non-pro- 
ductive time, rework time, selling 
time, buying time, hiring and train- 
ing helper’s time, bookkeeping, bill- 
ing, collecting, reserve for bad ac- 
counts, pickup and delivery cost, 
advertising, subscriptions, donations, 
courses of instruction, sales meet- 
ings and clinic attendance to keep 
informed and up-to-date on how to 
service new cars and new gadgets 
on these new cars, adequate depre- 
ciation on your equipment and tools 
to make sure that they are depre- 
ciated fast enough to permit you to 
replace these tools and equipment 
with the latest and more efficient 
equipment and tools so your shop 
can be kept up-to-date. Adequate 
depreciation on your pickup cars 
and tow trucks. Depreciation on 
your office furniture and equipment 
Depreciation on customers’ reception 
room furnishings. Interest on loans 
or your own investment in the busi- 
ness. Adequate provision for general 
maintenance such as periodic paint- 
ing inside and outside and general 
repairs. 

And last, but not least, your own 
management time. 

The cost of all of these items and 
perhaps others I did not mention 
must be fully established on a 
monthly or weekly basis and divided 
into the usual number of productive 


} have every month or 
every week in order to definitely 
establish your productive hour cost 
of properly operating your shop 
Then add a profit to your hourly 
cost sufficient to provide growth and 


business 


hours you 


expansion capital for you 
for tomorrow and that should be the 
basis for establishing your hourly o1 
job rates. 

That’s profitable selling on a sound 
basis—not on guess work 

I also want to point out that you 
need not worry too much about be- 
ing out of line with your competi- 
tors’ rates, particularly the car 
dealers, because they also have all 
these cost items to consider and you 
may be sure that all these items are 
higher and heavier with them than 
your cost would show 


Another Source of Profit 


Another important source ol profit 
is on the sales of parts and acces- 
sories. Here you have a definitely 
established and assured liberal mar- 
gin of profit on every part you Iin- 
stall and on every 
sell, especially so if you buy them 
Your local 
jobber has these parts and acces- 


accessory you 
from your local jobber 


sories immediately available for you 
at a decent margin of profit on every 
item you buy without exception. He 
always has and always will protect 
your profit margins on every item 
you buy. He is your supplier and not 
your competitor. 

While we are on the subject of 
parts and accessory sales, two very 
important facts should be stressed: 

The first is: Please never lose 
sight of the fact that your local sales 
are always definitely limited to the 
clock and the number of mechanics 
in your shop. Each one of you can 
work only so many hours that you 
can sell, charge for and make a prof- 
it on. But the sales of parts and ac- 
cessories are unlimited if you will 
only take the time to sell them 
whenever there is a chance to sell 
any, and I assure you that there are 
plenty of chances if you will only 
look for them. This is a most impor- 
tant source of additional profit that 
you can develop and increase sub- 
stantially. 

The second fact that 
should be stressed is that the best 
and most effective way of increas- 


important 


ing your business with your present 
facilities is to operate your shop 
more efficiently so that service jobs 
get done quickly and properly and 
are gotten out of the shop fast to 
make room for other jobs and thus 
make it possible for you to service 
more cars and serve more customers 
(Continued on page 78) 
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We Inspect Elevators 
and Food. Why Not Cars? 


By EDWARD SCHEIDT 


Commissioner, North Carolina Department of Motor Vehicles 


Raleigh, N. C. 


VERY IMPORTANT need for improved traffic safety is 
legislation requiring the periodic inspection of mo- 
tor vehicles 
Although logic and reason amply justify such legis- 
lation, difficulty is encountered in securing its passage. 
Undoubtedly, opponents of such proposed legislation 
are sincere in their opposition. However, the reasons 
advanced by them for opposing it generally lack merit 
and validity. My own view is that periodic inspection 
of motor vehicles is one of the most misrepresented or 
misunderstood issues in the traffic safety area today. 
The most common misrepresentation made by op- 


ponents of periodic motor vehicle inspection is that 


“The” accidents are not due to mechanical defects but 
to some other cause. The proponents of legislation for 
vehicle inspection have never contended that all acci- 
dents or even that most accidents are caused by ve- 
1icle defects. The most they have claimed is that some 
accidents are caused by vehicle defects and that ve- 
hicle inspection is a part of a well-rounded safety pro- 
gram 

Statistics can be cited which reliably indicate that 
somewhere between 5% and 15% of injury and fatal 
accidents are due to vehicle defects. The total of such 
accidents is substantial, and since periodic inspection 
of motor vehicles would unquestionably cut down on 
this total, appreciable benefits would result 

Another discouraging thing about opposition to peri- 
odic motor vehicle inspection is its inconsistency. The 
same people who object to it readily accept the princi- 
ples of periodic inspection in other areas affecting their 
lives. It would never occur to them to object to the 
periodic inspection of elevators, trains or airplanes, or 
to the periodic inspection of food establishments, yet 
there is as much justification for the periodic inspec- 
tion of motor vehicles as there is for these other types 
of periodic inspection which are welcomed by the pub- 
lic 

The opponents of periodic inspection frequently offer 
as a substitute, proposals that law enforcement officers 
sive attention to vehicle defects in policing the high- 
ways. They ignore the fact that law enforcement of- 
ficers are already doing this and should continue to do 
so irrespective of whether or not a law is in effect re- 
quiring the periodic inspection of motor vehicles. It is 
perfectly obvious, however, that the type of inspection 
which can be made by a police officer on the open high- 
way under moving traffic conditions is at most a super- 
ficial one and can detect only the most glaring defects 
or, worse still, only detect the defect after an accident 
has occurred, 
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As a practical proposition police officers cannot, on 
any substantial scale, set up inspection lanes with the 
proper equipment, nor can they delay traffic unduly for 
the purpose of making road checks. Parenthetically, it 
might be observed that some of the individuals who 
propose enforcement activity as a substitute for peri- 
odic inspection would be the first to protest if they 
were themselves delayed on the highway while their 
vehicle was inspected by a police officer. 

We are told that “the people” are against vehicle in- 
spections and politicians have hesitated to support 
enabling legislation because of the supposed opposition 
of their constituents. Yet every poll which has been 
taken, and there have been many, shows more people 
for than against inspections. Regrettably those opposed 
tend to be more vociferous than those in favor and per- 
haps thereby create an illusion that the opposition is 
stronger than is actually the case 

The success of voluntary inspection programs in 
states where periodic inspection is not required by law 
further attests to the fact that there is considerable 
grass roots support for inspections. The large number 
of people who have participated and continue to partici- 
pate in Vehicle Safety Check Programs throughout the 
United States is proof that the notion that the public 

opposed to an inspection law is erroneous 

Another significant fact which emerges from the Vol- 
untary Safety Check Programs is that there is an 
alarming number of unsafe vehicles in operation today 
in states not requiring periodic inspection. Even under 
voluntary programs at least one out of five vehicles 
checked is found to have defects which might constitute 
a safety hazard. When we consider that many people 
whose cars are most in need of checking do not partici- 

(Continued on page 70) 


A NOTED AUTHORITY SPEAKS UP 


Edward Scheidt is one of the South’s leading 
authorities who has called repeatedly for peri- 
odic inspections of motor vehicles—currently 
required by only 14 states. He was special 
agent in charge of the Detroit office of the 
Federal Bureau of Investigation before ap- 
pointment to his present position seven years 
ago. He has addressed many national and 
state traffic bodies, seeking ever to eliminate 
the unsafe one of every five motor vehicles. 
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BODY SHOP OPERATIONS 

















DOOR HANDLE Vent window frame and vent win- 


RETAINING SCREWS dow 

Weatherstrip replacement 
Remove the trim panel and the 
upper retainer. Pull the water shield 

away from the access holes 
Remove the stop (Fig. 1) and the 
bracket retaining bolt 
Loosen the front 
bracket at the inner panel (Fig. 2) 
Lower the window completely and 
remove the belt line weatherstrips 
Pry the door glass front run out 


BELT LINE 
WEATHERSTRIP 


REMOTE CONTROL 
RETAINING SCREWS 


front run 


REMOTE run retaining 


CONTROL 





of the vent window division bar and 
remove the run 
Remove the vent window 


frame 





mounting screw from the belt line 





of the door 
After carefully 

door weatherstrip from the 

4 sa forward area of the door frame, re- 


ERNE ANB move the remaining frame mount- 
Viet's ing screws and the vent window and 


pulling away the 


ipper 





frame 

Remove the rain shield only for 
replacement. 

Remove the upper pivot 

a frame and remove the lower pivot 

REAR RUN spring assembly. Note the position 
RETAINING SCREW of the stop washer and the flat 
washers. 

Remove the weatherstrip 

Install the weatherstrip 

Install the pivot and the pivot 
spring assembly. Adjust the spring 
tension so that the vent glass will 
stay open when the car is driven at 
highway speeds. 

Install the rain shield, if previous- 
ly removed. 


from the 


REGULATOR 
RETAINING 
SCREWS 


GLASS STOP 
RETAINING 
SCREWS 


GLASS RUN 
RETAINING 
SCREW 


Fig. 1—Front door of the Falcon. 


Falcon Window Service 


By E. M. LOWERY 
Technical Editor 


Fig. 2—Door glass run removed. 


<— DOOR GLASS 
“* FRONT RUN 


GLASS 
LOWERED 


With the vent glass installed, low- 
er pivot spring tension may be ad- 
justed with a socket, extension and 
ratchet used through the access 
hole. Adjust so that the glass will 
stay open at highway speeds. 


N MANY ways service procedures 

for the compacts differ from those 
for their larger “brothers.” Since 
the shop’s traffic shows an increase 
in compacts, it is well to know 
“how,” because many improper ad- 
justments may result in damaged or The door frame mounting holes 
broken windows as well as_ those are elongated to provide a tight fit 
that do not raise or lower easily. for the vent window frame in the 

In servicing the Falcon windows, door frame. 


==> 
by 


let’s start with the vent window. 
The vent glass and/or the vent 
window frame may be adjusted in 


various ways as follows 
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The upper pivot mounting holes 
are slotted to help provide a weath- 
erproof fit of the glass frame with- 
in the vent window frame. 


RETAINING 
BRACKET 
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Install the vent window and frame 
in the door frame. 

After installing the belt line 
weatherstrips, install the front run 
and its bracket, adjusting the brack- 
et position to get correct door glass 
lateral position and snug fore-and- 
aft door glass fit 

Install the stop, adjusting it for 
proper door glass height at the belt 
line with the glass lowered. 

Install the water shield, the trim 
panel retainer and the trim pane! 

Front door window: 

Door glass adjustment: 

The trim panel must be removed 
to make any of the following ad- 
justments 

Fore-and-aft adjustment for snug 
glass fit within the runs may be 
made by using suitable shim stock 
between the front run and the vent 
window division bar. The front 
and/or the rear run may also be 
attaching 
replacement’ 


shimmed at the lower 
point(s). See 


for run removal procedure 


“glass 


Vertical adjustment is possible by 
means of the single stop (Fig. 1) 
When the glass is fully lowered, the 
upper edge should be even with the 
belt line 

Lateral 
movement of the glass within the 


adjustment for smooth 


runs can be made by moving the 
lower attaching points of the run 
(Fig. 1) 

Glass replacement 

Remove the trim panel and the 
trim panel upper retainer. Pull the 
water shield away from the access 
holes. 

After removing the stop (Fig. 1) 
lower the glass until the regulator 
arm roller is out of the glass chan- 
nel. 

Unsnap and remove the belt 
weatherstrips, loosen the front run 
attaching bolt at the mounting 
bracket and remove the bracket at- 
taching bolt from the inner panel 

Remove the front run from the 
division bar by pulling rearward 
on the edges of the run 

Remove the glass 

Install the channel. 

Simultaneously, position the glass 
and run in the door and install the 


DOOR GLASS 


BELT LINE 


RETAINING 
SCREWS 


DOOR GLASS 
RUN 


WEATHERSTRIPS 


REMOTE CONTROL 


Fig. 3 


belt weatherstrips 

Position the regulator arm rollé 
in the channel and finally position 
the run in the division bar 

Connect the run and bracket, mak- 
ing necessary lateral adjustment 

Install the stop, making necessary 
adjustment. 

Install the watershield, the trim 


panel upper retainer and the trim 


panel. 

Rear door windows: 

Door glass adjustment 

The trim panel must be removed 
to make any of the following adjust- 
ments 

Fore-and-aft adjustment for snug 
glass fit within the runs may be 
made by using suitable shim stock 


Fig. 4—Rear door lock and remote control. 


PUSH BUTTON ROD 


LOCKING REMOTE CONTROL LINK 





REMOTE 


BELLCRANK CONTROL 


DOOR OPENING 


REMOTE CONTROL LINK 
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Rear door 


REAR RUN 
LOCK NUT 


of the Falcon. 


between the front 
frame 

Vertical adjustment is possible by 
means of the single stop (Fig. 3) 
When the glass is fully lowered, the 
upper edge should be even with the 
belt line. 

Lateral adjustment for 
movement of the glass within the 
runs can be 


smooth 


made by moving the 
lower attaching points of the runs 
(Fig. 3) 

Glass replacement 

Remove the trim panel and the 
trim panel upper retainer. Pull the 
water shield away from the access 
holes. 

Remove the window regulator and 
the stop and lower the window to 
the bottom of the door 

Remove the belt 
and remove the rear run adjusting 
nut (Fig. 3). Disconnect the remote 
control anti-rattle clip (Fig. 4). 

Pull down the rear run enough to 
clear the door frame and then re- 
move it by pulling it forward and 
out of the division bar 

Tilt the rear edge of the glass to 
the bottom of the door and then 


weatherstrips 


remove the glass 
Transfer the channel or the glass 
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“I'm sorry, sir. We did all we could.” 


Simultaneously position the glass 
and the run in-the door and install 
the belt weatherstrips. 

Finally position the run, press it 
into the division bar and install the 
run adjustment nut finger-tight. 

Install the regulator and the stop, 
adjusting the stop as required. 

Connect the anti-rattle clip and 
make any necessary lateral adjust- 
ment in the runs. Tighten the ad- 
justment nuts, 

Install the water shield, the trim 
panel upper retainer and the trim 
panel 

Stationary glass or 
replacement: 

Remove the rear run adjustment 
stud lock nut, pry the run from the 
division bar and remove the run 
(Fig. 3). 

Carefully pull 


remove the 


weatherstrip 


the door 
window 


aside 


weatherstrip, 


Fig. 5—Moulding joint cover removal. 


TAPE MOULDING JOINT COVER 


ze 


frame retaining screws (Fig. 3) and 
remove the window frame 
Disassemble the window 
and install the giass, applying seal- 
er between the glass and the weath- 


frame 


erstrip. 

Install the glass frame in the door 
and cement the door weatherstrip 
in place 

Install the run, 
necessary 

Quarter window 

Adjustment 

Fore-and-aft adjustment is made 
at the rear run. Make this adjust- 
ment for a snug fit of the glass with- 


adjusting it as 


in the runs 

Glass replacement: 

Remove the rear seat cushion and 
back. 

Remove the 
trim panel upper retainer. Pull wate1 


trim panel and the 


shield away from access hole 


Fig. €—Windshield top moulding. 


MOULDING RETAINING SCREW 


Remove the lower and front gar- 
nish mouldings. 

Remove the rear run. 

Lower the window until the regu- 
lator rollers are accessible and dis- 
connect the front roller from the 
channel 

Lower and tilt the glass and re- 
move it 

Transfer the channel 

Position the glass in the quarte: 
panel and connect the front rollers 

Install the rear run, adjusting it 
as necessary. 

Install the garnish mouldings, the 
water shield, the trim panel upper 
retainer and the trim panel 

Install the seat cushion and back 

Windshield and back window 

Windshield 


replacement 


and/or weatherstrip 


Remove the windshield wipe: 
arms and blades 

Tape the roof panel at the upper: 
corners to prevent scratching and 
remove the moulding joint covers 
(Fig. 5). The covers are retained by 
a snap fit 

Remove the top moulding retain- 
ing screws (Fig. 6) 

Remove the side garnish mould- 


1 


ings and the rear view mirro! 


Push outward along the edges of 


the windshield and remove _ the 
windshield (with the 


and the outside mouldings) 


weatherstrip 


Remove the outside mouldings and 
then remove the weatherstrip from 
the glass 

Clean the glass or the weathe 
] 


strip and the opening lange 


Position the weatherstrip on the 
then 


mouldings in the weatherstrip 


glass and install the outside 
Insert the draw cord in the weath- 
7), and apply the ap- 
lubricant to the 


erstrip (Fig 
propriate rubbe1 
weatherstrip surfaces that will con- 
tact the windshield opening flange 

Apply a bead of sealer to the 
windshield opening flange (Fig. 8) 


Fig. 7—Draw cord installation. 


DRAW CORD 
WEATHERSTRIP 





BELT MOULDING 
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DRAW CORD 





assembly 


to 


the 
using 


Install windshield 
(Fig. 9), the 
pull the weatherstrip over the flang« 
and then use a caulking gun to ap- 
ply sealer between the glass and th: 


draw cord 


weatherstrip 
Install the 
the garnish mouldings 
Install the moulding 
and the moulding joint screws 


rear view mirror and 


screws 


Re 


top 


move the tape 
Check leaks 
wiper arms and blades 
Clean the glass and mouldings 


and install the 


ro. 


Back window glass and/or weath- 
erstrip replacement 
After the 
joint the 
moulding retaining screws (Fig. 10) 
Push out the back window, in- 
cluding the weatherstrip the 
outside mouldings 
After the 
from the weatherstrip, remove the 
weatherstrip from the glass 
Clean the glass or the 
strip. Clean the back window open- 


removing moulding 


covers, remove outside 


and 


removing mouldings 


weather- 


Fig. 10—Rear window outside moulding 
screw. 


lated oil between th 
the camshaft and the 
plug 


Improper drilling 


Position the weathe: the 


ass and install the outer mouldings 


1 the weatherstrip rear camshaft bearing 


Install a draw 


weath- sion of the oil holes in the 1 


lubri- 


Surlaces 


cord in the 
the 
weatherstrip 


the 


erstrip and apply propel 


to tne 
that will contact 


cant 
back W indow 
opening flange 


Install the 
the draw cord to pull the 


Cap Shaft 
Oil Relief Hole 


back window, using 


weather- 


strip over the flange, and then use 


gun to apply sealer be- 


the 


caulking 


tween the glass and weather- 


strip 


moulding re- 


the 


Install the outside 


taining screws and moulding 


joint covers 


Check leaks 


the glass and mouldings 


for and then clean 


Cam Shaft O11 Hole 
Valiant Offers Help 
On Camshaft Leak 

Top: Fig. 1. 
Above: Fig. 2. 


V ALIANT has issued the following 


service bulletin 


Leakage or repeated failure ol! 


camshaft core 


plug may be 
of the 
Ab- 
noise may also oc- 


drill- 


esult 


+} 


caused by improper drilling shaft bearing will 


“ar camshaft bearing journal ficient lubricant to the 


valve train 


Fig. 2 


camshaft 


normal wear o1 
cur from improper camshaft shows correct di 
ing rear bearing 


Fig. 1 
shaft 


indicates the cor 
ling for relief of the overhead valve t 


to provide adequate lubrica 


Left: Fig. 8—Sealer application. Above: Fig. $—Windshield application. 


insul- 


verhead 


illing 
jou 


tion 





August: Aligning the Hoods 


Hood alignment, including adjustments of the hood 
lock and hinges of the 1960 Chevrolet, Ford and Ply- 
mouth, will be Ed Lowery’s topic here for next month. 








RETAINING SCREW 
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1960 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 


ENGINE FLUID CAPACITIES WHEEL ALIGNMENT 








MAKE AND 
MODEL 
Caster Camber 
(Degrees) (Degrees) 


pression Ratio 


(Au.) ( Pts.) 


Fuel Tank 
(No Heater) 


(Gals.) 
Cooling System 
(Qts.) 


Crankcase Cap, 
(Qts.) 
Transmission 


No. Cylinders and 
Valve Arrangement} 
Standard Com- 


Taxable H. P. 


| 
{ 
! 
| 
| 


eeleateell 


4.125x3.4 54.45 250@4400 384@2400 
4.1875x3.64 56.11 |325@4400 445@2800 
4.1875x3.64 56.11 325@4400 445@2800 401 10.25-1 


| 


0625 to .1562 
.0625 to .1562 
0625 to .1562 


BUICK Le Sabre... 
BUICK Invicta 
BUICK Electra.... 


CADILLAC 62 Sedan, 62 Coupe, 62 

Coupe de Ville, 62 Sedan de Ville : 

and 60 Fleetwood d 1 ; 3. 875 325@4800 430@3100 390 10.5-1 > 14 3 Oto +% 
CADILLAC 62 Eldorado, Seville, ; 

Biarritz and 75 Fle Fleetwood. ’ . 325@4800 435@3400 390 10.5-1 5 819 —16 to —1'4 Oto +3 
CHEVROLET 6 = 3 59.: 3.56x3 3 135@4000 217@2400 : +30 to +30’ 
CHEVROLET 8 (283 cu. in. Be cea 3 59. BI 3.875x3 170@4200 275@2200 : 5- 4 ! +30 to +30’ 
CHEVROLET 8 (348 cu. in.) ¢ 3 59.3 25x3.25 § 250@4400 355@2800 345 9.5- 1/23 +30 to +W’ 
CHEVROLET Corvette { { 875x3 230@4800 300@3000 5. f t Oto +4 
CHEVROLET Corvair. f A 3.375x! 80@4400 125@2400 9 11 5164 gto +'4 
CHRYSLER Windsor ° 2 f , S it 325@4600 425@2800 
CHRYSLER Saratoga ; 26 f 3.78 f 32. 425@ 2800 
CHRYSLER.New Yorker. ‘ 61.2 3.75 5: 3 470@2800 
CHRYSLER 300-F 26 2 6 3.75 5i 375@5000 495@2800 413 10.1-1 
CHRYSLER Imperial Custom, 

Crown and Le Baron 2 .8 62.2 V 3.75 '§ 350@4600 470@2s00 413 10-1 


NN 


4A<s< 
00 G0 on 
honor 
) ae 
—o 


| sus 


| 
| 
| 
| 





8 


0 to 'at'9 


- 


COMET § f il 3.5 : 90@4200 138@2000 144.3 87-1 
0 to +45" 


RB 
B 


CONTINENTAL... ; 3 ; "$1 4.3x3.7 59.7 |315@4100 465@2200 430 10-1 


~ 


DE SOTO Fireflite ‘ 59.7, V 2x3.38 53.5 295@4600 390@ 2400 361 
DE SOTO Adventurer. 4 59 25x3.3 § 305@4600 410@2400 383 
3.4x4 125 145@4000 215@2800 ; B 
3.91x3.31 ( 230@4400 340@2400 5 ¢ d B 
3.91x3.31 54.: 255@4400 345@2800* 318 { B 
4.12x3.38 7 310@4800 435@2800 341 y 2 B 


>i rerlirn! — 
~ io 


t> 
> 


DODGE | Dart 6 
DODGE Dart 8 
DODGE 8 

DODGE D-500 


EDSEL 6 
EDSEL 8 
FORD Fairlane 6 

FORD Fairlane 8 500 - 
FORD 8 Galaxie and Special Series 
FORD Falcon 

FORD Thunderbird Hardtop 

FORD Thunderbird Convertible 


LINCOLN... 


MERCURY Monterey 2 
MERCURY Park Lane and Montclair. 126. 60 


OLOSMOBILE. Dynamic 88 - 123 61 
OLOSMOBILE Super 88... ae la 
OLDSMOBILE 98... ‘ ; 126 «66 
PLYMOUTH 6 Savoy, | Belvedere and 
ury.... eat . 118 60. § 3.4x4.125 27 145@4000 215@2800 
on 8 Savoy, Belvedere and 
118 60 } Ji 3.91x3.31 Rg 230@4400 340@2480 


PLYMOUTH Golden Commando ng 60.9 4.12x3.38 54.3 305@4800 395@3000 341 5 0 1 C 


| $Sss| 


3.62x3.6 31.54 145@4000 |206@2000 223 | 8.4 9 thie +16, 625 to .125 
175x3.35 45¢ 185@42004 202@2200+ 202 2 +14 to +184 625 to 125 


2 
> 


3.62x3.6 3 145@4000 206@ 2: . : 2 : t +114 625 to. 12, 
3.75x3.3 185@4200 | 292 2 ; § |-4 2 +1'4 625 to .12 
4x3.5 235@4400* 35 2 3! § 2 +14 625 to .12 
3.5x2.5 ¢ 90@4200 138@2 3 f 3" 2 —%w +4 
4.00x3.50 51.20 300@4600 '350@4600 9 6- §i% ‘ ; ; 14 to 1'¢ 
4.30x3.70 59.17 |381@2800 490@2800 5 7 y f D 4 to 1'6 


S3FSSS/s 


43x3.7 59.7 |315@4100. 405@2200 1) 5 22 2 90’ 0 to +45" 


| =| 


| 


3.8x3.34 46.21 |205@4000 328@2100 91/5 20 20) 20 0 to +45° 
4.3x3)7 59.17 310@4100 460@2200 20 20 | : 0 to +45” 


4x3.688 51 240@4400 |375@2400 
4.125x3.688 54 315@4600 |435@2800 
4. 1 253. 688 54 315@4400 |435@2800 


>i1oe> 
=-|Sss 


Qn 


PONTIAC Catalina a and Ventura 122 64 $.06x3.75 5 215@3600 3990@20% 5 8.8) 223) 2 I'g to +'4 t's 0 to .125 
PONTIAC Star Chief and Bonneville 2 64 i 4.06x3.75 52 281@4400 407@2800 38: 5 5 16.5 23 | 21% -1'6to +'4 t t'6 0 to .125 
RAMBLER American peed 54.62 5: o id 25 23 90@3800 150@1600 5 R ‘ 2 t'4 ato % 
RAMBLER 6 wnt 3) «7.75 58 2 5 23 127@4200 180@1609 19: ' : : 3 t 1% to % 
RAMBLER Rebei 8 - ‘ 3 58 : 3.5x3.28 200@4900 245@2500 : d 4g to % 
RAMBLER Ambassador. . 57.75 59.13) Vi 2 51.2 (250@4700 340@2600 3 . ; 2 ; % 

STUDEBAKER La Lark 6 ss <3 8.5 57.37 ; 216  90@4000 145@2000 149 6 8.5-1 é 1 - —2! 4 ta % 
STUDEBAKER Lark 8 oud § ; 40 6 180@4500 195@4500 259.2 88-1 5 \%to% 
STUDEBAKER | Hawk Coupe ; 20.5 |! ; 3 56x 3 62 40.6 (210@4500 300@2s800 289 88-1 5 3 17 - - 2 ‘gto % 
VALIANT. wines “ae ar 5 56 55.5 6 3.4x3.125 27.74 101@4400 155@2100 170 = 8.6-1 


ABBREVIATIONS 


«—4-barrel. D—Left +-34, right +. J —Also 352. 

A—Horizontally opposed, E—+%%+'¢ (left); 44 preferred. *—Also 9.6-1 

*—Also 4x3.5. +4 +'4 (right); 4% preferred. + —Also 300@ 4600, 

B—Left +%, right +. F—3y to 59; 4% oreferred. *—Also 331@ 2800. 

¢—Also 51.2. G --Powarglide 21 pints | —Valve-in-nead. 

C—Power Steering +34 +'5. Turboglide 19 pints. i—Aiso 9.6-1 
Manual —34 +!5 4—Also 300@ 4600. L—t-head, 

¢—Also 381@ 2800 
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...act as if they want 
our business” 


says W. D. HAMMOCK, Ford dealer, 
Millington, Tennessee 


\ finance connection that can help servicemen solve 
their special credit and insurance problems can handle 
any selling situation! CommerciaL Crepitr has always 
given us this kind of assistance—and it’s especially 
important because 60% of our sales are to armed forces 
personnel. Their flexibility, fast service and lineup of 
offices across the country have helped us make sales 
that otherwise would have been lost. The people at 
COMMERCIAL CREDIT act as if they want our business, 
and this makes our salesmen feel very close to their 
plan. As an extra inducement, we pay a special bonus 


to salesmen for deals that include our House Plan.” 





Commercial Credit dealers 


are successful dealers 





Write or call the nearest COMMERCIAL CREDIT CORPORATION 
office for complete information on the benefits of CoMMERCIAI 





Crepit PLan. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . Capital 
and Surplus over $240,000,000 offices in principal 
cities of the United States and Canada 





1960 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 


o 
S 


ELECTRICAL TUNE-UP FUEL SYSTEM 


| 


0 


MAKE AND 
MODEL 


Degrees 
intake (.0 
Exhaust 


(ibe. 
Tappet Clearance 


Spring Tension 
Tappet Clearance 


(ozs.) 
Max. Centrif 


(Degrees) 
(Degrees 


Timing 

Cap. & Ter. Gri 
Carb. Mfgr. 
Fuel Pressure 


Gap (.0 
Timing Mark 
Location 
Spark Plug 
Gap (.0 
Spark Advance 
Spark Advance 
Max, Vac. 
(Degrees 


Contact Arm 
Ignition 


Breaker 
Cam Angle 


26@3750 
22@3800 


“<< 


BUICK Le Sabre 
BUICK Invicta and Electra 
CADILLAC (All Models ' , 16@2000 2@16" 5%-6 
CHEVROLET 6 ; 2 38 3 5bte 33 38 ; 28@3500 3 16bte 
CHEVROLET 8 (283-cu. in. ‘ 26-3 ; 4bte 33-3 28@3750 § 5.! 5 5\- t 12.5bte 
CHEVROLET 8 (348 cu. in. ; 3 bte 33-3 24@4600 5@15 5 SIN 54-6! t r 18.5bte 
CHEVROLET Corvette { 33 ; . 33-3 28@3700 5@15 53N 5 j 12.5bte 
CHEVROLET Corvair 33 9-23 bte ’ 3 32@3600 t At 15bte 
CHRYSLER Windsor ’ > | 97-3: 5 3 | 21@4600 2@15" "4-5 | Au| Au | I8bte 
CHRYSLER Saratoga and New Yorker ¢ 27-32 85 21@4600 : . ( { : 15bte 
CHRYSLER 300-F 14-1 34-4 7 1 229@ 18) 21@14 5” ‘5 : / 20bte 
CHRYSLER Imperial ¢ 27-32 ) 35 21@4600 22@15” 5 t f 15bte 
I 28@5.35” 


COMET 

CONTINENTAL.......... 15 285 17-20  Gbte 0@ 4000 22@15" 22bte 

DE SOTO Fireflite ] - 27-3 17 21.5 108 t s 5 18@ 4400 22@ 15” j BB i. 5 t Au 15bte 

DE SOTO Adventurer 7-32 7-21.5 10bte CsI 5 18@4400 22@15” BB-Ca 5 us Ste 
PRE “17-21.5, 2.5 D 35 25@400 2% 5@127— BBCa 6-1 tde 


15bt 


=» 


DODGE Dart 6 7-23 36-4! 1.5 2 Sbte 

‘ 3 7-2 , 35 18@4400 22@15" a 7 17bte 
° 3 24@4300 : 5 Ca-Ho 6-7 j At 15bte 
DODGE D-500 22@4800 214@ §” Ca-Ho At At 20bte 
EDSEL 6 26 35-38 1 xX VD 32-36 16@2400 , 2 Ho ‘ 17bte 
EDSEL 8 5 26-28. : 2 ) 32-36 29@ 4000 4 D 5! 12bte* 
FORD Fairlane 6 iz 35-3 3 ; 55N Ho { { 17bte 
FORD Fairlane 8 500 5 28.: 7-{ 32-3 22@4400 22@19” 5N D 5' 4 12bte 
FORD Galaxie and Special Series 5 , 2 - 32-36 24@4400 a BSN D At 22bte4 
FORD Fatcon 24-26 5-3 7-2 ; 32-36 I Ho 5 
FORD Thunderbird Hardtop 7-2 \ 32-36 29@ 4000 22@15" D 
FORD Thunderbird Convertible 6 5 7-2 l 32-36 29@ 4000 5 
LINCOLN 30@4000 
MERCURY Monterey 5 5 7-2 shee 3 22@ 4000 
MERCURY Park Lane and Montclair 5 7-2 t 0@ 4000 22@15” 
OLOSMOBILE Dynamic 88 1 : 9-23 rte 0 > 
OLDSMOBILE Super 88 16 23-3 9-23 5bte \ 3 24@4400 23 
OLDOSMOBILE 98 1 3 9-23 5 \ 26@ 4400 23 


PLYMOUTH 6 Savoy, Belvedere anu 
(-23 36 q-2 2 Sbt > 5 25@ 4400 20 5@12” 


2h@ 4400 23. 5@21” 
3 5@21” t 5-f 
} 5@21” 5-6 j l4bte 


dtc 


17bte 
24bt 


Fury 1 
PLYMOUTH 8 Savoy, Belvedere and 

97-32 7-215 Shite I 5 25@ 4600 29 5@17” 

CsP 5 20@ 4600 29 5@17” 


Fury 
PLYMOUTH Golden Commando 
PONTIAC Catalina and Ventura 16 +2 19-2 6I I 20@ 360 20@ 15” : : } l4bte 
PONTIAC Star Chief and Bonneville 16 +2 } t P 3 20@ 20K 20@ 17” 5! " i 30bt 
RAMBLER American ( 8-35 17-2 t ) 5 12@2100 11@16 5 10bte 
RAMBLER 6 ! »S- 35 17-2 5 ) 5 12@2100 10@16 5” 9-5'y 12bt 
RAMBLER Rebel 8 17 2 17-20 t 1S@ 190 10@15 19-5! 5 12 ‘ 12! gbte 
RAMBLER Ambassador 1 8-32 17-2 Shit VD 5 1S@ 2000 12@14” 9-5! y 12 1 12! obtc 
STUDEBAKER Lark 6 2 7-2 2bt VD 28-33 14@ 2800 18@12” ; 3 4-5ly I 15het 
STUDEBAKER Lark 8 l 3 »2 t ) } 24@ 2301 16@12” . ily 23-25 23-25 1tbt 
STUDEBAKER Hawk Coupe 18 3 19-2 t ) . °4@240 16@12 2-5 4 5 23-25 I1bt 
27@"s 25@14.5 Sbt 


VALIANT 


ABBREVIATIONS 


Carter Holley 


6—35 btc with turbine-type trans 
Au—Automatic Crankshaft pulley Negative 
Rochester Products. 


Q engine 7.5°btc 4-barrel, 26°bt 
BB—Bal. and Bal Ford or Holley Stromberg 
btc—before top center. indicator scale on front cover top dead center. 
¢—26°btc on 352-cu.-in. Non- centrifug Vibration damper 
C—2°btde manual, 6°btde automatic FW —Flywheel 4°btc manual, 6°btc automatic 
3°bte manual ,6°btc automatic 
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Chevy works to win new customers by keeping those it already has 


A satisfied Chevy owner is the best 
a Chevrolet dealer has for a 
new car. That’s why Chevrolet carries 
on programs to maintain owner loyalty 
and make repeat easier for the 
dealer. The conduct of Owner Meetings, 
part of Chevrolet’s new Department of 
Owner Relations, is another step being 
taken to help make certain that every 
customer is a satisfied one. 

During the informal Owner Meetings, 
held in cities all the country, 


prospect 


sales 


across 


Al this meeting in Cincinnati, Ohio, 

the owners talk over Chevrolet with 

W. H. VeGuire, ee Assistant Man- 
f the Owner Relations De pt. 
yneners, selected at random, are 


! of the more than 1 7,000,000 


’ 
poner: throughout the country. 


~~ 
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Chevrolet owners are encouraged 
to air any and all favorable or un- 
favorable comments about Chev- 
rolet and to tell what they want in 
their next Chevrolet. These com- 
might take the form of 
praise or constructive criticism of 
their dealer or factory in addition 


ments 


to suggestions or 
product and operations. 
Relations Department representa- 


questions on 
Owner 


tives take note of the remarks and 


Poa ob 


pass them on to the various Chevrolet 
departments which might benefit from 
them in their future programming. 
Knowing that responsibility to owners 
begins at the time of purchase and con 
tinues as long as the car is in use, the 
Department of Owner 
keeping Chevy owners happy 
the future 


cars, and 


Relations is busy 
paving 
way for sales of Chevrolet 
trucks parts. 


of Gener 


Vichiga 


Chevrolet Divisior 


Motors, Detroit 2, 


Chevrolet dealers are No. 1 with customers because customers are No. 1 with Chevrolet dealers 


Want more facts? Use Reader Service Card Page 97 55 





Readers are invited to contribute to— SHOP TALK | 





ED SCHEIDT KNOWS SAFETY 
—AND CROOKS! 


The commissioner of North Caro- 
lina’s Department of Motor Vehicles 
knows a whale of a lot about 
safety—and crooks. Here is just a 
smattering of the background of the 


page 47: 

Edward Scheidt, 57, is an adopted 
North Carolinian who rose to a top 
administrative post with the Federal 
Bureau of Investigation prior to his 
appointment on June 15, 1953, as 
commissioner of the North Carolina 
Department of Motor Vehicles. 


author of the article appearing on Scheidt was born in St. Paul, 





. 
? ee 


13 
Wwe \S “is 4 
} anal 


“a 
"§ gs 


Stant Cap = 
Victory Loney“ d d S , C 4 
” Standard Stant Lap ». 


\ 


\ 


/ * 
/ on winner at Speedway ‘4 
/ 
/ In the fastest field in the 44-year history of the 
world’s most grueling driving . . . the Indianapolis 
Memorial Day 500-mile race... the cars of 
Favorite and Winner Jim Rathmann and 31 
other entrants were equipped with standard Stant 
Radiator Pressure Caps . . . just like those on 
your shelves. Equivalent to 50,000 miles —_ 
of ordinary driving, this is sensa- Wess ~~ 
tional new proof of the stamina Stant Nes, 
design and high standards always pa 


assure you! 


\ 


% STANT MANUFACTURING Co., INC. 
\ Connersville, Indiana 


he. Standard of the industry and 
Soe equipment for a generation ¢ 
~ aie 
— a _—a a - 
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A column of informal 

comments about the 

automotive trade and 
its problems. 





spent his early 
boyhood. The family later moved to 
Winston-Salem, where he attended 
public schools and earned athletic 
football. 


Minn., where he 


letters in baseball and 
basketball 

In 1926 he was awarded an A.B 
degree from the Univ ty of North 
Carolina and an LL.B. in 1931, the 
same year he was admitted to the 
North Carolina Bai 

Scheidt also began his 21l-yeai 
with the F.BI. in 1931. He 


> 


January 30, 1953. His last 


careel 
retired 
post was special agent in charge of 
the Detroit office. At othe: 
during his career he had _ been 
S.A.C. of the New York office (six 
years) and the Charlotte office (nine 
years ) 

During 1936-37 
granted a leave of absence from the 
F.B.I. to conduct special studies in 
law enforcement for the Institute of 
Government in Chapel Hill. For 
nine months there he assisted in the 
professional training of law enforce- 
ment officers and in the preparation 
of police training manuals 

As a federal officer he 
prominently in the capture of Bill 
Payne and Wash Turner, notorious 
bank robbers and killers of the ’30’s 
The pair was later executed for the 
ambush slaying of a North Carolina 
state highway patrolman near Ashe- 
ville. 

While in charge of the New York 
F.B.I. office, Scheidt directed and 


times 


Scheidt was 


figured 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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So 

What's 
Different 
About 
Gould 
Batteries? 


2 AG 
bbc: Nation 
¢ . 
® “ 


BATTERIES. INC 


Two things are different, Mister - performance 
and profit. The now famous Silver-Cobalt 
construction gives more muscle where it’s most 
needed —- for starting. Sealed-Charge offers 3004, 
greater resistance to overcharge, a battery's 
greatest enemy, plus amazing shelf life. And 
profits— your Gould distributor can show you how 
to really make money on batteries. See him, 
or write us. Making profits for you is our business 


GOULD-NATIONAL Batteries, Inc. 


ST. PAUL 1, MINNESOTA 


FACTORY FILLED e@ FACTORY SEALED . FACTORY FRESH PERFORMANCE 


SOUTHERN AUTOMOTIVE JOURNAL for July 1960 Want more facts? Use Reader Service Card Page 97 57 





participated in the ar- 
rests of Judith Coplon, Valentin 
Gubichev, Eugene Dennis, William 
Z. Foster and other top communist 


pel sonally 


leaders 

As motor vehicles commissioner, 
Scheidt directs and coordinates the 
activities of 11 divisions of the 
agency, including the 607-man high- 
way patrol. 

His other professional qualifica- 
tions include the following affilia- 
tion and memberships: 

International Association of Chiefs 
of Police for 19 years; member, 


traffic committee of IACP; past 
president, Association of State and 
Provincial Safety Coordinators; 
chairman of Committee on Enforce- 
ment and Safety, American Associ- 
ation of Motor Vehicle Administra- 
tors; president, Region 11, AAMVA; 
chairman, official division, Gover- 
nor’s Traffic Safety Council; chair- 
man, National Committee on Uni- 
form Traffic Laws and Ordinances 

He has addressed a number of 
automotive conventions, always ham- 
mering home the importance of in- 
specting motor vehicles. 





Get in the Tire Repair Business with 


With This NEW DELLIMOBILE 





But you 


AIRING AIR CONDITIONING 


Little Rock, Ark. 
Gentlemen 

I certainly did appreciate the ar- 
ticle by E. M. Lowery in the May 
issue on “Servicing Air Condition- 
ing.” It was a very needed one and 
was written in an easily understood 
way. 

If reprints are available, I would 
like to have some for distribution 
to customers 

W. P. Hutton, 
Secretary, 
Voss-Hutton-Barbee Co 


BRAND-NEW ANTIQUE 


In the year 2007 some lucky per- 
son is going to fall heir to a brand- 
new, 50-year-old automobile that 
has never been driven a mile 

The car, a 1957 Plymouth hardtop, 
was encased in a time capsule three 
years ago and buried beneath the 
lawn of the county courthouse in 
Tulsa, Okla., in celebration of the 
50th anniversary of Oklahoma’s 
statehood It will 
ground for 50 years 

When dug up, the classic will be 


presented to the person, or his heirs, 


remail inder- 


who in 1957 placed in the time cap- 
sule the best guess as to the popula- 
tion of Tulsa in the year 2007 

The Plymouth was chosen as best 
exemplifying “an advanced product 
of American industrial ingenuity 
with the kind of lasting appeal that 
will still be in style 50 years from 


now,” according to Chrysler Corp 


HIS SHOP IN PRINT 
Mempl Tenn 

Gentlemen 
Thank you very much for the ex- 
cellent write-up you gave shop 
entitled, ‘Memphis’ Air-Conditioned 
Garage,” in the May issue of SouTH- 
ERN AUTOMOTIVE JOURNAL. It was 
vell written and very detailed. I 


appreciated it very much 
Howarp WALLs, 
Owner, 
Walls’ Automotive Parts 


r with the new The new Dillmobile No. 6669. A 


your finger 


complete, self-contained tire + 
yr tube pair center, dealer priced at 
» makes it $99.95 ncluding preader 


Masonite top $3.50 extra 








COFFEE BROKE? 


Here are some interesting facts 
concerning The Coffee Break, passed 
on by the lively and efficient execu- 
Greater 








tive vice president of the 


The DILL Manufacturing Company St. Louis Automotive Association, 
700 € B2na Street + Cievetand 3, Onio ‘ . 
Ed Hayward: 


Ten minutes, morning and after- 





noon, is 20 minutes a day, or 100 
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Cwow! $142,000 WORTH OF MERCHANDISE. 
| | YES—AND NOTHING TO BUY ) J 
HEY, JOE! PUROLATOR'S RUNNING || | OR SELL—IT'S EASY! LET'S il 


ANOTHER BIG GIVEAWAY... \ WIN SOMETHING ! 
_ OVER 2400 PRIZES! 


























ALL WE GOTTA DO IS PUTA ae Q00/4\ND FILL OUT THE PUROLATOR 

PUROLATOR “SEAL OF PROTECTION” PRIZARAMA ENTRY THAT PEELS OFF 
STICKER ON EACH CAR THAT THE BACK OF EACH STICKER.” 

DRIVES IN... 


%o,\ | | ; pt GET RULES AND 
iS Ss ; DETAILS FROM YOUR 


yy de PUROLATOR SUPPLIER 
7 














THERE'S NO LIMIT TO ENTRIES... | MAN, WOULD I LIKE 
AND ONLY US GUYS WHO WORK TO WIN A TRIP 


IN SERVICE STATIONS, GARAGES 


\ 





OR ONE OF THOSE 
a) SWIMMING re \ 
POOLS ORA GAL” ® 











& Fly sg jem 


LARKSEDAN <\X\ , 


‘i AQ ah, 
> Lei / ETC.,ETC., ) . 4 
=| Pn // \ ete, ETC. fh Vi 
Nene Ss € S /; Jr || ~\ 


BE SURE YOU ENTER—START SENDING ENTRIES NOW! 














« 
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minutes a week, or 5,200 minutes a 
year, or 86 hours and 40 minutes, 
or the equivalent of two weeks, six 
hours vacation with pay, which is 
more than the standard two weeks 
vacation with pay. (Measured in 
money, this could amount to a siza- 
ble sum!) 

Because many dealers are too 
easygoing, the break runs closer to 
15 minutes morning and afternoon, 
or 30 minutes a day, or 150 minutes 
a week, or 7,800 minutes a year, or 
130 hours a year, or three weeks, 
ten hours vacation with pay. 


(By the way, Ed, you could have 
also figured out that a dealership 
with 1713 employes, each taking 15- 
minute coffee breaks twice a day, 
would have to cope with the equiv- 
alent of one employe on vacation 
all the time! At least, that’s the way 
we figure it.) 


PLANTING VIA CANOES 
While some areas of the South 


suffered recently from drought, T 
A. “Ted” Berchtold of Chrysler 





with TH 


Don CREAM H 


Shop 
Nurse 
says 


“With 
Sriginal 
BLACK 
MAGIC 
there are 
NO fumes 
NO odor 
NO itch 
and 90% 
less 

dust! 





Eh sample. To got it yee 
tment inclede your jobbers 
nome ond eddren Send fe it tedey! 





CAN YOU ANSWER “YES” To THESE 
7 SIMPLE QUESTIONS? 


. Does the plastic you're using apply easy and smooth, and save lots ( ) ) No 


of time in applying? 


. Can you pick up low spots in 2 hours after applying? ( 


. Does it sand and hand file easy without gumming? 


. Will it last the life of the car? 


. Is it free of nauseating and itch-creating fumes? 


2 
3 
a 
5. Will it flex with the metal, and not crack, or 
6 
7 


. It it practically dust-free? 


( No 
( No 
( No 
( No 
{( ) No 
( 


( 
( 
fish-eye''? ( 
( 
( ) No 


) 


If your answer wasn't "Yes'' to each and every question, it's because you're not using 
BLACK MAGIC with its Original Non-Toxic Cream Hardener. Try BLACK MAGIC now at 
our expense—see how it keeps your shop free from fumes, nausea, and dust storms. Try it— 


and you'll buy it. See FREE offer above. 


SWISS LABORATORY, INC. 
Cleveland 14, Ohio 


AMERICA’S LARGEST INDEPENDENT MANUFACTURER OF BODY AND WIRE SOLDERS 
SWISS REPRESENTATIVES 





Full-Time Jobbers Representative Cover- 
ing the South from Our Cleveland fac- 
tory. 
“PAT” SINEATH (Expert Bodyman) 











SOUTHWESTERN REPRESENTATIVES 


Ralph L. Jeffress Co. 
2023 Lucas Drive. Dallas Tel: LA 6-8567 
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John H. Lander (right), Atlanta, Ga., 
Dodge-Simca dealer and National Auto- 
mobile Dealers Association chairman for 
Georgia, is shown here accepting the 
Lorillard Spencer Trophy from Jo S. 
Stong of Keosanqua, Iowa, chairman of 
Region VIII of the Boy Scouts of Amer 
ica. Lander. who is chairman of the 
Scouts’ Region VI, was presented the 
trophy for his region, because, among 
the 12 regions of the nation, his had 
shown the best record of gains in boy 
membership and in total units. 


Corp's Press Information Service in 
Detroit has another side to tell 

“I think finally 
from the winter shadows 


we've emerged 
up here,” 
he reported, “but we’ve had so much 
rain that the farmers are using ca- 


noes to plant their crop! Honest!” 


AMA Reelects 
All Officers 


A" officers of the Automobile 
4 Manufacturers Association have 
Colbert, 
continu- 


been reelected with L. L 
chairman of Chrysler Corp 
ing in the presidency 

Vice presidents are Henry Ford, II, 
president of Ford Motor Co., and 
J. N. Bauman, president of White 
Motor Co. John F. Gordon, president 
of General Motors Corp., is the sec- 
retary, and W. C. Schumacher, exec- 
utive vice president of International 
Harvester Co., the treasure: 

Elected to fill unexpired directors’ 
terms were Roy D. Chapin, Jr., exec- 
utive vice president of American 
Motors, and Stephen A. Girard, 
president of Willys Motors, Inc. Be- 
sides Bauman, Gordon and Schu- 
macher, Harold E. Churchill of 
Studebaker-Packard Corp. was 
named director for a three-year term 
Other directors are Robert F. Black 
of White Motor Co., Ernest R 
Breech of Ford Motor Co., Colbert 
Frederic G. Donner of General 
Motors, Henry Ford, II, W. C. New- 
berg of Chrysler Corp., and George 
Romney of American Motors 

Managing director is Harry A. 


Williams. 
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terme: YOu need 
two metals 
in a valve! 





@ To be sure you're getting Bi-Metal 
Valves, touch a magnet to the stem. If 
it's genuine Allied Bi-Metal, the magnet 
will cling to the lower part, but have no 
attraction for the upper stem and head. 

You will see by the slight difference 
in metal coloration where the two met- 
als are welded into one solid, insepa- 
rable unit of steel. 


@ In most engines today, only a valve made of stems. Allied also offers full coverage for heavy 
two metals can give you the service you want. It duty applications requiring Stellite-faced valves 
requires one steel alloy to withstand the extreme and sodium filled valves. 

temperatures the head must take . . . another for 
the terrific pounding the stem must endure. That’s Depend on your N.A.P.A. Jobber for this ex- 
why Allied Bi-Metal Valves have Austenitic steel clusive service on Allied Valves and all related 


in the heads, hardenable steel for the tip-hardened parts in the valve train. 


This sign—on your shop 
—is your customer's assurance of 
fast service with quality parts. 


Get it from your N*A*P*A Jobber ENGINE & CHASSIS PARTS 
++.@ good man to know! 





the complete coverage line 





ALLIED MOTOR PARTS COMPANY - INDIANAPOLIS 7, INDIANA 
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“We noticed an immediate sales increase after switching to Texaco in 1958 
and traced it to out-of-town Texaco credit card holders. This evidence of the 
acceptance of Texaco products, and the extra ‘bonus business’, made our 125 Dealers 
enthusiastic. Aside from the healthy sales increase, we like to do business with 
Texaco. They’re jobber-minded, and cooperate fully.” Sell the best...sell TEXACO 
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Dilmar Oil Co., Inc., is one of the largest 
oil Distributors in South Carolina 


Why there’s 
a promising future 
with Texaco 


Here are 6 reasons why Dealers and 
Distributors grow with Texaco: 
1. THE BEST petroleum products, known 
and accepted nation-wide. Continuous 
research and development insure that 
Texaco will always have outstanding 
products 
2. THE BEST national advertising pro 
gram, year after year constantly 
elling Texaco and Texaco products. 
[HE BEST sales promotional materia 
to help build customers 
THE BEST retailer policy 
helps its Dealers, Consignees and Dis 


Texaco 


tributors to sell profitably. 

5. THE BEST customer credit card in 
fact, the only petroleum credit card 
honored under one sign nation-wide, 
and in Canada, too. 

THE BEST opportunity to cash in on 

“touring” busines because wher! 
Texaco customers are touring they like 
to stop at Texaco stations on the road. 
This means you have more than 40,000 
other Texaco Dealers helping you. 
A PROMISING FUTURE is one of the 
advantages of being a Texaco Dealer 
or Distributor. There may be an oppor 
tunity for you. Investigate! 


— oi a eS A Cue Gs Gems GE EN ct ee ae 
SAJ-7 


SOUTHERN AUTOMOTIVE JOURNAL for July 








) 


THE “putes hie bude 





tl 











“— Bill, 

Your little problem about chincey 
new-car service on your new dream 
boat isn’t altogether isolated: I’ve 
been hearing similar complaints 
around here. 

While I can guess what caused 
the service department in your deal- 
ership to tighten up on the “free” 
service, I can’t believe that the deal- 
er or sales manager knew that the 
service salesman would take it to 
the extent that you had to pay for 
all your simple shake-down adjust- 
ments at only 2,000 miles 

When you worked in the shop 
nere I guess you recall how we had 
to diplomatically wean the customer 
way from the free service after his 
ar was out of warranty. We worked 
like fools to get all the bugs out be- 
fore the 90-day or 4,000-mile limit 
arrived, but after that we had to 
advise them that we would have to 
start billing for the work ordered 

It was a little game some of the 
customers liked to play, making 
every effort to stretch the period 
long as they could by prefacing each 
order with the usual comment 
Ever since you fixed it,” or “Eve 
since we bought it 

Usually they were good-natured 
enough about it when we clamped 
down and they started paying the 
chit—or started taking the car back 
to their 
waited patiently for the customer to 


independent mechanic who 


get his car out of warranty before 
getting the service work back from 
an old custome: 

But when your dealer servicemen 
cold-bloodly start charging for 
tightening loose parts they missed 
themselves when the car was set 
up, they are asking for ill-will. As 
you say, you drove on by a car lot 
where the same model car was on 
sale at a reduced price in order to 
buy from a dealer where you could 
expect service on the vehicle, and 
naturally you don’t expect to get 
the same treatment that a lot oper- 


ator might have to give 

e has no service facilities 

This is an example of how som« 
service departments fail to do the 
job of cementing good-will with the 
new-car buyer, and thereby make 
him tougher to deal with when he 
trades the next time 

It’s still our policy to stretch every 
point to get the car out of its war- 
ranty in the best condition possible 
Then the 
carry over some small complaint and 


owner cannot honestly 


claim we failed our duty. We take 
particular care in writing each work 
order and then recheck every item 
after the mechanics have finished 
it to make certain nothing was over- 
looked For customers sometimes 
seize upon some minor item that was 
overlooked to prove that the more 
important jobs were al 
Any service 


so overlooked 
departmse nt tnat 
shirks or is not allowed to launch 
the new car on its way with all 
possible bugs eliminated is failing in 
its function of selling the owner on 
the wisdom of buying from a deal- 
ership with service facilities—be- 
sides canceling any chance hope of 
obtaining the service business from 


the owner in the months come 


Tramco Holds Clinic 
At Louisville Store 


TRANSMISSION clinic was held 
A recently by Tramco Indus 
tries, Inc., of New York in the sales 
room of D & W Sales & Service in 
Louisville, Ky 

Fifty-three jobbers from 

mile area saw Max Gordon th 
Auto Mechanics Institute disassem- 
ble and rebuild a Buick 
sion. Other attendees included Eu- 
gene Shakin and J. R. “Dick” Tate, 


transmis- 


Tramco sales manager and factory 


representative, respectively, and 


Ken Dolleris, president of the Louis- 


ville operation, 
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Keep them out in the open where they can look, see and buy!” 


Everhot makes it doubly-easy for you to get a big share of the power 
steering repair business! New SP-5 Dealer Display Assortment fea- 
tures the 5 most called-for original equipment POWER STEERING 
HOSES. Puts your stock at your fingertips at all times — prevents 
you from missing profitable sales. You make $16.05 plus installation 
profits! New KWICKY POWER STEERING REPAIR KITS Dis- 
play Assortment No. PK-8 contains 8 Kits to service the most 
popular Power Steering units! These are complete Kits, containing 
all the parts necessary for fast, efficient service. You make $14.60 
plus installation profits! Order from your Everhot jobber today! 


2001-9 West Carroll Avenue 
Chicago 12, Illinois 


EVERHOT! EVERHOT PRODUCTS COMPANY 
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Approximately 135 persons attended 
the recent second annual convention of 
the Independent Garage Owners of 
Tennessee at Nashville. Shown at the 
head table at the banquet are (I. to r.): 
Frank J. Allen, executive director: Mrs. 
Burl Brown and Burl Brown (vice presi 
dent) of Memphis, Mrs. Frank Allen. 
George W. Kinnie of Knoxville, presi 
dent of the Automotive Wholesalers 
Association of Tennessee; W. C. “Josh” 
Wilder of Nashville, the emcee, who is 
third vice president of the IGO of 
America; Mel Turner of the Automotive 
Service Industry Association, who was 
the banquet speaker: Mrs. W. C. 
Wilder, Floyd R. Reed (secretary-treas 
urer) of Shelbyville, Mrs. John W. 
Baker of Kingsport and John W. Baker 
(president). 


Red Spells Bonus 


(Continued from page 32) 


counter during the period desig- 
nated for the event. A ticket goes 
into the box each time a custome! 
makes a purchase. Obviously the 
more purchases he makes during 
the period, the more opportunity he 
has for earning the bonus 

The bonus is a flat sum, previ- 
ously announced. The idea stimu- 
lates banter between customers and 
parts men and helps to build good- 
will for the department, the man- 


agement finds. 


Valiant’s Suspension 


(Continued from page 37) 


pinch the rubber or deform the 
metal retainer of the seal. 

Lubricate the ball joint, using 
chassis lubricant 

Install the steering knuckle arm 
assembly on the brake support plate 
and connect the ball joint to the 
lower control arm and the tie rod 
end to the steering knuckle arm 
Tighten the ball joint stud nut 90 
foot-pounds and the tie rod end nut 
50 foot-pounds. 

Install the drum, wheel and tire 
assembly. 

Adjust the front wheel bearings 
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ASK YOUR JOBBER HOW YOU CAN MAKE MORE PROFIT WITH 


The Only All-Weather Brake Lining 
FAR BETTER & WAYS! 


DRIES 


Exclusive Gatke Patented 
Grooved Lining wipes away 
water, assures stopping. 


Mark of 
CLEANS Quality 
Removes abrasive dirt before i for 47 
it scores drums and shortens 
lining life. 


Years 


COOLS 
Destructive heat escapes, 
cooler air enters to prolong 
lining life. 





SEATS QUICKER 


Eliminates Costly Free 

Adjustments « Results in More 

Profit . .. Increased Reputation 
. . Repeat Customers. 


INDIANA PLANT 


- wey 
GATKE CORPORATION 


AUTOMOTIVE DIVISION ~- 228N. LaSalle St. + Chicago 1 + STate 2-0081 


Originators of Automotive Moulded Brake Lining 


MASSACHUSETTS PLANT 


“Ss 7 —_ ee ae on 4 


2] em 
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inal product ‘will always be copied, but the 
genuine a ke = e confidence of the user by dependability. 
AERO-SEALS laugh at vibration and corrosion .. . 
hang on tightly ... never shake loose or snap open. 
And they won’t damage hose. Bands and housings are of 
802-18-8 stainless steel. No extra cost for quick-attach Jets. 
Regular AERO-SEALS are also available. 


Complete range of sizes from 7/16” up. 


BREEZE CORPORATIONS, INC. 


700 Liberty Avenue, Union, New Jersey Cable Address: Breeze, Union, N. J. 
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A new research, development and test- 
ing laboratory officially opened last 
month in St. Louis by the Carter Car- 
buretor division of ACF Industries, Inc., 
is said to be the most advanced facility 
of its type in the automotive and small 
gasoline engine equipment industries. 
Functions of the laboratory include de- 
sign, carburetor experimental engineer- 
ing. chemical and metallurgical testing. 
carburetor flow calibration, hot- and 
cold-climate testing, mechanical and 
electrical pump experimental engineer- 
ing and advanced research and devel- 
opment projects. At left. engineer Ar- 
thur F. Gerst makes final adjustments 
to experimental carburetor before start- 
ing flow test to determine exact amounts 
of air and fuel that will pass through 
the carburetor under various operating 
conditions, while Dwight M. Teagarden 
(right) at the console of an advanced 
500hp dynamometer checks perform. 
ance and economy characteristics of 
carburetors in action. 


Eisenhower Will Address 
Big Detroit Show 


| gnprncens Eisenhower will be hon- 
yr guest and speaker at the Na- 
tional Automobile Show dinner in 
Detroit Oct. 17. 

One other president — Herbert 
Hoover—has addressed the national 
show dinner. Hoover spoke at the 
1931 dinner, and also in 1926 when 
he was Secretary of Commerce. This 
year’s black-tie, stag affair will be 
attended by more than 2,500 auto- 
motive industry executives and 
other leaders of the nation. 

The 43rd show opens Saturday, 
Oct. 15, and will run through Oct. 
23. It will be the first such show 
ever held in Detroit. All others, be- 
ginning in 1900, have been in New 
York City. 

Both the banquet and the show 
will take place in Cobo Hall, the 
city’s huge new exhibition building 
under construction on the downtown 
riverfront. All 1961 U. S. passenger- 
car models and many trucks will be 
on display. Allied automotive indus- 
tries will participate in a special ex- 
hibit, “Auto Wonderland,” to be 
held on one floor of the building. 
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HALF OF YOUR CUSTOMERS 
ARE GOING TO BUY A 
NEW BATTERY THIS YEAR! 


WILL THEY BUY IT FROM YOU? 


The Fox Battery Tester and Fox 572-H 
Supercharger put any service station in 
the battery selling business at minimum 
cost. 

The 200 Tester gives fast, accurate 
tests to show whether battery should be 
charged or replaced. Trouble caused by 
generator or regulator is also easily 
spotted. 

The 572-H Supercharger puts a full 
charge into new, dry batteries after acti- 
vation and a full charge into every 
battery that needs recharging. 

Test and charge completely. These 
two practices stop “‘come-backs”’. 

For full particulars on building batter) 


write Fox Products 
18th St., Philadelphia 


sales and service, 
Company, 4706 N. 
41, Pa. 


FREE 
For a limited time—A 200 Tester 


($59.80 value) with a purchase of a 
572-H Supercharger at $159.50. 


a © D4 


FOR SELLING AND SERVICING BATTERIES 


FOX 200 
TESTER 


Mode! 572-H 
SUPERCHARGER 


METHODS AND EQUIPMENT 
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Quintupled Shop Sales 
(Continued from page 39) 


will get personal attention, people 
always start talking their car trou- 
bles. 

Just as a doctor is consulted on 
chance meeting about a troublesome 
ailment, so club contacts describe 
the unusual behavior of their cars 
and ask for an analysis. I invite 
them around to the garage to let us 
look the car over. This gives me a 
little preliminary edge with new in- 
coming customers. I then have them 


meet my mechanical expert, the serv- 
ice manager. 

Second, we are located in a 
stretch of highway abundant with 
repair shops. Though competitive, it 
is advantageous, One shop gets the 
overflow of the other. 

Now as to what we do after our 
prospective customers get here, let 
me cite what I believe is definitely 
helpful. The garage is highly ac- 
cessible from the highway. A 750- 
square-foot apron, 30’ by 25’, fronts 
the six-bay shop. Easy to get into 
and out of, with plenty of space to 





Storm-VYulcan 


THE NEW MODEL 60 
HEAD AND BLOCK MILLING 


MACHINE 


Storm- Vulcan 


NOW — Compare the features of S-V Model 60 with 
any other Head and Block Resurfacing Machine: 


Minimum floor space required (34” x 47’’); fastest setup 
of heads and blocks; rugged construction but weighs 
only 3200 Ibs.; positive stock removal control; work 
capacity: 15” x 39”; cutter feed: 5'2” per minute; 
rapid traverse ... 86” per minute. 


Write for Free literature on all S-V Equipment 


Storm- Vulcan, Inc. 
WHERE MACHINES ARE DESIGNED WITH THE OPERATOR IN MIND 


2225 Burbank Street . 
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Fleetwood 1-3735 . 


Dallas 35, Texas 





park, the shop with its door for each 
stall presents a view of great auto- 
mobile repair activity. 

Our service manager, Glen Sim- 
mons, is our diagnostician and trou- 
bleshooter, assigning the mechanics 
repairs of defects he has first an- 
alyzed. He spells out what is wrong, 
what is needed in repairs, replace- 
ments, cleaning and greasing, and 
he personally checks the work of 
every mechanic, road-testing the 
car under a variety of conditions to 
see that the trouble was corrected. 

We want to avoid comebacks 
Comebacks are too costly. We are 
bent on profitable preduction, and 
we think it far better for all con- 
cerned to see that work is dons 
properly the first time. Nothing ex- 
asperates a customer as much as 
having to return on a repair that 
was not carried out; he loses time, 
a mechanic loses earnings, a shop 
undercuts its profit. 


Watches for Shop Lag 


In order to keep the stalls stead- 
ily productive, our service manager 
anticipates any falling off of jobs by 
about one week. 

Looking at repair orders, Simmons 
may call to the attention of a cus- 
tomer a car that has not had a front 
wheel bearing repack in some time 
Or he may note that a driveshaft is 
due for a repack. Observing that an 
automatic transmission has _ been 
serviced, Simmons calls the cus- 
tomer to remind him that bands are 
due for adjustment. Advising spring 
tune-ups or winter changeovers is 
a constant means of filling holes in 
a stall’s daily work schedule 

Simmons himself says it is the 
time and patience he takes going 
over a customer’s car complaints 
Though he may be pressed for time, 
he listens attentively and asks in- 
numerable questions when a car 
complaint comes in. He takes par- 
ticular pains when it is one of the 
club members whom I have invited 
in. 

A ’54 Pontiac backfiring when it 
left a hill worried a car owner so 
much that he had been to four ga- 
rages without successful analysis. 
Road-testing with the customer, 
working with the car for a couple 
of days, Simmons located a loose 
intake manifold. The bill came to 
only $12 but we made a steady cus- 
tomer 

Our pay plan for mechanics con- 
tributes to quality work. If you have 
mechanics on straight 50-50, they 
rush work out and quality declines. 
Then when the comebacks start pil- 
ing up, they wrap up their tools 
and move on to the next shop. We 
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Fishing for 
oil control 


Try stainless steel oil rings! 


+- wt 


... install American Hammered KROME-OIL 
piston ring sets with stainless steel oil rings 


American Hammered’s stainless steel oil ring controls oil better, 
even in tapered and out-of-round bores, than rings made from 
ordinary steel. You'll find it superior for these five reasons— needs 
no back-up spring or shim stock « resists sludging and corroding 
* maintains tension under extreme heat « fast break-in + easy to 
install. Positively controls oil... stops oil pumping and smoking. foamy nw all 


AMERICAN HAMMERED 


Automotive Replacement Division * Muskegon, Michigan 


A Division of Sealed Power Corporation 








Stainless steel 
oil ring 


U.S. Pat. No. 
2,789,872 
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think our $75 weekly guaranty, with 
the added incentive of 50-50 over 
that, puts responsibility on a me- 
chanic to do a job right the first 
time. The guaranty protects you- 


so that they are here by the time 
a car’s engine or transmission is 
torn down. We do not have large 
capital tied up in a parts stock. We 
think a smaller investment with fast 


turnover more advantageous. 

We are a garage that does not 
promote by newspaper, radio or cir- 
cular. We have no specials to offer, 
no bargains but fair, competitive 
prices. 

Daily figures keep me in touch 
with volume trends. A daily balance 
sheet lets me know what is coming 
in in the various categories, where 
my accounts receivable stand, the 


protects your operation against a 
decline in workmanship that would 
reflect on your reputation. 
Stocking fast-moving parts, we 
check parts stock daily to make up 
a weekly order. Simmons shops 
around town for the best deals, and 
once a week an order is picked up. 
We try to hold down our runs to 
the supplier, but at the same time 
anticipate needed parts not in stock 





SHLIL, 
AMALIE 








OIL! 


*No Obsolescence 
*Steady Turn-Over 
*Effective Missionary Help 


If you .are now selling, or are considering 
selling motor oil, here are three reasons why 
you should take a look at Amalie. 


¢ 


Amalie oils are stable, they don’t 
deteriorate in your stock room, 
and they don’t go out of style. 





mnnsy lve 


STOR 





Amalie Motor Oils are 
sonal. Every day, month after 
month, you will sell Amalie. The 
income is steady, no panic sea- 
sons, no huge anticipatory stocks. 


non-sea- 


Member 
Pennsylvania Grade 
Crude Oil Assn 
Permit #12 


Skilled factory men train your 
salesmen, open new accounts 
crack difficult accounts—develop 
lasting increase in your business. 


Amalie is expanding—choice territories are 
available. Write or phone Mr. C. H. Remmel, 
Sales Manager. 


AMALIE DIVISION D.7 Sonneborn Chemical and Refining Corp. 
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relation of credit to volume, cash 
business and expenditures. Weekly 
profit figures are my index, telling 
me what steps I must take to im- 
prove or change methods in the 
shop. 

In the meantime I can spot from 
my 12’ by 15’ office facing the high- 
way every prospective customer 
pulling in from the busy thorough- 
fare. As soon as I recognize a club 
or organization member I have 
brought in, I’m out there promptly, 
good as my word. We go over his 
car ailments as Glen stands by. He 
feels certain that knowing me, he’s 
going to get his car running just the 
way he wants it. 


Why Not Inspect Cars? 


(Continued from page 47) 


pate in voluntary programs, it un- 
derscores the need for legislation 
requiring periodic inspections. 

Advocates of periodic inspection 
freely admit that it is not a panacea 
and will not end the automobile ac- 
cident problem. They can, however, 
without overstating the case for 
periodic inspection, justifiably claim 
that there is a very real and press- 
ing need for it, and that it should 
be adopted because it will promote 
highway safety. 

In addition to the value derived 
from an inspection program by the 
detection and correction of specific 
mechanical defects and the removal 
from the road of vehicles which 
cannot be placed in safe operating 
condition, an important psychologi- 
cal benefit is achieved by the fact 
that periodic inspection of motor ve- 
hicles causes every vehicle owner 
to be systematically reminded of the 
importance of the mechanical condi- 
tion of his vehicle. This undoubtedly 
makes him more safety-conscious 
and, therefore, helps to bring about 
not only a safer vehicle but also a 
safer driver. 


Stonecipher Is Named 
Arvin President 


— H. Stonecipher has been 
elected president and general 
manager of Arvin Industries, Inc., 
succeeding Glenn W. Thompson, 
who will continue as board chair- 
man, 

Eugene I. Anderson 
Stonecipher as vice president and 
general manager of the company’s 
automotive division. Also elevated 
to a vice presidency was Robert S. 
Schaerges, general sales manager of 
the division’s Detroit office. 


succeeds 
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DELCO PUTS STEAM 


The Come-hither... 
Bring them in with the 
Delco Coin Caddy, a handy 
little gadget that clips to 
the sun visor of your cus- 
tomer's Car, carries small 

change for parking me- 
ters and phones. Acolor- 
ful pair of signs (one 
weatherproof) invites 
prospects in to get a 
free battery check 
and FREEcoincaddy! 


Quality built by 
Delco -Remy 
distributed nation 
ally through 
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—— 
SPRINKLE 
spray !RO® 


The Clincher.. 


Pe 


A Casco Sprinkle ¥ or» 
Spray Steam Iron, n@ 
brand-new on the WA sos STIS 
market. Every cus- f | 
tomer who buys a 

Delco Battery from 

you may have this 

wonderful new iron 

for only $11.95! 


The Clean-up... 

You never saw an easier, more effective promotion. All you 
do is give your customer a coupon. He fills it out, mails it to 
Casco with his $11.95, and they ship the iron direct to him, 
postpaid. The only iron you handle is the one on display, 
and you keep it or se// it after the promotion is over! This 


money-making deal is part of Delco’s big Double Check pro- 
motion. Check the details with your Delco supplier today. 


[ce 


DE: 2 ae Oss F Go ke | 


BATTERY 
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ANOTHER 
MONEY-SAVING 


Ligon 


Kivibee 
ALUMINIZED 
' SILICONE CLOTH 


CAR 


CM-35 WHEEL MASKS CARS IN MINUTES 


MASKER 
Wherever you find a profitable paint shop, that’s 
Snaps over wheel to pro where you’ll find Marson’s Kwikee Car Maskers. 
tect tire and wheel from Tough and tear-resistant, easily handled by one 
paint spray and grease man, they mask cars in minutes ... save time, 
tape and trouble. Designed for all model cars... 
Unique wire ring con- all color combinations and sections. Magic Silicone 
struction locks masker treatment prevents paint spray from flaking off 
on succeeding jobs ... insures absolute safety for 
firmly in place snaps car finishes. 
on and off in a jiffy! Tape adheres firmly, strips off easily without 
tearing masker. 
Kwikee Car Maskers resist heat, will not crack or 
MARSON CORP., deteriorate, and may be washed safely, inex- 
Revere 51, Mass. pensively by any commercial laundry. Their ease 
of use, low cost and longer life add up to greater 
profits per = Ask anyone who uses them! 


a 2 =p T . & 4 


CM-10 ALL een CM-25 LOWER CM-30 LOWER 
CAR MASK ROOF MMASKER FRONT MASKER REAR MASKER 





AMERICA’S HANDIEST MASKERS! USED THOUSANDS OF TIMES 
DAILY BY SMART PAINT AND BODY SHOPS EVERYWHERE! 
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Bill Godfrey (second from left), a lubri-. 
cation specialist for Phillips 66 dealer 
Egbert Bailey's service station of Eliza- 
beth City, N. C., and Don Thomas (sec. 
ond from right), Phillips Petroleum Co. 
salesman, both wear grins as they re- 
ceive certificates entitling them each to 
a new Triumph Estate station wagon. 
Presenting the certificates is Lee Hag- 
ins, Purolator Products, Inc., district 
manager. Godfrey won the station 
wagon in the “Blockbuster” phase of 
last year’s Purolator Prizarama Sweep- 
stakes, and Thomas, who supplied the 
station with Purolator equipment, won a 
like prize. Looking on are Phillips rep- 
resentatives W. D. Gibson, assistant di 
vision manager (third from left) and N. 
W. O’Haver, district manager. 


What Dealers Must Do 


(Continued from page 33) 


company had since the World War II 

“We do all we can afford to do 
to be fair with them,” he said. “They 
have vacations with pay, holidays, 
are furnished free uniforms which 
are kept laundered, they have life 
insurance and we also pay a big 
portion of hospitalization for their 
families. These fringe benefits have 
paid off for us.” 

Cruze has seen the changes in the 
ways of all dealers. He recalls how 
in the old days of trading cars there 
might be as much as $25 or $50 dif- 
ference in offers. Today it is as much 
as $600 or $700 

At the start, in the old days 
dealers had to finance their own 
sales. His own company carried all 
its own notes of customers for many 
years. 

In recent years he has seen the 
trend toward kickbacks from finance 
firms until with some dealerships 
there is more money in carrying pa- 
per than in selling the cars. He be- 
lieves that a dealer should try to 
make more—with good methods 
from selling cars and he has operated 
accordingly. 

This dealer is a member of the 
Tennessee Motor Vehicle Commis 
sion, which has been “trying to en- 
force a cleanup in the automobile 
business.” 

“Everybody and his brother—gro- 
cers, firemen, policemen and others 

have been selling cars on the side 
without licenses, without collecting 
sales tax, etc.,” he explained. “The 
Tennessee Supreme Court recently 
upheld the law under which the 
state commission acts. There are 
certain requirements that a dealer 


SOUTHERN AUTOMOTIVE JOURNAL for July 1960 





Federal-Mogul Engine Bearings...No. 1 choice 
in the quality replacement market for all cars 


With an availability record in sizes and 
types second to none in the industry 


aot tNGINg 
Ss 


‘ Described by skilled mechanics the world over as best for 


tRso* replacements, Federal-Mogul engine bearings are the No. 1 

> choice for both imported and domestic cars. The Federal- 
ss q 

BEARING * 


Mogul line includes unlimited types and sizes to build like- 


new power back into engines for every automotive use. 


Your Federal-Mogul jobber can give you these better 
products, faster. He’ll see you get the right bearings to do a 


good job faster and more profitably, too. Call him first. 


FEDERAL-MOGUL to": BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. +« DETROIT 13, MICHIGAN 
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must meet, even a used-car business, 
A dealer must have a license, an of- 
fice, a telephone. He must have his 
own service department or contract 
with a reputable service department 
and stand behind his cars. There 
are now between 2,300 and 2,400 
dealers of used and new cars in 
our directory.” 

Cruze is 56 years old, pleasant, 

always busy and has worked most 
of his life. He was born in Knox- 
ville and has lived there all his life. 
His parents died when he was only 
13 years old. He graduated from old 
Knoxville High School, a business 
college, and then worked his way 
through Lincoln Memorial Univer- 
sity. 
Knoxville Motor Co. was started 
in January 1915 by John Dukes, 
John Cruze, Otto Kohlhase, A. J. 
Taylor and Charlie Paull. All put 
$1,000 each into the company to 
start it and they also owned Rowe 
Transfer Co. Cruze started as a 
salesman July 15, 1927, and was 
made manager in 1941. He bought 
stock in it the next year. 

In 1960 he was elected to repre- 
sent the Cincinnati zone of Ameri- 
can Motors dealers on the Factory 
Dealer Council (he highly praises 
American Motors executives) and is 
area chairman for the National Au- 
tomobile Dealers Association. 


Tinted Glass Can Cool 
Motorists by 30% 


A CAR equipped with tinted, heat- 
absorbing glass can lower tem- 
peratures up to 30° at the head and 
shoulder location of rear seat pas- 
sengers, according to a series of 
tests conducted by Chrysler Corp. 
engineers. 

The tests disclosed that ordinary 
clear glass transmitted 78% of the 
total solar energy which it received, 
and absorbed or reflected only 22%. 
Heat-absorbing glass, on the other 
hand, transmitted only 45% of the 
solar heat and absorbed or reflected 
the remaining 55%. 

Car windows treated with a spe- 
cial coating transmitted only 17% 
of the sun’s rays and absorbed or 
reflected 83%. 


Petersburg, Va., Names Suttle 


New president of the Petersburg- 
Hopewell (Va.) Automobile Dealers 
Association is Albert Suttle of Mas- 
ter Chevrolet Corp. Ted Curry of 
Ted Curry Motors is vice president 
and C. B. Hack of Rountree Pontiac 
is secretary-treasurer. All are of 
Petersburg. 


74 
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Swvs New Excirinc- 


SATISHACTIO 


for all who use Engine Testing Equipment: 


ANNOUNCING ANOTHER NEW SUN SERVICE 
FLASH CARD 


SPECIFICATION SERVICE 


SPEEDS TESTING — INSURES ACCURACY! 


Everything in a flash! That’s what 
you get with Sun’s FLASH CARDs. All the 
technical tune-up data for cars siy 
1956 — including 1960! Car and 
number all on one card! Sun Specifj 
Service is a continuing servig 
year from now on you’ll keep 
Sun’s handy metal case hoo 
your present Tes 


ty > sets convenj 
nad 


MAIL COUPON FOR DETAILS OF 
SPECIAL INTRODUCTORY 


OFFER 
WHICH GIVES YOU THE METAL FILE CASE FREE! 
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SUARANTERD! 


OGRAM...sets you up as 


never before to cash in on Engine Service 


Now 


that enables you to cash in on the magic 


only Sun gives you a program 


selling words of ‘Satisfaction Guaran- 
Your it the 
Expert Engine Service you perform 


teed tomers get with 


cHs 


with Sun precision equipment. 

Model 510 Scope Motor Tester (left), 
for instance, enables you to perform al/ 
the appro 


A.E.A. Just one package contains all the 
i 


’ 
t 


ed tests recommended by the 





EASY PAYMENT PLAN—Your Sun man has a 
tailor-made purchase plan for you. He'll be able 
to set you up in profitable business that will 
actually pay for your equipment as you use it 


EQUIPMENT SELECTION HELP—Your Sun rep- 


resentative will analyze your business and 
your present equipment to heip you determine 
which models best suit your needs. 








SS 
EQUIPMENT TRAINING — He'll train you and 
your men so that you can IMMEDIATE LY getthe 
full value from your equipment. He'll provide 
you with all the “know-how” and technical infor- 
mation that will make you a real expert. 


MERCHANDISING and SALES AIDS — And you 
get more than just equipment! Your Sun repre 
sentative has exciting new merchandising pro- 
grams for you. The sign pictured (at right) will 
be seen by millions in a full-page ad in Popular 


‘{}) you're way ahead... with Sun! D> 
ae LIGA ELECTRIC CORPORATION 


sts 6331 N. Avondale Avenue + Chicago 31, Illinois 


Get the details now on why 
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And new Sun magazine, “Sunrays 


units you need to spot trouble faster. 
You'll stop comebacks, increase your 
volume and you'll be able to guar- 


antee customer satisfaction. 


You'll 
too, with your Sun equipment purchase 
Sun and 


lan below. Only 


get “Satisfaction Guaranteed,” 


from your representative 


Sun can 


5-p 
his 5-point | 


give you these extras—and only Sun 


gives you “Satisfaction Guaranteed.” 


DELIVERY and INSTALLATION —The same Sun 
man from whom you buy the equipment will 
expedite the delivery...then organize the instal- 
lation in your shop so it’s right! 


This colortul poster... and national consumer 
advertising sells you and your services to the 
motoring public. ..tells them you're the man to 
see for “Expert Engine Service” with “Satisfac- 
tion Guaranteed.” 

" helps you 
build your business with profit-making tips 


ee ee ee 


| MAIL THIS COUPON FOR | 
SPECIAL FLASH CARD SERVICE OFFER | 


and details of Sun’s booming, “Satisfaction 

Guaranteed” Program. Please write your 

name, firm and address in margin below. | 
= al 
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Eight Men Sold 1,500 Cars salesman, the telephone operator or sharing basis and are earning con- 


(Continued from page 38) the receptionist can tell him where sistently more than their guaran- 
the salesman is and when he will tees, “they are logically inclined to 
building and keeping an effective return. minimize their personal obligation 
sales force.” “If a man wants to take a day off to the company. But we have trained 
For example, when a man leaves and go fishing, or an afternoon off our salesmen from the beginning 
the sales floor, he registers on a for a football game, that’s all right that we expect to have the same 
board showing where he has gone with us,” Cagle said, “but we want control over their activities as we 
and when he will return. If a man to know it and we want him to so have on salaried or wage employes, 
wants a day off, he may have it, but register his absence on the board.” and having trained them that way 
he must talk it over with the sales He believes proper control of we have little trouble today.” 
manager and so designate his ab- salesmen is one of the basic ele- The company holds a sales meet- 
sence on the board. Thus, if a cus- ments essential in building a suc- ing every morning and every sales- 
tomer or prospect should telephone cessful sales force, and because the man is required to attend. In addi- 
in or come by to see the absent men are on a commission or profit- tion, Cagle has a sales meeting every 
Wednesday night—and a_ general 
meeting once a month. All salesmen 





are required to be present 

“It’s pretty difficult to have too 
many sales meeting,” Cagle said, 
“providing there is something to 


a Pick-up for all cars, small trucks! - , 
talk about.” He helps to provide fuel 
ag for the conversation fire by encour- 
\we aging the salesmen to talk over the 
problems and day-to-day selling ex- 

periences with the others. 

AV Wi VEL ARM Company advertising is _ built 
around salesmen’s needs. Cagle does 


SINGLE POST FRAME LIFT not believe in advertising ona bud- 
get basis. 

“We simply advertise a lot when 
we need a lot of advertising, and cut 
down on it when the salesmen have 
all the leads they can handle. We 

e715 
The new Weaver Swivel Arm Single Post may spend $10,000 or even $15,000 
Frame Lift requires minimum space, gives one month and only a few hundred 
complete flexibility in car handling at rela- the next, depending on the needs of 
tively low cost. It is engineered to raise any our salesmen. We don’t budget our 
American or foreign car or any pick-up truck <a age 7 
at the chassis pick-up points recommended by advertising because it is impossible 
the manufacturer. to see a year or a few months in 

Long-reach reinforced lifting arms swing advance just how much advertising 
easily to under-chassis lifting points. Movable we are going to need during a spe- 
adapters can be adjusted to four height posi- cific week or month.” 
tions. No attachments are needed 





Three models available: Air-Oil Operated, 


Semi-H ydrauli« Air-Oil Operated, Full Universal C.I.T Opens 
Hydraulic . or Electric-Oil Operated, Full- . ; . 
Hydraulic. For complete information write New Memphis Office 
us for bulletin No. SAJ-842. 
I [ NIVERSAL C.1.T, Credit Corp. last 
month opened its new $125,000 
branch and division office at a re- 
ception for 400 automobile industry 
representatives, bankers, finance 
company officials and other guests 
G. Lewis Schaffer, company vice 
ALSO AVAILABLE — NEW ROLL-ON LIFT president, is head of the Memphis 
New Single-Post “Low Wide Runway” division. The Memphis branch is one 
Roll-On Lift handles wheel treads from " - 8 “PS . 
of 15 in the division supervised by 


mall foreign cars to the wide tread 


Pontiac. It is believed to be the only Roll : a e. . 

On Lift equipped with a bolster section ‘ Se haffe os 

which will permit bearing one-half its 

rated capacit load yne end of the 

cuanunedt rea with Beg Hee Benge Pe Versatile Four-Position Height Adapters @ Illustrations 

ee, , » fe ibove show the four height positions—5"°—7'% ” ® * 

end. Write for information today 834" and 11'4 ” from floor, with lift down. Adapters Blue Ridge Picks Tarter 

eliminate need for extra attachments. 

ca GOLDEN Harold Tarter of Tarter Chevrolet, 


avonsay WEAVER MANUFACTURING COMPANY, SPRINGFIELD, ILL., U.S.A 
1910-1960 £7 iv » Comporetios Inc., Wytheville, has been chosen 
ETE LINE — AND NO ONE BUILDS IT BETTER THAN WEAVER president of the Blue Ridge (Va.) 
WEAVER SERVICE SHOP EQUIPMENT Automobile Dealers Association. 
0 YEARS SERVING THE Al sTOMOTIVE SERVICE INDUSTRY Other officers are Scotty Sauls of 
ot @ Renda Valens ¢ Gata edae e teen enue Sauls Motors, Saltville, vice presi- 
as Tretemarte dent, and Russell Williams of 
Wytheville Motors, secretary-treas- 

urer. 











> 
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NEW “PRESTONE”’ 2-)2 


BRAND 


in new large-size disposable cans 
for all car air-conditioner jobs 


*dichlorodifluoromethane refrigerant 


New 1% lb. and 2% lb. sizes... singly or in combination... 
will service all your car air-conditioner jobs faster, easier! 


1% Ib. size 


2% |b. size 


S&S 


Count these advantages over - Count these advantages over 
bulky cylinders: small 15 oz. cans: 


4 Money-saving inventory control. 1 Just one package is large enough to fill a substantial 
Parts Department can issue-and-charge number of auto air conditioners now in service. 
“Prestone” R-12 Refrigerant to each 
individual job. 2 Combinations of two or three of the new 

am] No loss from leakage . . . no shop waste. et» pall pt: sec at 

! Tt . 
3 No cash deposit . . . no weighing of 


bulky cylinders. 3 Faster charging of air conditioners. 





FREE ! Send for brand new “Prestone” R-12 “Air Conditioning Capacity Chart.” First time ever offered. Write: Sales Manager, 
“Prestone” Car Care Products, Union Carbide Consumer Products Company, 270 Park Avenue, New York 17, N. Y. 


UNION 


“‘Prestone"’, ‘‘Eveready"’ and ‘Union Carbide”’ are registered trade-marks for products of CARBIDE 


UNION CARBIDE CONSUMER PRODUCTS COMPANY ~ Division of Union Carbide Corporation * 270 Park Avenue, New York 17, N. Y. 
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Road Ahead 
(Continued from page 46) 


It seems to me that one of the 
easiest and simplest ways of ac- 
complishing this is by the elimina- 
tion of what many of us call “tink- 
ering.” By that I mean the old 
method of trying to take apart and 
fix every unit in a car that becomes 
faulty, worn and out of order. I re- 
fer particularly to such units as fuel 
pumps, carburetors, water pumps, 
etc. If a quick and simple adjust- 
ment will not effectively put it back 
into proper operation, both you and 
your customer will be much better 
off and the job will be much more 
effectively and economically done by 
replacing the entire unit rather than 
for you to spend expensive hours of 
labor trying to fix it yourself and 
clog up your shop so as to make it 
impossible for you to take care of 
other service jobs. 

For the sake of economy for your 
customer I would strongly recom- 
mend to you the use of the many 
excellent rebuilt units of this type 
available for you at your local job- 
ber’s at a very considerable saving 
over new units and at a good profit 
margin for yourself. 

These are the most important fac- 
tors that make up profitable selling. 


NEU! 








Constructive selling is the kind of 
selling that will not only sell the job 
that the customer wants done today, 
but also selling enough good-will to 
bring that customer back to your 
shop again and again every time he 
needs work done on his car. 

This kind of selling is really not 
difficult. In fact, it’s very simple and 
all it requires is a few minutes’ time 
and the right approach to every cus- 
tomer that drives into your shop for 
service. 

First, take a personal interest in 
the customer and his car. Make him 
feel that he is an important cus- 
tomer to you and that his car is a 
fine vehicle that deserves and will 
get the best possible attention and 
service from you. 

Listen carefully to his problems 
and troubles and if at all possible 
take a few minutes to test-drive his 
car with him. 

After you have carefully checked 
and determined what service the car 
needs, take a few minutes more to 
explain to the customer what serv- 
ice his car needs and why and then 
explain and show him in detail what 
you are going to do to take care of 
his car and get his car in good op- 
eration again. 

Please don’t just say to the cus- 
tomer, “Your car needs a brake job, 


McQUAY 
O-CHROME 





or motor tune-up job.” Tell him 
what you will do to tune the engine, 
including such operations as testing 
the compression, checking the 
valves, cleaning or replacing the 
spark plugs or ignition points, the 
coil or the condenser, resetting the 
timing and all other operations that 
go into a motor tune-up job. 

That’s the only way that you can 
fully sell your customer that he is 
getting his money’s worth when you 
tell him what the job is going to cost 
him. By such constructive selling 
you fully anticipate any idea on hi: 
part that he is being overcharged 
and you gain his confidence that 
you'll give him a good job. 

Get into the habit of doing this 
kind of selling of every job and with 
every customer and particularly 
every new customer. 

That’s the kind of constructive 
selling that will make more and 
more permanent and satisfied cus- 
tomers for you and will build a 
bigger and more profitable business 
for you for tomorrow. 

Don’t ever lose sight of the fact 
that the car manufacturers and the 
car dealers are spending millions of 
dollars every year to scare every 
car owner into driving to the car 
dealer’s service shop for service on 


his car. 








_ 





SLO-CHROME MEANS 
OPERATING ECONOMY 


If you want more conclusive evi- 
dence, here is the latest announce- 
ment by General Motors: 

The total advertising appropria- 
tion for G.M.’s Guardian Mainte- 
nance Service Program will reach 
over 6 million for 1960 and will in- 
clude such radio shows as Gun- 
smoke, Have Gun Will Travel, Sus- 
pense, Monitor, Bob and Ray, Roy 
Chapman, in addition to all the na- 
tional magazines and local newspa- 
per advertising. 

Chrysler’s Certified Car Care pro- 
gram is also being greatly expanded. 

Certainly all of us are fully fami- 
liar with the tremendous Ford parts 
and service program, including the 
Ford 


new 


disguised 
mark of 


line of 

under the 

“Motorcraft.” 
You have, however, one very im- 


parts 
trade 


new 


portant weapon that you can use ef- 
fectively against advertising 
and that is personal selling and per- 
sonal interest. There is no substitute 
for personal selling and personal in- 
terest, and when properly and effec- 
tively done will go a long way to 
counteract all the millions in adver- 
tising. 

But in addition to all the construc- 
that you do, 
you must have some way of invit- 


such 


tive personal seiling 


SLO-CHROME—« isive with McQUAY-NORRI 

4 Special hurned t pr whereby 
jJense, Tine r irefully applied t 
) ine ediate and permanent oil contr 
| )-CHROMI rT re expel ve te pr duce than 
ther type tf platin yet sts you no more 
LO-CHROME ised . all ste ra Tale mel: 
ti onal ne ring 


A rooftop display room is the unusual facility offered by Culpepper Motor Co. 

(De Soto-Plymouth-Valiant), Cullman, Ala. Horace Culpepper, owner, in building a 

new showroom decided to add the showroom on top. The roof floor is of pre-cast 

concrete slabs in order to add strength and rigidity. An iron railing provides pro 

tection. The roof is reached by an iron stairway (left) on the side, so that a cus 

tomer may walk up to the open-air display. “The rooftop showroom has attracted 
more attention than anything else we have done,” said Culpepper. 


ing and acquiring new customers 


you must 
flow of new customers if your busi- 


because have a regular 
ness is to grow and develop. 

You must find a way of telling the 
people of your town or your neigh- 
you where you 


what have to 


borhood who are, 


are and service 


you 


THEY STAND OUT 
BECAUSE 
THEY STAND UP!- 


offer them. Fortunately, because 
your business is a local service busi- 
ness, this problem is not too difficult 
nor too expensive. 

Here are a few 
gestions that may prove very effec- 
tive in helping get car owners to 


inexpensive sSug- 


drive into your shop for service: 
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A good location. 

An attractive and _ inviting 
front and drive-in to your 
shop. 

An attractive, 
electric sign. 
Regular distribution of circu- 
lars and literature into parked 
cars and mail boxes in your 
neighborhood. 

A selected mailing list of car 
owners with a regular mailing 
of post cards or letters and 
literature on certain 


well-placed 


special 
specific service jobs. 

If you are located in a small 
town where local newspaper 
and radio rates are low, you 
may be able to work out a 
very effective local advertising 
program with your local pape: 
or radio station 


New Float Settings Given 
For Chevy Carburetor 


- reanpancee has issued the follow- 
A ing service bulletin: 

Recent changes in the design of 
some passenger car Rochester four- 
barrel carburetors (4GC) make new 
float settings 
changes are the addition of a tor- 
sion spring on a new design float 


necessary 


These 


REDESiG 
FLOas/ONED 


HANGER 








Fig. 1—Torsion spring on 4GC floats. 


hanger (Fig. 1). The torsion spring 
should eliminate engine cut-out that 
was sometimes experienced while 
hard-cornering a vehicle with fully 
warmed engine. The passenger cars 
affected by these changes are those 
equipped with 283- or 348-cu.-in.- 
engines and using automatic trans- 
mission in combination with ait 
conditioning. 

A change has also been made for 
non-air-conditioned cars with 283- 
or 348-cu.-in. engines equipped with 
automatic transmission. In these 
carburetors only the float hanger 
has been redesigned. Carburetors 
with this change can be identified 
by a tag with the letter “B” stamped 
on it 








Modification of carburetors Nos 
(7013004, 7013006, without the “B’) 
7013010 and 7013012 to incorporate 
new float hangers and _ torsion 
springs can be made by installing 
kit part No. 7017804, which includes 
two new float assemblies, two tor- 
sion springs, two fiber float gauges 
and one each of tags stamped 
7015004, 7015006, 7015010 and 
7015012 

Modification of carburetors, part 
Nos. 7013004 and 7013006, identified 
with the letter “B” to incorporate 
the torsion springs can be made by 
using kit part No. 7017803, which 
contains two torsion springs, two 
fiber float gauges and one each of 
tags stamped 7015004 and 7015006 

The new primary and secondary 
float settings for all modified car 
buretors are as follows 

Primary 
Old 143; ,” 
New 133; ,” 


Vance Dies in Virginia 


; 
it 


Joseph Fife Vance, 59, presiden 
of Vance Buick, Inc., Charlottes- 
ville, Va., died recently. He had been 
Charlottesville 


a dealer in since 


=} 5 AR INGS 





A Plan to Upgrade Car Salesmen 


_ proposal deals with the most 
important dilemma presently con- 
fronting automobile _ retailing. I 
make reference to the industry’s 
complete and abject failure to at- 
tract topflight men into the sales de- 
partments of automobile dealers 

My concern for, and interest in 
this problem has prompted me to 
give the matter much thought. I 
have discussed the importance of at- 
tracting college graduates to a ca- 
reer in automobile selling with 
many dealers as well as friends in 
other businesses. Among those with 
whom I have discussed this vital 
subject is Herbert L. Crawford, 
whom many of you will remember 
when he was associated with the 
Studebaker Corp. Herb is now a 
business consultant and resides in 
Daytona Beach. I asked Herb to do 
some research on the subject. His 
report was in such agreement with 
my own thoughts that I want to 
read it to you. Quote: 

“In spite of the fact that most 
dealers themselves are successful 
graduates of the retail firing line— 


By J. SAXTON LLOYD ashamed of the business 
Past President, National Automobile Dealers honor to be in automobile 1 
Association and Florida Automobile Dealers ‘tew have much respect 

Association —— 


nan who sells cars tnere 
Daytona Beach, Fla. aT) 
ture in it 


And—most deal find ji 
tremely difficult to attract and 
promising young men this 
must have—even though the earn- 
ing potential of topflight salesmen is 

igher than many other occupations 

The salesman is the most impor- 
tant man in retailing—there’s no 
argument about that! You'll get all 
kinds of opinions as to why his job 
is the victim of this continuing low 
level of publi esteem. However, 
what we're all most interested in is 
what can be done to upgrade auto- 
mobile selling—make it more sought 
after as a career. Let’s review some 
of the things that have been done 

Beginning in about 1924 or 1925 
the manufacturers embarked on in- 

in spite of the existence of a hard tensive and comprehensive sales 
core of capable, ambitious, highly training programs—and there has 
qualified salesmen—we hear wide- been no let-up since. 

spread and deadly serious charges There have been, and are, travel- 


that ‘too many salesmen are ing sales schools, training centers, 





NEW! CUSTOM-CRUSH* MEANS PERFECT 
e 


SADD 


LE FIT, TOTAL HEAT TRANSFER 


CUSTOM-CRUSH is just one of the many features that make 
McQuay-Norris Bearings stand out. Longer engine life, less 
down time are assured. CUSTOM-CRUSH means perfect 


saddle fit, complete heat transfer. 


% THE SPECIAL McQUAY-NORRIS CRUSH ALLOWANCE 


AT THE SPLIT LINES ASSURES PERFECT SADDLE FIT. 
ORIGINAL PRODUCTION BEARINGS HAVE A UNIFORM 
AMOUNT OF CRUSH BECAUSE ALL PARTS ARE NEW. RE- 
PLACEMENT BEARINGS SHOULD HAVE A SPECIAL CRUSH 
AT THE SPLIT LINES TO COMPENSATE FOR SADDLE WEAR 
AND DISTORTION. 


McQUAY NORRIS “‘atum-lined"’ engine bearings 


i i i Ss. 
are available for late model engine application 


MORE THAN 6400 NUMBERS of all types—a bearing for every need. 








direct-mail courses in selling. Al- 
most every technique known to edu- 
cators has been tried. 

Dealers have developed their own 
training procedures, often based on 
factory-provided material. They 
have paid their own money to en- 
roll salesmen in organized sales 
courses and salesmen have cooper- 
ated fully in most cases. 

These efforts have been produ 
selling savvy. 


tive in increasing 


They have produced some of the 


world’s greatest selling teams and 
individual salesmen, but what they 
haven’t accomplished is to raise the 
level of retail automobile selling (as 
the public sees it) to professional 
status. There are many who feel that 
this is one of the underlying rea- 
sons for retail sales ills! They point 
out that professions have exacting 
standards, codes of professional 
ethics, s, basic requirements 
for training, indentures or appren- 
ticeships, that combine to _ instill 
public confidence and trust. Such 
dealers say that if these yardsticks 
were adapted to automobile selling, 
it could be a true profession—to the 
benefit of manufacturer, dealer, 
salesman and public. 
Is this wishful thinking, theory 

or can selling really be profession- 





Here are excerpts from an address 
by a well-known Southern dealer 
who has recognized the need for 
attracting more — and better — 
salesmen with more prestige in the 
public's eye. After hearing him at 
Detroit last month, the directors of 
the National Automobile Dealers 
Association took the proposal 
under advisement. "Sax'' Lloyd 
was a mechanic's helper more than 
a generation ago, but has been a 
Cadillac-Buick dealer (Daytona 
Motor Co.) at Daytona Beach for 
more than 20 years. 


alized? 

One of America’s largest selling 
industries is doing just that—life in- 
surance! 

Life insurance, like automobiles, 
is a selling business which requires 
ideas, imagination and broad as well 
as specific knowledge—in addition to 
willingness, good intentions, en- 
thusiasm and hard work. 

Thirty-five years ago, the life in- 
surance salesman was in the same 
boat with the automobile salesman. 
He, too, was the butt of occupational 
jokes; his standing in the commun- 
ity left much to be desired and his 
professional status was about zero. 


a 


1927, that industry made 
in vocational education by 
and _ sponsoring the 
American College of Life Under- 
writers—to create a quality pro- 
gram of education (industry ) 
members and to upgrade and pro- 
fessionalize the occupation of life in- 
surance selling. 

The college grants a professional 
designation, similar to a degree, of 
“Chartered Life Underwriter” to 
candidates who five compre- 
examinations (four hours 
life insurance and related 
and who also have served 
an “internship” of three years’ 
actual experience. It issues C.L.U. 
diplomas. Successful candidates may 
use C.L.U. after their name on busi- 
ness cards, etc. They may wear the 
C.L.U. key and are eligible for mem- 
bership in a local C.L.U. chapter 
(there are 113). 

What has C.L.U 
surance? It has established high 
uniform standards of knowledge 
tor 


Then in 
history 
organizing 


for 


pass 
hensive 
each) in 


subjects 


done for life in- 
and 
and 
competence as a requisite the 
C.L.U. designation. 

In their field, these standards 
said to be comparable to the training 
and knowledge required of 
countants (C.P.A.’s), lawyers, archi- 
tects. The study course roughly ap- 


are 


ac- 


QU 


—- 


- vt @* 
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proximates two years of full-time 
college 

The insuring public is accepting 
the C.L.U. with a similar degree of 
confidence it places in any other 
recognized professional man. 

According to C.L.U. surveys, 19 
out of 20 who are awarded the des- 
ignation make life insurance their 
lifetime career. Three out of four 
stay with the same company. Many 
move into management and execu- 
tive positions. 

Young men who formerly shied 
away from life insurance selling like 
the plague, except as a last resort, 
are now taking a second look at the 
business aS a career and one of the 
reasons is that they like the dignity 
and status connotations of C.L.U 
impressed by the achieve- 
Under- 


they're 
ments of Chartered Life 
writers 

The American College of Life 
Underwriters is not a training insti- 
tution to which the insurance indus- 
try sends students. 

It holds no classes, has no in- 
prints no textbooks. It 


structors, 
does not supplant or compete with 


training programs of insurance in- 
dustry members who support it 

these activities are as vigorous and 
independent as in the automobile in- 


dustry. 

Primarily, the college performs 
three major functions for the C.L.U. 
program: 

1—It establishes a curriculum 
which is the basis for C.L.U. exam- 
inations. This is the industry “stand- 
ard.” 

2.—The college issues a suggested 
reading list of textbooks and ma- 
terials available through insurance 
companies or book stores. It pub- 
lishes a comprehensive study guide 
for examinations, and material for 
setting up and conducting study 
groups 

3.—It grades all C.L.U. examina- 
tion papers. Examinations are given 
in June each year in about 175 uni- 
versity centers throughout the coun- 
try. 

The C.L.U. candidate may prepare 
for examinations in any way he 
wishes. If his experience warrants, 
he may take any or all tests without 
formal study! Recommended proce- 
dure, however, is formal class study 
one night a week during about 30 
weeks of the school year for each 
of the five examinations. Thus, the 
normal duration of the “course” is 
four years. 

Leadership of a competent, paid 
teacher is urged. Courses are usual- 





ly sponsored by local underwriter 
associations, agents, agency offices 
and conducted under auspices of a 
college, educational institution—or 
by industry representatives 

The procedure, however, is ex- 
tremely flexible and tailored gen- 
erally to the size of the group, avail- 
able facilities and teaching talent 

Is the C.L.U. concept adaptable to 
our industry? There are a lot of dif- 
ferences between selling life insur- 
ance and selling automobiles and if 
you want to make the comparison 
negative, that’s not very difficult! 
But, when it comes to human ele- 
ments—the salesman himself and 
public confidence, we stand on com- 
isn’t it pos- 
sible, perhaps obvious, that the life 
insurance industry program which 
has proved it can attract desirable 


mon ground. Therefore 


manpower, can creat public respect, 
can build a solid foundation for the 
future—may be well worth emulat- 
ing? , 

Whether we need a 
course, or a three, or a two is inci- 
dental at this time. The point is that 
a successful pattern does exist. Un- 


tour-yeal 


less we develop a plan which can 

produce similar results, the road 

ahead appears dismal indeed! But 
(Continued on page 86) 
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MOTORCRAFT... 
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an all-new line of quality 
replacement parts 


now at your jobbers 
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BE SURE OF QUALITY THAT PROVIDES CUSTOMER 
SATISFACTION... INSTALL MOTORCRAFT PARTS 


Now you can install quality MOTORCRAFT replacement parts . . . help 
increase high-profit repair business by building customer good will. MOTOR- 





CRAFT parts—specially introduced for service stations and independent 
garages—are obtainable only from your jobber, who supplies so many of I KA\ 
your other needs. With MOTORCRAFT parts, you also receive the most tv} 
complete Quick Reference catalogs available. Call your jobber today. PRODUCTS OF 
FORD 
MOTOR COMPANY 





itn 


ARBURTTOR TUME4P WT 





fis 





_ 


SOUTHERN AUTOMOTIVE JOURNAL for July 1960 Want more facts? Use Reader Service Card Page 97 





Plan to Upgrade Salesmen 
(Continued from page 83) 


a C.L.U.-type program for auto- 
mobile salesmen is not enough. For 
the simple reason that there’s a fu- 
ture in selling life insurance—vested 
interest in renewal premiums and 
retirement plans. What does the car 
salesmen have—if he remains a 
salesman? All of us realize that the 
inability of our industry to provide 
such employment inducements is a 
prime reason for many sales troubles 


a grave weakness. 


We need a retirement plan that 
can be offered to salesmen of every 
franchised dealership, regardless of 
size—that could be transferable, 
under certain conditions, if the 
salesman changed employers, or 
moved to another city. And, we can 
have a sound, attractive and uni- 
versal retirement program of this 
kind if we adopt C.L.U.-type train- 
ing and use it as a basis for eligi- 
bility. Therefore, an integral part of 
this over-all program requires that 
the industry set up, or cause to be 
set up, a retirement trust fund for 





LEMPCO DID IT? 


YOU WON'T BELIEVE THIS NEW 518 CRANKSHAFT GRINDER 








Lempco’s “Partnership Terms” 
let you buy out of income! 


Products, Inc., Bedford, Ohio 


For over 40 years, a leading builder of machine tools 
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salesmen, to be administered as such 
funds are generally 
Or, perhaps, be integrated into 
NADA’s present retirement plan. 
Contributions to the fund would 
be made jointly by salesmen, dealers 
and perhaps manufacturers, on the 
basis of retail sales by salesmen 
(new, used, truck) actively enrolled 
C.L.U.-type 


administered. 


in, or 
training. 
The payment plan could be a lump 
sum on retirement or monthly in- 
come for life. 
Rules or by-laws would, of course 
be adopted covering minimum and 


graduates of, 


maximum contributions per sales 
unit—participation by selling dealers 
—early retirement—minimum sales 
per year—termination of employ- 
ment, voluntary or involuntary 
switching employment from one 
dealer to another—retention of 
benefits for men promoted into non- 
selling jobs, etc. 

For sake of discussion only, and 
assuming that total contributions per 
new-car sale averaged only $4, a 
reasonably good salesman who 
started his career at age 25 could 
anticipate a lump sum of roughly 
$35,000 to $50,000 at age 65. 

With double-barreled attractions 
like these we could pick our sales- 
men—not be forced to take the 
Tom-Dick-Harry variety as many 
have been doing for so long! 

Is all of this practical? Will it 
work? Will the industry buy it? Of 
course, it’s practical! There’s enough 
substance to selling 
enough knowledge, training, experi- 
ence salesmen. should have—to 
qualify as a profession. And the type 
of retirement plan we've suggested 
should be no burden to anyone. 

Can it be sold? Certainly—if we’re 
willing to face up to the fact that, 
competitive as we are within our 
own ranks, this is one of those ob- 
jectives that can be attained only by 
collective cooperation of every facet 
of the industry... . 

We all recognize that one of the 
problems confronting NADA is to 
provide services for its members 
which would not otherwise be avail- 
able to automobile dealers—espe- 
cially those who are non-members. 
Here is one service which would 
add great value to NADA member- 
ship. 


automobile 


Wise County Virginians Elect 


The Wise County (Va.) Auto- 
mobile Dealers Association has 
elected W. H. Witt, Jr., of Witt Mo- 
tor Co., Norton, president. 
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Mike Persia Chevrolet Co. of New Or- 
leans, Houston and San Antonio has pur- 
chased Thackston Chevrolet Co. of Green- 
ville, S. C. Principals in the purchase 
included (1. to r.): Rex H. O’Steen. presi- 
dent and general manager of the new 
company: Roy Smith, general sales 
manager; Ford Thackston and Frank 
Thackston. The new firm will continue 
to operate in its present location as Mike 
Persia Chevrolet Co. of Greenville, a 
division of Mike Persia Enterprises. Early 
last month, Thackston celebrated his 32nd 
continuous year in business for Chevrolet 
in Greenville. 


Chrysler Corp. Marks 
35th Anniversary 


"Peps we Corp., founded by Kan- 
sas-born, one-time machinist’s 
apprentice, Walter P. Chrysler, last 
month celebrated its 35th anniver- 
sary by passing the 26,800,000 mark 
in total production of vehicles. 

The company, whose founder built 
his own tool chest, now has total 
assets of $1,440,000,000, an invest- 
ment in plants and equipment of 
$590,000,000 and more than 
$250,000,000 in cash and marketable 
securities, from 78 plants and facili- 
ties in 13 states. 

In 1908 Chrysler took his life sav- 
ings of $700 and borrowed an addi- 
tional $4,300 to buy a Locomobile so 
he could take the car apart, study it 
and put it back together. He helped 
reorganize the Maxwell organization 
in 1920, joined forces with engineers 
Fred Zeder, Owen Skelton and Carl 
Breer and began work on a new 
car. Early in 1924 Chrysler and his 
engineers were ready to exhibit the 
new car and on June 6, 1925, Chrys- 
ler Corp. officially came into exis- 
tence. By autumn nearly 3,800 deal- 
ers were selling Chrysler-built cars. 

The company launched two new 
cars in 1928—Plymouth and De Soto 

and in a surprise move bought out 
the Dodge dynasty founded by John 
and Horace Dodge in 1914. That pur- 
chase increased the company’s phys- 
ical size five-fold and boosted it into 
third place among the world’s auto- 
mobile builders 


Prest-O-Lite Ups Shea 


Jeff Shea has been named sales 
manager of the Prest-O-Lite Battery 
Division of The Electric Autolite Co., 
according to Edmund T. Duffy, direc- 
tor of replacement sales for Autolite 
Shea, who has been in automotive 
battery sales since 1947, was manager 
of battery sales for Reading Batteries, 
Inc., Reading, Pa., when that firm 
became a part of Autolite in 1956. 
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MUSTANG 
For % and 1-ton trucks 











NEW PROFIT-MAKER 
TWIN BOOM WRECKER 


Models range from the MUSTANG 
tor */, ana 1-ton trucks, to the big 
DBS-40 Swing Boom unit 

1 pulling capacity. 


)- tor ste 
2n rare 


STRINGFELLOW WRECKERS fea- 
ture worm gear darives, positive 
y brake and sliding jaw 

| Tr nq 


CNAO 
WOO! 


descriptive 


Manufactured by 


4 
2 POWER... 
~ plus SPEED, 
‘VERSATILITY, 
LOW COST 


RINGEE 
& CO. INC. 


125-12th AVENUE, NO. 
NASHVILLE 3, TENNESSEE 
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Soundmastler 


In a matter of minutes, your NeA*P*A jobber salesman or counterman can 
show you this new, complete program . . . designed to reel in muffler 
prospects . . . tailor-made to net more sales and profits for you. Get the 
complete facts on Soundmaster sales and service aids. They include indoor 
and outdoor signs and displays that “lure” exhaust system prospects 
passing by. They include direct mail, newspaper ads, radio spots, service- 
speeders and the finest, most versatile removal and installation tools in 


the industry. It will pay you well to contact your N*eA*P*A jobber soon! 


MUFFLERS 
INSTALLED 


HEAVY DUTY CURB SIGN INDOOR-OUTDOOR SIGNS CUT-AWAY DISPLAY 
Brilliant colors. Sells for you 24 One illuminated for inside win Fact-telling sign, plus actual 
hours per day every day of the dows or walis, the other ideal muffler cut-away. Use on count- 


year 


for island or driveway. er or hang on wall. 


] 


SOQUNOMASTER MUFFLER SERVICE | 


9) 
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MUFFLER REMOVAL TOOLS HEAVY DUTY 
PLUS BOARD AIR HAMMER KIT 


Soundmaster makes it easy to The finest in the business ... 
service customers with time yours from Soundmaster at less 
saver precision tools at special than half dealer's cost. 


low prices 


PLUS MANY OTHER FREE 
SALES AND SERVICE A/DS } amew 
/ Be BETTER 
DE KOVEN MANUFACTURING COMPANY .. wom 
RACINE, WISCONSIN \. the inside 


Soumdmasfer premium life MUFFLERS *s. 


out! 
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In the f, 

awmoive THERES NO BUSINESS 
service business... 
LIKE CHEVROLET BUSINESS! 


INDEPENDENT GARAGE OWNER: 
“‘As a one-stop place for genu- 
ine Chevrolet parts, you sure 
help me save time and money.” 


CHEVROLET PARTS MANAGER: . 8 
“We do our best to keep a bal- : : ae 
oy ae 4 J 


anced parts stock. It’s our way (, 
of helping you get your Chev- 
rolet customers’ cars back on 
the road fixed right and right 


on time.” 


Your Chevy dealer can help 
you keep profitable Chevy busi- 
ness rolling in. Here’s why: 


1. Over 17,000,000 Chevrolet cars 
and trucks on the road ... 
more than any other make. 


2. Your Chevrolet dealer can be 
your one-stop source for 
genuine Chevrolet parts. 


3. Genuine Chevrolet parts are 
built of the same quality of 
materials and to the same 


rigid engineering specifications 
as the originals. 

4. Your Chevrolet dealer can 
offer profit-building service 
aids to help you serve 
Chevrolet owners. 


7 
CHEVROLET DIVISION OF GENERAL ( 1 M 
MOTORS, DETROIT 2, MICHIGAN GENE HAL Ms 


GENUINE 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE 
...HE IS READY, WILLING AND ABLE TO SERVE YOU! 
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Top: Vice President Roche 
Above: William F. Hufstader 


James Roche of Cadillac 
Succeeds Hufstader 


aMEs M. Roche has been ap- 
J sane vice president in charge of 
the distribution staff of General 
Motors, succeeding William F. Huf- 
stader, who retired under the cor- 
poration’s retirement program 

A veteran of 33 years with the 
Cadillac Motor Car Division, Roche 
has been the division’s general man- 
ager and a GM vice president since 
Jan. 1, 1957. The distribution staff 
administers distribution sales poli- 
cies and also cooperates with the 
divisions in the development of ef- 
fective merchandising and service 
procedures, Roche will direct dealer 
relations activities and also GM’s 30 
service training centers across the 
nation. 

Harold G. Warner, who has been 
Cadillac’s works manager since 
1955, succeeded Roche as 
manager. With the exception of one 
year on a special assignment, War- 
ner’s entire automotive career has 
been with Cadillac, which he joined 
in 1927. 


general 


Holder Dies in Crowley, La. 


Roy Lee Holder, 68, retired imple- 
ment and automobile dealer of 
Crowley, La., died last month, 
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Thomas W. Flood Joins Willys 


Thomas W. Flood, former vice 
president of The Electric Autolite 
Co., has joined Willys Motors, Inc., 
as special assistant to President S. 
A. Girard, Flood’s assignments will 
be in connection with the company’s 
expanding and export 
trade. 


domestic 


Herbert W. Clough, vice president 
in charge of marketing for Belden 


Mfg. Co., Chicago, has been elected 
a director. He joined the company 
in the magnet wire sales service de- 
partment in 1922 and was elevated 
to a vice presidency in 1940. 


Hattiesburg Picks Smith 


New president of the Hattiesburg 
(Miss.) Automobile Dealers Asso- 
ciation is George Smith of Auto 
Service Co. Other officers are Paul 
Martin of Martin Motors, vice presi- 
dent, and Henry Richmond of Joe 
Morris Motors, reelected secretary. 








world’s finest 


tire and tube repair 


materials for dependable 


service and 


Self Vulcamizing 
TUBE and TUBELESS TIRE REPAIRS 


we 
— mK re 
moe as’ ve 2 


Cold vulcanizing DUAL-PURPOSE 
PATCHES — round and oblong — 


5 sizes fill all shop needs for tube and 


tubeless repairs. Dispenser cabinet. 


s0N KEY 
ibs 


“The World's Best” 


The original ‘‘Blunt Diamond"’ 
SIZZLE PATCHES — safe and sure 
vulcanized repair for tubes and 
tubeless tires — Filler Tabs on 

the patch plug the hole. 


WRITE FOR COMPLETE 

CATALOG OF TIRE and 

TUBE REPAIR MATERIALS 
Or call your jobber. 


100% RAYON CORD PATCHES — 
scientifically designed 
for permanent tire 
repair — bevel 

edges — permanent 
adhesive face. 

6 sizes. 


MONKEY / 
GRIP 


RAYON CORD 


MONKEY GRIP SALES CO. 


P. O. BOX 6170 


: DALLAS, TEXAS 
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*CP-770 POWER MASTER. 
¥,” drive Air-Wrench. Ideal 
for truck work to 1” bolt size. 
Weighs only 17% Ibs. 


%” bolt size. 


*CP-720 MIDGET %” DRIVE 
AIR-WRENCH. Indispensable for 
tune-up and transmission special- 
ists, body experts. Capacity to 


*CP-725 PACEMAKER 1.” DRIVE 
ELECTRIC IMPACT WRENCH. With 
slim nose section to get into hard- 
to-reach spots. One-hand safety 
reversing switch. Capacity to %” 


*CP-750 RUGGED DUTY "2" DRIVE 
AIR-WRENCH. Extra heavy and 
rugged for wheel and front end 
specialists. Capacity to %” bolt size. 


bolt size. 


The best mechanics demand the best 


When they want top quality, 


top performance 


CP-714 ZIP-GUN drives, splits, cuts, punches 
and peens. Most versatile tool in the shop 
Terrific time-saver on muffler and tail pipe 
work. Weighs only 34% Ibs. Kits including 
chisels and attachments available 


CP-705-20TC PNEU-DRAULIC JACK. Air 
powered hydraulic jack operates from shop 
air line. Compact—20-ton capacity. Ideal for 
lifting trucks, buses and for frame straight 
ening. Quick-detachable pump may be used 
on all porto-power type jacks and presses 
to 100-ton capacity 


CP-715 BEAD BREAKER. Air-powered, de 
livers 2000 hammer blows per minute. Com- 
bines hammering with prying action toloosen 
frozen casings. Also ideal, with broad chisel, 
for low-cost demolition of wrecks. Elimi 
notes fire hazards. 
K aii CP Air-Wrenches have VARI-TORK Power 
Converter for superb torque control. All models 
available with LOK-ON Angle Drive 
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*CP-740 TORK- 
KING, the most 
popular 4” drive 
Air-Wrench 

on the market. 
Thrives on rough, 
hoard usage. 
Practically 
maintenance-free. 
Capacity to ¥%” 
bolt size. 


in tools, and... 


long life, 


a ~ 


ask for CP! 
i Tops in skill 


Every mechanic — og ee a ar : essential i Tops in tools \ 
to turning out quality work In volume — day-in, day-out. - 

CP automotive ales tools — both air and electric — have is why they 
earned their reputation for top dependability on every \ call me / 
type of job in every shop. "TOPPER" / 
Chicago Pneumatic, the power wrench leader, was first “hie. Sai. 
with air, first with controllable power that lets you \\ 

run every nut to exact tightness... first with LOK-ON 

angle drive for the ratchet wrench jobs. 

Team-up your reputation for expert workmanship with 

CP’s reputation for profit building. 


Chicago PRRCUTIALIC 002 00 ese nes 


AIR & ELECTRIC IMPACT WRENCHES + BEAD BREAKERS «+ ZIP-GUNS + PNEU-DRAULIC TRUCK JACKS AND PUMPS 


SOUTHERN AUTOMOTIVE JOURNAL for July 1960 Want more facts? Use Reader Service Card Page 97 





15,000 Engineers Expected 
By SAE at Detroit 


M orE than 15,000 automotive en- 

gineers from all parts of the 
world are expected to attend a con- 
gress of the Society of Automotive 
Engineers to be held Jan. 9-13 at 
Cobo Hall in Detroit. 

Harry E. Chesebrough, SAE pres- 
ident, said the joint meeting will be 
called the Society of Automotive 
Engineers International Congress 
and Exposition of Automotive En- 


gineering, and will feature more 


than 500 displays by suppliers to the 
aircraft and automobile industries 
in the 200,000-square-foot exposi- 
tion. 

Theme will be “Breakthroughs in 
the ’60’s.” Among 60 technical ses- 
sions being programmed will be an 
all-day symposium on “How Will 
the Passenger Travel in Mass Trans- 
portation on 100-200-Mile Trips in 
the Late 1960’s?” Vehicles to be 
considered include  ground-effect 
machines, monorail cars, V/STOL 
craft, pre-programmed people pods 
and anti-gravitation devices, as well 





NEW! EMERGENCY WARNING LAMPS 
th Roto Beacon 


L8-373 swivel bracket for Roto 
—. Beacon's 370 
and 375 


#365 
2 f 
The economy 360 wy 
degree flashing lamp \ ‘e 
(permanent mount or 
portable) utilizes a 50 
candle power bulb and can be per- 
manently mounted on either the car 
roof or swivel bracket LB-363. 
Portable model has magnetic base. 


4 
iat 


MANUFACTURING CO., INC. 
State Route #7, P. 0. Box 766 NMS 


OPTIONAL 
SWIVEL MOUNT 
KEEPS 
WARNING LAMP 
VISIBLE 
AT ALL TIMES 
Grote'’s new 


chrome-plated 
375 Roto Beacon 


sealed beam revolving lamp incorporates 


many advanced engineering features ... 
Lamp is supported by a high thrust sealed 
ball bearing . . . Exclusive bronze geor 
. Dome made of high tensil 
strength non-fading lucite . . . Unit can be 
mounted without disassembly. Model 370 
features a 100 candle power stationery bulb 
and a 4-inch alazac finished non-tarnishing 


reduces wear .. 


rust-proof reflector revolving around the bulb. 


QUALITY SAFETY 
ACCESSORIES 


Madison, Indiana Lamps e Directional Signals © Reflectors « Flares © Mirrors 
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Charles E. Heitman, Jr. (shown here), 
former president of Carter Carburetor 
Division of ACF Industries, Inc., has 
joined the staff of George E. Stoll, ex- 
ecutive vice president of Bendix Avia- 
tion Corp. A native of Bolton, Miss.., 
Heitman received a bachelor of science 
degree in electrical engineering from 
Georgia Tech. 


as buses, trains and conventional 
aircraft. 

Other sessions will cover trucks 
to travel future highways, road- 
building equipment for preparing 
future highways, successors to the 
piston engine and their effect on ve- 
hicle design, steels for supersonic 
aircraft and other vehicles of the 
future, new nonferrous and non- 
metallic materials and tools for “hot 
labs.” 

A highlight of the event will be 
the science pavilion, a non-com- 
mercial display featuring examples 
of the latest technical developments 
in automotive engineering. Paul C 
Ackerman, vice  president—engi- 
neering, Chrysler Corp., will be 
chairman of the operations commit- 


tee. 


Rochester Appoints Lingg 


Kenneth F. Lingg has been ap- 
pointed sales manager of the Ro- 
chester Products Division of Gen- 
eral Motors, replacing Harold E. 
Stahl, who has been awarded a one- 
year Sloan Fellowship in executive 
development at the Massachusetts 
Institute of Technology. Assistant 
sales manager since July 1957, Lingg 
joined Rochester Products in 1943 
as a student at General Motors In- 
stitute. 


Blackhawk Elevates Hansen 

Frederick F. Hansen, general 
manager of Blackhawk Automotive 
Division, has been named a vice 
president of Blackhawk Mfg. Co., 
President Philip G. Brumder an- 
nounced. 
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On this and the following pages is an excellent selection of free Auto- 
motive literature. List numbers of those desired on the coupon and mail 
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102 MODEL NUMBER INTERCHANGE — 
Handy reference sheet with complete 
listing of all passenger cars 1946 through 1960 
by model number interchangeably with model 
name. Saves look-up time by including car 
model data not found elsewhere. Useful as a 
supplement to every automotive parts cata- 
log. Kem Mfg. Co., 20-21 Wagaraw Rd., Fair 
Lawn, N. J 


| 05 WAGNER AIR BRAKE AND ROTARY 
AIR COMPRESSOR BULLETIN—Dis- 
cusses in detail] straight air and air-over-hy- 
draulic air braking systems. Contains an ex- 
planation of the operation of the Wagner Ro- 
tary Air Compressor complete with diagrams, 
cross section drawings, and photographs. Lists 
by catalog numbers component parts as well 
as field installation kits. Write for Catalog 
KU-201, Wagner Electric Corporation, 6362 
Plymouth Avenue, St. Louis 14, Missouri 


10 CAP MERCHANDISER—How to in- 

crease profits by use of radiator and 
gasoline cap Merchandiser. The space saving 
Merchandiser saves you time and money 
while increasing sales and profits. Ask for de- 
tailed information. Stant Mfg. Co., 1620 Co- 
lumbia Ave., Connersville, Ind. 


108 ELECTRICAL EQUIPMENT FOR 1960 
PASSENGER CARS — New booklet, 
fully illustrated covers description of units as 
well as servicing and adjustments of charging 
circuit, starting circuit and ignition circuit 
Also covers D.C. and A.C. Generators. Delco- 
Remy Div., Technical Literature Section, An- 
derson, Ind 


109 AMMCO BRAKE SERVICE ENGINE 
J REPAIR AND HONING TOOLS AND 
EQUIPMENT — Catalogs, describing the 
Ammco line of brake drum lathes, brake shoe 
grinders, brake drum micrometers, brake shoe 
setting gages, brake hones, brake bleeders, 
brake safety checking instruments, pin fitting 
honing machines, small bore hones, cylinder 
hones, cylinder surfacing hones, ridge ream- 
ers and torque wrenches. Ammco Tools, Inc., 
2110 Commonwealth Ave., North Chicago, II. 


| | 2 SOUND SLIDE FILM— Entitled “Auto- 

motive Wheel Bearings” is the first in 
a series of audio-visual aids designed to pro- 
vide bearing salesmen, servicemen and re- 
placement parts men with practical and use- 
ful information on various applications for 
ball, roller and engine bearings and on oil 
seals. Federal-Mogul Service, 11031 Shoe- 
maker Ave., Detroit 13, Mich 


| 14 32 REASONS FOR OIL CONSUMP- 

TION—An easy-to-use, indexed cor- 
rective manual listing 32 major oil consump- 
tion problems and remedies. Informative il- 
lustrated, prepared by one of the top techni- 
cal staffs in this field. Write—Oi!l Consumption 
Booklet, American Hammered, 2001 Sanford 
Street, Muskegon, Mich. 


| 16 REMANUFACTURED ENGINE BRO- 

CHURE—New 6 page folder helps sel! 
vehicle owners on the many advantages of 
remanufactured engines. The back provides 
space for the installer, the jobber, or the re- 
builder to imprint his name. It provides an 
excellent sales aid piece for engine rebuilders 
and their jobbers to supply to service outlets 
installing engines. Muskegon Piston Ring Co., 
Muskegon, Mich 


| 18 BRAKE SERVICE GUIDE—Complete 

instructions for inspecting, flushing 
and bleeding the brake system. Handy trou- 
ble check chart. Write for Bulletin HU-411 
Wagner Electric Corp., 6400 Plymouth Ave., 
St. Louis 14, Mo. 


| 19 FILTER SERVICE MANUAL AND 

SPECIFICATIONS—24 pages contains 
useful service information on oil, air and 
fuel filters. Pictures and graphs give oil filter 
service on all late model cars. Also includes 
filter specifications for domestic and foreign 
cars and trucks as well as cross reference 
charts. Purolator Products, Inc., 970 New 
Brunswick Ave., Rahway, N. J. 


12 TIRE RETRUING — An illustrated 

profit service. Describes Bear “On-A- 
Car’ Service which makes possible tire re- 
truing right on-the-car. Explains method us- 
ing most advanced truing principle. Bear 
Mfg. Co., Dept. SAJ, Rock Island, IIl. 


123 AERO-SEAL HOSE CLAMPS—<An il- 
lustrated 4-page folder giving clamp 
ranges, mechanical information, engineering 
data, stock numbers, packaging, etc. Breeze 
Corps., Inc., 700 Liberty Ave., Union, N. J 


| 25 STANDARD D U T Y GENERATOR 

REGULATIONS—A 16-page 8'2 x 11 
inch booklet covering the operations and 
maintenance of Delco-Remy regulators. (62 
pictures). Contains illustrations showing var- 
ious steps of adjustment. Will help automo- 
tive electricians understand and service regu- 
lators. Delco-Remy Service Department, An- 
derson, Indiana. 


127 HYDRAULIC BRAKE FLUID SERV- 
ICE — HOW TO CHECK, DRAIN, 
FLUSH, REFILL BLEED Easy reference 
book that contains helpful service instruc- 
tions as well as detailed descriptions and il- 
lustrations of the latest methods and pro- 
cedures for profitably servicing hydraulic 
braking systems. Send for Bulletin HU-17H, 
Wagner Electric Corporation, 6362 Plymouth 
Avenue, St. Louis 14, Missouri 


13 VALVE CATALOG—A new 166 page 

catalog of valves, valve guides, valve 
seats, valve openings and other valve com- 
ponents is offered by Rich Mfg. Corp., 200 
Elm St., Battle Creek, Mich 


133 CATALOG NO. 56 — Features more 
than 300 Champ-Items automotive re- 
placement parts for all makes of cars. A handy 
service book. Champ-Items, Inc., 6190 Maple 
Ave., St. Louis 14, Mo 


| 3 AIR COOLED ENGINE VALVES A 

complete 8-page & cover catalog of 
valves for air-cooled engines and locks, first 
offered by any replacement valve manufac- 
turer. Lists replacement valves for leading 
manufacturers of engines used for powering 
lawnmowers, garden tractors, mixers, con- 
veyors, pumps, combines, industrial engines, 
refrigeration units. Rich Mfg. Corp., 200 Elm 
St.. Battle Creek, Mich 


| 40 PRESSURIZED COOLING SYSTEM 

Servicing and maintenance of the pres- 
surized cooling system is detailed in a book- 
let available from Stant Mfg. Co., 1620 Co- 
lumbia Ave., Connersville, Ind 
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| 44 RADIATOR SERVICING New 32 

page booklet entitled ‘New Blueprint 
for Profits” shows how any car dealer, filling 
station or auto repair shop may go into the 
radiator servicing business. It covers proced- 
ure for setting up radiator service depart- 
ment; shows latest compact shops, testing, 
cleaning and repairing units, and includes a 
complete price list and specification chart. It 
describes methods of financing, etc. which 
the manufacturer makes available to cus- 
tomers, factory training school, guarantees, 
etc. Inland Mfg. Co., Dept. B-138, 1108 Jack- 
son St., Omaha 2, Neb 


14 TIRE & TUBE REPAIR MATERIALS 

are listed in this new 12-page catalog 
Gives the complete line offered and also the 
stock numbers, quantity in package and the 
shipping weight. Ace Rubber Co., P. O. Box 
6147. Dallas, Texas 


| 56 BONDO PLASTIC FIBERGLASS 

PASTE DIRECTION FOLDER—8 pages 
of easy-to-follow, how-to-do a better body 
repair job with this “miracle body filler that 
hardens like rock.” Easily, quickly and con- 
veniently applied, Bondo permanently re- 
stores surfaces “like new” for automotive 
marine and industrial repairs of metals, wood 
stone and concrete. Bondo Div., Jaycee Chem- 
ical Corp., 1104 Forest Road, Northford, Conn 


162 BONDO SERVICE BOOKLET — IL- 
LUSTRATED—Describes in complete 
detail application and uses of plastic-fibre- 
glass filler for the auto body repair—show- 
ing different types of repair work and ad- 
vantages and how to save time on body work 
Bondo Div., Jaycee Chemical Corp., North- 
ford, Conn 


16 TIRE TOOL CATALOG—Sheets show 

you the complete Ken Tool line giv- 
ing specifications for each. Includes expla- 
nation of how and where each tool should be 
used to most profitable advantage. Ken Tool 
Mfg. Co., 768 E. North St., Akron, Ohio 


167 1960 LAMP & FLASHER SERVICING 
GUIDE—Includes following informa- 
tion: Vision-aid headlamp information, aim- 
ing instructions, installation instructions for 
sealed beams and miniatures, complete auto 
lighting service, servicing directional signals, 
and specifications for 1946-60 American and 
European cars. Tung-Sol Electric, Inc., 95 8th 
Avenue, Newark, N. J 


| 7 HYDRAULIC PARTS—Complete mas- 

ter catalog of the complete line of Eis 
hydraulic parts. Lists and illustrates the com- 
plete line of repair kits, hoses, stop-light 
switches, brake-master and wheel assemblies 
Information complete up to 1957. Eis Automo- 
tive Corp., Middletown, Conn 


180 THE LAMSON NO. 56-A AUTOMO- 
TIVE CATALOG Completely re- 
vised, illustrated reference book of fasteners 
used daily by automotive maintenance men 
including Plated Cap Screws and Nuts—Brass 
Nuts, Exvansion Plugs, Assortments. Brake 
Lining Fasteners. Bumper Bolts, Tavving 
Screws, Flat and Lock Washers, Truck Wheel 
Studs, Stove Bolts, Cotter Pins and many 
other items. List prices, dimensions and car- 
ton ouantities are given. Lamson & Sessions 
Co.. 5000 Tiedeman Rd., Cleveland 9, Ohio 


| 85 SERVICE ENGINEERING BRO- 

CHURE—A new brochure comprised 
of 14 Service Engineering articles covering 
oil consumption problems, ring problems. oil 
control problems peculiar to the modern high 
compression-high vacuum engines, piston and 
piston ring nomenclature and several articles 
on scuffed rings and how to avoid scuffing 
and scoring. Perfect Circle Cor} Hagers- 
town, Ind 


| R8 ELECTRICAL TUNE-UP TESTING 
EQUIPMENT CATALOG NO. 100 DB 
Gives full information on each testing 
equipment item in the entire Herbrand line 
Includes details on such items as Power Tim- 
ing Lights, Comovression Guages, Neon Tube 
Timing Lights. Tachometers and others. Her- 
brand Div., Fremont, Ohio 


194 TWIN POST TIFT WHEEL ALIGN- 
MENT OUTFIT Illustrated 8-nage 
catalog, shows how this equipment does not 
limit floor space, shows how anyone can do 
wheel alignment and points out fast readine 
idvantages. Weaver Mfg. Co., Springfield, IT! 


196 AIR COMPRESSOR CATALOG 

Twenty-page catalog gives detailed 
instructions on how to select a compressor 
Also includes specifications and information 
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on various type of compressors, components 
ind accessories. Ask for Catalog No. 734-2, 
Weaver Mfg. Co., Springfield, Il. 


| 9 -- i TERY TESTING PROCEDURE 
y illustrated booklet gives step by 
step outline of fast, simple and accurate bat- 
tery ing procedure. Also gives list of rec- 
aaenned testing equipment to have on 
hand Delco-Remy Div., Technical Literature 
Section, Anderson, Ind 


198 SERVICE JACK CATALOG PAGE 
Model WA-66, 1'4-ton and 1'2-ton 
service jacks are fully described. Light 
weight of these models makes them ideal for 
road service trucks and away from shop 
service Includes complete _ specifications 
Weaver Mfg. Co., Springfield, Il 


199 20-TON CAPACITY FLOOR JACK 
CATALOG PAGE—Fulfills need for 
floor type jack with greater capacity than 
has been previously available. Includes spec- 
ifications on construction, capacity and serv- 
ice. Weaver Mfg. Co., Springfield, Ill 


200 FREE WHEEL LIFTS AND ROLL ON 
LIFTS CATALOG PAGES—Two pages 
gives dimensions, capacity and other perti- 
nent information about these two Weaver 
products. Weaver Mfg. Co., Springfield, Il 


201 TWIN POST LIFT ADAPTER RE- 
QUIREMENTS Gives definite in- 
tructions on which adapter is needed for 
various passenger car models. Adapters de- 
scribed are required for all 1957 model cars 
Weaver Mfg. Co., Springfield, Il. 


206 THE SERVICE STORY ON SHOCK 
ABSORBERS—Handbook points out 
that one of every four cars on the road is in 
need of some kind of shock absorber service 
It illustrates proper servicing procedures, in- 
cluding importance of periodic inspection of 
shock absorbers on air suspension cars. It is 
designed to simplify shock absorber installa- 
tions. United Motors Service Div., 3044 W 
Grand Blvd., Detroit 2, Mich 


2 14 THE WHYS AND HOWS OF VOLT- 
AGE REGULATORS — Explains in 
simple language, every detail of Voltage Reg- 
ulators—how they work, why they are im- 
portant, how to adjust and service them. In 
16-page handy pocket size edition, with many 
working drawings to clarify and illustrate 
the text. Standard Motor Products, Inc., 37- 
18 Northern Blvd., Long Island City 1, N. Y 


21 ILLUSTRATED BROCHURE De- 

scribing rugged new tire truing and 
balancing machine employing superior engi- 
neering design and unique cutting principle, 
for all tires up to 11:00 x 22. Explains theory 
of tire truing, describes market potential 
profit possibilities—with details of purchases 
plan. Amermac, Inc., P.O. Box 595, Americus, 


Ga 


299 | ‘WHAT PRICE QUALITY” —Read how 
ignition parts should be made and 
why WHAT PRICE QUALITY” tells the 

ory of the making of quality ignition parts 
Written in non-technical language. Standard 
Motor Products, Inc., 37-18 Northern Blvd., 
Long Island City 1, N. Y. 


225 THE “CAMEL COOLIE” VENTI- 
LATED SPRING CUSHION four color 
catalog page is now available. This newest 
seedunt is hailed by the industry as a wel- 
come addition to the Camel line. H. B. Egan 
Mfg. Co., Muskogee, Okla 


226 OIL LEAK DETECTOR Bulletin 
shows how hooking up the bearing oil 

“ak detector reveals internal engine condi- 
tions, uncovers main, rod or cam bearing 
wear, plugged oilways, starved bearings, be- 
fore tearing down the engine. Also describes 
how the detector checks the completed over- 
haul and pre-lubricates moving parts before 
turning over the engine. Illustrates two sizes 
with maintained oil pressure—one for cars 
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one for larger truck engines. Federal-Mogul 
Service. 11031 Shoemaker, Detroit 13, Mich 


22 PROFITABLE ENGINE REPAIR — 6 

pages entitled “Profit Paks” shows 
how to get started profitably and at low in- 
vestment cost in engine repair service; how 
to equip to make 17 essential A.E.A. tests, etc 
Sun Electric Corp., Dept. PB, 6331 N. Avon- 
dale Ave. Chicago 31, Il. 


2 3 5 THE TRUTH ABOUT TUBELESS TIRE 

REPAIR—Booklet based on 200,000 
actual on-the-road test miles. Explains in de- 
tail the things that happen to a tubeless tire 
when it is punctured and describes the only 
safe, sure method of repair. By reading this 
booklet and making the repairs as described 
in it, you can guarantee that your patch will 
ast the life of the tire H. B. Egan Mfg. Co., 
P. O. Box 1406, Muskogee, Okla 


237 NEW MODEL 519 CRANKSHAFT 
GRINDER—A 2-page informative bul- 
letin just published by Lempco Products, Inc 
Complete with illustrations, dimensions and 
reference data on this low-cost, precision 
crankshaft grinder with outboard counter- 
balancing. Write Lempco Products, Inc., Dun- 
ham Road, Bedford, Ohio 


240 BATTERY SELLING AND SERVIC- 
ING EQUIPMENT—Attractive 8-page 
brochure in full color gives the complete line 
of chargers, testers and accessories. Includes 
all specifications. Fox Products Co., 4720 N 
18th St.. Philadelphia 41, Pa 


242 AUTOMOTIVE LINES—4-page book- 
let lists all of the Solder Seal chemi- 
cal tools, giving part numbers, size, case con- 
tents, list and dealer prices. Radiator Spe- 
cialty Co., 1400 W. Independence Blvd., Char- 
lotte 8. N. C 


25 TOOL CATALOG “Ww” - 112 pages 

gives pictures, description and speci- 
fications of the complete Snap-On Tool line 
of merchandise. Snap-On Tools Corp., Keno- 
sha, Wis 


262 OIL FILTER SELLING AIDS Wix 
O-Matic the guide to extra profits in 
oil filter service sales. A revolutionary mer- 
chandising concept featuring minimum, con- 
trolled inventory, guaranteed sales, perpetual 
stock control, Dial-O-Matic cartridge selec- 
tor, cartridge installation charge guide, deal- 
er franchise, plus choice of two eye-catching 
money making merchandisers—floor cabinet 
or wall rack. Ask for brochure giving com- 
plete details. Wix Corp., Gastonia, N. C 


263 “WHAT’S UNDER THE HOOD?”—24 
page illustrated booklet names and lo- 
cates all the components under the hood of 
average car. Tells what each. is, what it does 
and what attention the motorist should give 
it. Written with realization of importance of 
women as primary buyers of automotive 

1intenance Wix Corporation, Gastonia 
N.C 


264 TIRE VALVES, EQUIPMENT AND 
TOOLS—Complete jobber catalog de- 
scribes the entire line: giving numbers, de- 
scription, packaging and weight of each 
item. Acme Air Appliance Co., Inc., 205 New- 
man St., Hackensack, N. J 


26 TIRE VALVE WALL CHART—Com- 

parison chart shows application of 
tubeless tire valves by car name. Also shows 
the interchange stock numbers of other man- 
ufacturers. Acme Air Appliance Co., Inc., 205 
Newman St., Hackensack, N. J 


27 home TUBELESS TIRE VALVE WALL 

CHART—Measuring 19” x 25”, the free 
chart lists 67 models of 18 major American 
cars, with their corresponding wheel size; 
tire size; manufacturers’ recommended tire 
pressures, both front and rear; plus complete 
recommended valve information both for 
1960 models as well as earlier model cars. It 
also gives comparable information for 28 
models of 12 popular foreign make cars. The 
Dill Mfg. Co., 700 E, 82nd St., Cleveland 3 
Ohio 


AUTOMOTIVE CHEMICALS—8 page 
27 | catalog gives description of each item 
in the Permatex line giving uses, parts num- 
bers and sizes. Permatex Co., Inc. 300 Broad- 
way, Huntington Station, New York, N. Y 


274 NEW WHEEL SERVICES — Catalog 
lists 11 new wheel alinement and bal- 
ancing services and is said to be the most 
complete catalog of its kind in the industry 
The 20 page catalog describes and illustrates 


all of the new Bear equipment. Bear Mfg. Co 
Rock Island, Ill 


PISTON RING—16-page booklet con- 
275 tains a description of the Modern 
Power features of Ramco Piston Rings com- 
plete with illustrations. Ramsey Corp., P.O 
Box 513, St. Louis 66, Mo 


CARBURETOR WALL CHART—Three 
283 color 17” x 22” trouble shooter chart 
locates the sources of seven common types of 
carburetor trouble and gives specific causes 
and remedies, Hygrade Products Div., Stand- 
ard Motor Products, Inc., 37-18 Northern 
Blvd., Long Island City 1, N. Y 


‘INSTALL RATHER THAN OVER- 
285 | HAUL”—A booklet designed to show 
dealers, independent repair shops and install- 
ing shops the many benefits resulting from 
the installation of rebuilt engines. Write Mus- 
kegon Piston Ring Co., Muskegon, Mich. 


288 LOTION-TYPE SKIN CLEANER—I!- 
lustrated brochure gives you six pages 
of instructions of how you can cut hand- 
cleaning time and help prevent dermatitis 
Gojer, Inc., Box 991, Akron, Ohio 


CREME HAND CLEANER 8 page 
289 booklet contains illustrated informa- 
tion on how you can save 75 on clean-up 
costs and safeguard employees against der- 
matitis and other painful skin irritations. In- 
cludes listing of other cleaning preparations 
money-saving dispensers and convenient 
brackets. Gojer, Inc., Box 991, Akron, Ohio 


293 MUFFLER INSTALLATION GUIDE 

New 1959 Muffler Installation Guide 
includes photos and easy-to-read instructions 
for removing and replacing mufflers. Special 
suggestions and short cuts are given for par- 
ticular car makes and models to provide a 
thorough guide for all types of installations 
Walker Mfg. Co. of Wisconsin, Racine, Wis 


29 SELLING RING JOBS—8 page folder 

entitled “The Sealed Power 4-Way 
Check Plan” shows you the essential points 
necessary for successful ring jobs. Will great- 
ly assist you in doing a better selling job 
with customers. Sealed Power Corp., 500 San- 
ford Ave., Muskegon, Mich 


30 VALVE CATALOG—No. 59 gives 29 

pages of alphabetical valve listings 
and also includes interchange list and nu- 
merical list. Manley Valve Cory 1523 Fair 
mount Ave., Philadelphia 30, Pa 


30 DUAL-PURPOSE TIRE REPAIR 
PATCHES Illustrated catalog de- 
scribing new Self-Vulcanizing Dual-Purpose 
Patches. Metal dispenser cabinet for shop use 
patches packed in handy dispenser cartor 
Monkey Grip Sales Co.. P. O. Box 6170, Dal- 
las 22, Texas 


306 NEW FRICTION TAPE DISPLAY 
Illustrated catalog covering entire line 
of Monkey Grip Friction Tape and lastic 
Electrical Tape, features new merchandising 
rack for carded Friction Tape. Also, counter 
display containers for boxed tape. Monkey 
Grip Sales Co., P. O. Box 6170, Dallas 22 
Texas 


307 TIRE REPAIR MATERIALS. AUTO 
MATS, AND AUTOMOTIVE RUBBER 
PRODUCTS—New complete 24 page catalog 
covering Monkey Grip Products for the Au- 
tomotive Trade. Colorful, illustrated and in- 
formative. Monkey Grip Sales Co., P.O. Box 
6170, Dallas 22, Texas 


TUBELESS TIRE REPAIR PLUGS 
308 Molded rubber plugs for on-the-whee 
puncture repairs in Tubeless Tires are de- 
scribed in new catalog. Plugs are available 
in complete shop assortment kit, consumer 
kit, and packages according to size. Monkey 
Grip Sales Co., P. O. Box 6170, Dallas 22 
Texas 


TUNE UP SPECS—8-page booklet con- 
3] I; taining latest 1959 ignition tune uy 
specifications for trucks, small engines and 
tractors is being offered free by Standard 
Motor Products, Inc., 37-18 Northern Blvd 
Long Island City 1, N. Y 


WAGNER BRAKE PARTS CATALOG 
31 A handy ONE-POINT reference to 
fast-moving brake parts and lining, covering 
popular models of cars and trucks. Catalog 
also lists complete stock of shoe exchange 
sets, as well as CoMaX bonded lining seg- 
ments available to those interested in bond- 
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Help yourself to free literature 
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ucts mentioned in this issue. 


Instead of writing a dozen different manufacturers for free 
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New Product or Booklet listings in which you are interested. 
For more information on advertisements, just indicate the page 
number on which it appears. 

Be sure to print or write legibly your name and address— 
drop it in the nearest mail box and 


SAJ pays the postage! 


(This card not valid after 90 days) 


i 
i 
! 
! 
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' 


Send me these FREE Catalogs and Bulletins . . . Fill in numbers 
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: | want details on these New Products . . . Fill in numbers 
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' Send more information on following advertisements 


| (List page No. Also company name if more than one ad on page) 
' 
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The Rochester-GU Service Li 


OFFERS YOU MORE 
SERVICE SALES 
PER CUSTOMER MILE 


Sell the Service Line that’s going places fast! 


Here’s another top-quality combination to help your customers 
to more performance . . . and help yourself to more service 
sales and profits. It’s Rochester-GM Carburetor original 
equipment replacement units, BT-3 tune-ups and service kits 

. designed for extra-performance sales! These are examples of 
the extra sales in store for you when you handle the Rochester-G M 
Service Line . . . the Service Line that’s going places fast. 
Order today from your nearby UMS distributor. 
Rochester Products Division of General Motors, Rochester, New York. 


NEW UNITS 


Low Prices 


Up-date your customer's fuel system 
with original-equipment quality re 
placements for better performance. 


CARSB-AIRATOR 
CARBON-X 


CHEMICALS ~< 
RP GM |) 
ab Mi } ai 


ns A me = co mane mus « Ni 
SHG | = est 
New hot idle compensotor fits off cors; 


cures stall due to excessive under- 
hood heat. Quickly, easily installed. 


Researched, tested and recommended 
by Americo’s number one corburetor 
manvufocturer for any cor oF truck 





America's 

number one 
Original equipment 
carburetors 


ROCHESTER BURETORS 
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HANG / I / e « youre in business ! 


install pe 


Thermostat 


FOR PROPER MOTOR PERFORMANCE 
AND MAKIMUM HEATER CAPACITY 


/nstall @ New 


16 STAT ASSOR 
FITS 9 OUT of 


NOW ! 


ALWAYS HAVE THE RIGHT 


THERMOSTAT AT THE RIGHT TIME 


Just hang ‘em on the wall and tell them you're in the stat business. The new 


ti! FREE 
WINDOW 
STREAMER! 


sixteen-unit assortment has only three different models, yet fits 90% of all cars 
not a slow mover in the lot. 

The eye-catching display saves space and inventory — keeps the right stat 
always in buying reach. And makes a trim counter display too 

Every Thomson stat is ‘“‘use-designed” tested for top performance and trouble 
free service. Their unique poppet valve guarantees a tight seal and instant 
response under a// temperature conditions. No wonder Thomson stats are used 
as original equipment by major car manufacturers. 

Choose from two 16-unit assortments, according to needs in your area — 
either all high temperature stat assortment #2070 or mixed assortment #2069 
of 9 high-temperature and 7 standard. Order today . . . remember most of the 
stat business is concentrated in the first 60 days of cold weather. 


See your NAPA Jobber, he is a good man to know. 


TANDARD THOMSON CORPORATION, WALTHAM 54, MASS 
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903——Piston Groove Spacer 


Locking-type top piston groove 
spacer, introduced by Hastings Mfg. 
Co., Hastings, Mich., is said to help 


control blow-by, restore efficiency to 
NEW PRODUCTS used pistons, increase piston life and 
enable new rings to deliver maximum 
performance 
AND CATALOGS Made of Swedish spring steel, the 
“GL” spacer snaps easily into the top 
groove and locks securely in place, it 
was claimed, providing a solid flat seat 
for the new top ring. This reportedly 
enables the ring to run cooler and re- 
900—Portable Brake Shop well as play which develops as parts duces groove wear and ring breakage 
wear and grow loose. considerably 
‘Model 1250” portable brake shop, Want more info? Use coupon on Want Te info? Use coupon on 
announced by Star Machine and Tool page 97 and you will get it! page 97 and you will get it 
Co., 201 S. E. Sixth St., Minneapolis 14 
Minn., is said to be a rugged, compact 
and accurate unit ideal for garage or 
service station. 

















stAR 


Shop comes complete with brake shoe 
grinder, drum lathe and drum micro- 
meter. 

Want more info? Use coupon on 
page 97 and you will get it! 


901—Wash, Wax Solution 


One gallon of water added to a 4-oz UNPARALLELED 
capful of Wax.0 solution, announced 
by Simoniz Co., 2100 S. Indiana Ave., 
Chicago, Ill., makes a mixture, which, 
when applied to a car’s surface and a 
wiped off, removes dirt and grime with T u B E a E s s TI R E PAT € H - 
moisture. The wax remains and re- 
portedly can be buffed to a high polish Here is the new CAMEL Chembond Patch 
with a clean, dry cloth 

Product contains enough wax to coat which is easily applied to make a 
a car finish completely, it was claimed, eufeciinns tee an tis repair by ch ‘ l 


yet not so much that it cancels out the 
efficiency of the washing agents. The action for their life-long service. Apply 
wax is rendered water-soluble by 
emulsification, but is converted back this patch either cold or hot! It’s light 
to an insoluble state during the wiping 
process. As an insoluble, it clings to weight and flexible, has a more tacky face 
car surface and will not rinse off in a 
rainstorm, according to the company 
In addition, the wipe-down removes CAMEL Chembond Cement is the active 
the water, washing agents and suspen- 
sion agents which hold the dirt. reactor that completes the pacuaaee. 

Want more info? Use coupon on h ical ti 40 Small Rovad 

, 97 9 ot it! chemical action .. . ma 
page 97 ont you will get it! 30 Medium Rovad 
. quickly, surely 30 Small Oval 

902—idler Arm Kits 20 Medium Oval 


and extremely tapered feathered edge. 


Five “Adjust-A-Matic” idler arm kits, 
announced by National Machine Works, 
Inc., P.O. Box 4305, Oklahoma City 9, - 
Okla., cover all current models of pop- rom 
ular cars H. B. EGAN MANUFACTURING CO. 

Designed to be self-adjusting, kits a MUSKOGEE, OKLAHOMA TORONTO, CANADA 
automatically compensate for wear as 
it occurs, it was claimed, thus prevent- 
ing misalignment and tire wear, as 
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904—Brake Device 


By means of a series of patented 
valves, “Safety Brake,” announced by 
Safety Brake Corp., Inc. 111 East 
Eleventh St., Liberal, Kan., is said to 
take over when regular brakes fail. 

A leak or break in feed lines—a worn 
wheel cylinder or cup or reportedly 
any damage causing unequalization in 
the braking system immediately puts 
the unit into action, dividing the brake 
system in 2 sections. The damaged sec- 
tion is sealed off, leaving the other sec- 
tion operative, it was claimed, assuring 
front or rear brakes at all times. Any 
person familiar with hydraulic braking 
systems reportedly can easily install the 
device in an hour, using the average 


mechanic’s tools. Original feed lines are 
used with connections being made to 
master cylinder and wheel cylinders. A 
universal bracket supports unit on the 
firewall on frame. Complete instructions 
for installation are packaged with each 
unit. 

Want more info? Use coupon on 

page 97 and you will get it! 


905—Umbrella 


Designed for use on automobile lots, 
drive-in parking areas, etc., a giant 
umbrella, announced by Aeroaffiliates, 
Inc., of Fort Worth, Texas, works on 
an identical principle with a hand 
umbrella, with the exception that the 
center ring must be raised and lowered 








BRASS CONVERTIBLE VALVES 


—— DIA. RUBBER BASE 





APPL og 
oR 


No. 282 
(TR 76A) 


No. 281 


(TR 75A) (TR Va) 


FIRST BEND 


TRUCK 
TUBELESS TIRE 
VALVES 
No. 271 Series 


ACME 





No. 284 
(TR 77A) 


STANDARD - 


Can be used for replacement of all standard valves, All 
valves are 
converted into single and/or double bend, 
by the use of any standard bending tool 


base may be applied 
All valves are supplied complete with valve core, plated 
brass valve cap, hex nut & bridge washer. 


echleceecece PT MY/) PLA 4. 14 de eeoecececece 


CONVERTIBLE 
SCREW — ON 


Write today for our complete catalog 


ACME AIR APPLIANCE CO., INC. 


205 NEWMAN STREET @ HACKENSACK, N. J. 


i 














“er 


No. 287 
(TR 179) 


No. 286 
(TR 78A) 


CONVERTIBLE 


No. 285 
(TR 175A) 


they may be 
as needed 
The rubber 


supplied straight: however 


"cold or hot"’ 


VALVES 


No. 203 
SERIES 


No. 203W 
With Bridge 
Washer 
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by block and tackle. 

Made of rust-proof, anodized alum- 
inum and covered with weather-proof 
vinyl nylon, umbrella is 26’ in diameter 
15’ high in the center with canopy edge 
that stands 10’ off the ground. It is 
anchored to concrete with 4 bolts and 
can be easily folded and secured dur- 
ing storms, it was claimed. Product is 
available in combinations of color or 
choice of solid color, in red, white, blue, 
yellow, green and orange and with a 
rotating mechanism, if desired. Unit 
weighs 160 lbs. and folds for easy 
handling and storage. 

Want more info? 
page 97 and you will get it! 


Use coupon on 


906—Deep Socket Wrenches 

Deep socket wrenches for easier re- 
moval, servicing and installation of 
front spindle nuts on 4-wheel-drive 
trucks, announced by Dualmatic Prod- 
ucts Co. P.O. Box 419, Longmont, 
Colo., have sockets 3” deep with stand- 
ard 14” drive and are cadmium- 
plated. 


Although wrench is of special design 
for 4-wheel-drive spindles, users will 
find it adaptable to many other uses 
requiring a large socket, the manufac- 
turer said. It is guaranteed for life of 
vehicle 

Want more info? Use coupon on 
page 97 and you will get it! 


907—Refrigerant 

Packaged in one-shot disposable 
aluminum containers, a cold-producing 
refrigerant for car air conditioners, an- 
nounced by Union Carbide Consumer 
Products Co., Division of Union Car- 
bide Corp., 270 Park Ave., New York 
17, N. Y., is said to be odorless and 
colorless. 

Two canister sizes of “Prestone R- 
12”—1'% and 2% Ibs.—will singly or in 
combination service any car air con- 
ditioner, it was claimed, eliminating the 
need for deposit cylinders. Containers 
also make inventory maintenance simp- 
ler and more accurate, permitting parts 
managers to charge out exact amounts 
of refrigerants to individual jobs. 

Want more info? Use coupon on 
page 97 and you will get it! 
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HELPFUL 


BOOKLETS 


FREE! 


ing lining in their own shops. Wagner Elec- 
tric Corporation, 6362 Plymouth Avenue, St 
Louis 14, Missouri. 


3 | 5 BETTER IGNITION by Delco-Remy 

16-page, 842 x 1ll-inch booklet cov- 
ering theory, operation and maintenance of 
Delco-Remy ignition equipment. Contains 71 
illustrations. Will help automotive electri- 
cians understand and service ignition equip- 
ment. Delco-Remy Service Department, An- 
derson, Ind. 


20,000 VOLTS UNDER THE HOOD 

Covers the basic operation of the elec- 
trical units in the ignition circuit. It shows 
how battery voltage is built up to 20,000 volts 
at the spark plug. Delco-Remy Division, An- 
derson, Ind. 


3 | THE CRANKING CIRCUIT This 

shows the units in the cranking cir- 
cuit and how they operate together as a team 
to crank the modern automobile. Written in 
simple non-technical terms so it can be easily 
understood. Delco-Remy Division, Anderson, 
Ind 


3 | 8 NEW BATTERY SERVICING EQUIP- 

MENT CATALOG—This catalog desig- 
nated Bulletin A-59 illustrates the “New 
Look” which is featured in the Christie fast 
battery chargers. Also described is a complete 
new line of “‘Handee Chargers’ for home, 
farm, marine, and industrial users. Christie 
Electric Corp., 3410 W. 67th St., Los Angeles 
43. Calif 


3 | BRAKE AND SHOCK CATALOG—20 

page catalog and price list of Girling 
brakes and shock absorbers for imported cars 
Covers popular models from 1948-1959. In- 
cludes brake and clutch supply tanks, lined 
brake shoes, brake parts, service kits, disc 
brakes and shock absorbers. Lucas Electri- 
cal Services, Inc., 501 W. 42nd St., New York 
36, N.Y 


32 | TRI-CON HOSE NOZZLE Descrip- 

tive literature and price list on famous 
Tri-Con Hose Nozzle. Product has been used 
by industry, car wash, and home owners for 
over a quarter of a century. Molded Special- 
ties, Inc., 19801 St. Ciair Ave., Cleveland 19, 
Ohio 


322 SKY-RIDE SHOCK ABSORBER MAN- 
UAL—12 pages covering market po- 
tential, trouble shooting, engineering, instal- 
lation, specifications, procedures and mer- 
chandising plans of the Thompson Sky-Ride 
Shock Absorber. Sales Order Dept., Thomp- 
son Products Replacement Div.. Thompson 
Ramo Wooldridge, Inc., 6402 Cedar Ave 
Cleveland 3, Ohio 


324 DIFFERENTIAL LUBRICATION 

Bulietins Nos. 15 and 17 discuss me- 
chanical aspects of the differential and need 
for special gear lubricants. Also describes 
various designations given to differentials by 
auto manufacturers. L. Sonneborn Sons, Inc., 
300 Park Ave., South, New York 10, N. Y 


325 POWER STEERING REPAIR KIT CA- 
TALOG— Introduces Everhot’s new 
sine of KWICKY POWER STEERING REPAIR 
KITS. KITS contain all the parts necessary 
for efficient service of all GM, Ford, Chrys- 
ler, American Motors and Studebaker-Pack- 
ard models, 1952 through 1960. Easy-to-fol- 
low instructions and exploded illustrations in 
every KIT. New catalog contains complete 
alphabetical listings by car make, model and 
year; listings by KWICKY KIT number; In- 
terchange Data, and Exploded Illustrations 
ASK for Catalog PK-260. Everhot Products 
Co., 2001 W. Carroll Ave., Chicago 12, Ill 


328 GROTE AUTOMOTIVE CATALOG 

A 28 page volume including a com- 
plete line of lamps, directional signals, re- 
flectors, flares and mirrors. Catalog also con- 
tains a complete summary of official ICC 
lighting regulations for trucks, busses, trac- 
tors, trailers and combinations. Grote Mfg 
Co., Inc., Madison, Ind 


TIRE VALVES, PARTS & ACCES- 
334 SORIES CATALOG New 24 page 
dealer catalog, No. 14, illustrates and de- 
scribes complete line of tire valves, parts and 
accessories. Included with each catalog is lat- 
est tubeless tire valve application chart indi- 
cating the proper valves to be used with any 
model of American and popular foreign make 
cars. Operating information, specifications, 
ordering, and packaging information are 
given for each applicable product. Dill Mfg 
Co., 700 E. 82nd St., Cleveland 3, Ohio. 


337 AUTOMOTIVE PRODUCTS GUIDE 
Illustrated 11” x 17” wall chart gives 
full line of Permatex automotive chemicals 
plus the application of each. Includes parts 
numbers, sizes and prices. Permatex Co., 
Inc., 300 Broadway, Huntington Station, Long 
Island City, N. Y. 


338 WALL REFERENCE CHART gives 
handy tips for frame and _ body 
straightening, diagrams hook-ups and pulls 
and how to apply heat and pressures for 
faster, better results in any body shop 
Smith's Portable Frame & Body Straighten- 
ing Machines, P. O. Box 929, Grand Prairie, 
Texas 


339 COMPACT CAR COMPARISON-—-New 
booklet gives complete specifications 
comparing the Corvair, Falcon, Valiant, Lark 
and Rambler. The book provides complete 
details on performance, estimates, including 
fuel consumption, acceleration and top 
speeds as well as details on optional equip- 
ment and both automatic and manual trans- 
missions. The Electric Autolite Co., Toledo 
1, Ohio 


34 TUBELESS TIRE REPAIR AND 

SERVICE—New booklet shows service 
station operators and other maintenance per- 
sonnel how to earn greater profits. It dem- 
onstrates profit potential for those who sell 
new valves when selling new tubeless tires 
It also shows why new valves are vital to 
top performance of a new set of tubeless 
tires. Also shows valves, extensions, insert- 
ing tools and display kits. Dill Mfg. Co., 700 
E. 82nd St., Cleveland 3, Ohio 


342 CUT RADIATOR HOSE INVENTORY 
from 500 preformed hoses to 8 stock 
sizes. Catalog gives detailed report on new 
Tubano Flexible, Expanable Radiator and 
Heater Hose. 8 sizes fit all American and Im- 
ported cars. Explains ease of installation, fit- 
ting. Absorbs motor vibration. Illustrates 
dealer wall racks, etc. Industrex, Inc., 6601 
Northern Blyd., Woodside 77, N. Y. 


34 HYDRAULIC BRAKE WALL CHART 

Spiral bound listing up-to-date parts 
information for passenger cars and trucks, 
including listings for master and wheel cylin- 
der repair kits, stop light switches and brake 
hoses. Eis Automotive Corp., P. O. Box 701, 
Middletown, Conn 


364 AUTOMOTIVE SAFETY LIGHTING 
DEVICES—A new automotive catalog 
llustrating reflectors, directional signals, tail 
lights, stop lights, armored clearance lamps 
and safety reflector flares—all heavy duty 
equipment, designed and built for commer- 
cial truck and bus use. Grote Mfg. Co., Belle- 
vue, Ky 


4 | 0 NEW AIR BRAKE MAINTENANCE 
BULLETINS—Series of bulletins, each 
devoted to a single unit. Fully illustrated 
with cross sectional, exploded and schematic 
drawings explaining every phase of the op- 
eration and maintenance. Wagner Electric 
Corp., 6400 Plymouth Ave., St. Louis 14, Mo 





KEEP UP-TO-DATE 
USE SAJ 
READER SERVICE 


See page 97 














Automotive men 
throughout the South- 
ern and Southwestern 
States know they must 
be alert all the time to 
changes taking place in 
their industry. 


There is no finer way to 
keep abreast of events 
down South than 
through the pages of 
SOUTHERN AUTO- 
MOTIVE JOURNAL. 
Every month S.A.J. 
gives you facts about 
the latest trends in dis- 
tribution, sales and serv- 
ice... facts you can use 
effectively to increase 
your income. 


No other automotive 
publication is edited ex- 
pressly to serve the in- 
terests and needs of 
Southern and South- 
western automo- 
tive men. You'd find it 
impossible to replace it. 
Garage owners, new 
car and truck dealers, 
service station owners 
and managers, fleet 
owners, wholesalers and 
distributors regularly 
read S.A.J. for just one 
reason... their ultimate 


profit. 


RENEW YOUR SUB- 
SCRIPTION NOW — 
DON'T MISS THE NEXT 
ISSUE—USE COUPON 
ON PAGE 132. 
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908—Engine Analyzer 


Readings are made by numerals on a 
calibrated dial from a low-cost engine 
analyzer, introduced by Jones Auto 
Equipment Co., 1023 Willora Road, 
Stockton, Calif. which reportedly 
makes analyzing ignition system trou- 
bles easy in both domestic and foreign 
cars. 

The “Ignitoscope” measures the in- 
tensity of the spark at the spark plug 
electrodes inside the engine. Since there 
are no wires to disconnect, and only 2 
connections to make—one to the dis- 
tributor and the other to ground—the 
entire ignition system from battery to 
spark plugs purportedly can be tested 
in less than 2 minutes. Unit distin- 


guishes ignition from carburetor trou- 
bles, tests individual components as well 
as the entire ignition system, tests 
combustion pressure without removing 
spark plugs and locates short circuits 
Want more info? Use coupon on 
page 97 and you will get it! 


909—Tire Changer 


Utilizing a 5” diameter air cylinder, 
the “Challenger” air-powered _ tiré 
changer, introduced by Coats Co., Fort 
Dodge, Iowa, is said to be capable of 
loosening the toughest bottom beads 
safely in just a second 

Virtually trouble-free, the changer 
employs the same spin-down holding 
device and combination put-on, take- 








49 YEARS... 


’ . 


South and Southwest. 


years of exclusive service to the automotive trade in the 


years in which those who merchandise piston rings have 
found they can count on Continental's line for the highest profits. 


years during which garages and shops from Coast to Coast 
have learned the most dependable and most profitable line of 


piston rings is the one designed, produced, and merchandised 
exclusively for the replacement trade. 


CONTINENTAL PISTON RING CO. 


HERNANDO, MISS. 


MEMPHIS, TENN. 
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off tool used on more expensive tire 
changers, according to the manufac- 
turer 
Want more info? Use coupon on 
page 97 and you will get it! 


910—Crankshaft Regrinder 


For V-8 passenger cars and light 
trucks, a small crankshaft regrinder, 
introduced by Lempco Products, Inc., 
Bedford, O., Air-Slide” 
in-and-out and fast traverse. Just push 
the button, it was claimed, and there is 


operates with 


no wear on ways 
With the “518” there is no necessity 
to balance crankshafts and there are 


am | 


no inboard or outboard weights to po- 
sition, the manufacturer said. Changes 
of balance setup are unnecessary when 
moving from main journals to throws 
With fast cam-actuated aluminum alloy 
steady rest, the machine plunge grinds 
to a total tolerance of .0002 It has 
built-in preload to absorb axial thrust, 
high-speed, fast, positive action head 
and tailstock center drive features, ac- 
cording to the company 

Want more info? Use coupon on 

page 97 and you will get it! 


911—Rear Wheel Oil Seal 


A rear-wheel auxiliary bearing seal, 
announced by Champ-Items, Inc., 6191 
Maple Ave., St. Louis 30, Mo., reported- 
ly can be installed in 15 minutes per 
wheel without removing either the 
original bearing or seal, and can be 
used to back up a new bearing for 
positive protection, as well as to stop 
existing rear wheel oil leaks 

Designed as a 2-piece unit, seal slips 
over the axle shaft and is held in place 
by existing backing bolts. Units are 
made for 1955-60 Chevrolets, 1956-58 
Pontiacs and 1956-60 Buicks 

Want more info? Use coupon on 
page 97 and you will get it! 
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or Manufacturers and Jobbers! 


IT’S EASY to understand why Hirsig- ® : 
* Brantley Service means complete service ’ 
or manufacturers and jobbers in the South. A 
quick look at the Hirsig-Brantley organization 
is all that is necessary. ... 


AUTOMOTIVE EXPERIENCE . . . Hirsig- Lawrence M. Hirsig Mrs. Lawrence M. Hirsig _—B. T. Brantley B. W. (Larry) Hirsig 
Brantley Service is complete because of the 

many years of automobile experience behind 

this organization . . . an average of over 13 

years per man! These years of experience bring 

know-how to the creation and maintenance of 

the kind of service that builds business. 


SMALL TERRITORIES. . . Hirsig-Brantley men 
have small territories so they can make more 
frequent calls on their customers and serve them 
better. From headquarters in 13 Southern cities, 
information brought to customers on Hirsig- 
Brantley lines is timely and complete. 


CAREFUL PLANNING .. . The work of the 
Hirsig-Brantley men in the field is planned and 
directed from Headquarters by men with long 
and successful experience in the automotive 
field. A fully staffed home office promptly 
handles the necessary details as required by an 
efficient sales organization. 
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912—Filter Catalog 


Ready reference to filters for all 
popular domestic and foreign passen- 
ger cars, as well as for trucks and 
farm tractors, is contained in the 1960 
catalog published by Hastings Mfg. 
Co., Hastings, Mich. 

Want more info? Use coupon on 


provides quicker protection to the walls 
of cooling system while retaining the 
same high level of corrosion protection 
of the previous formula. 

White in color, product is designed 
to protect aluminum, rubber parts, 
iron and other metal parts of cooling 
system against rust and corrosion. An 
improved emulsion stability is said to 
prevent break-up or separation in the 


page 97 and you will get it! 
———_ can during long storage periods or 
temperature extremes. 
Want more info? Use coupon on 
page 97 and you will get it! 


914——Bumper Jack 


913—Rust Inhibitor 


Addition of a polar film inhibitor to 
“Prestone” anti-rust and water pump 
lubricant, manufactured by Union 
Carbide Consumer Products Co., Di- 
vision of Union Carbide Corp., 270 Park 
Ave., New York 17, N. Y., reportedly 


Precision-cut screw threads and ball 
thrust bearing are said to assure easy 





lifting operation of a 1%%-ton bipod 
bumper jack, introduced by Walker 
Mfg. Co., 1201 Michigan Blvd., Racine, 
Wis., which features a double-duty, 
hinged lifting saddle engineered to fit 
bumpers on all passenger cars and light 
trucks. 

Lifting contact may be made either 
at the top of the load-rest or at the bot- 
tom hook. Bipod design provides safe 
and easy setup. Steel support braces are 
notched to fit into rear base platform 
for maximum rigidity and safety. “No 
809 Ranger” folds conveniently for stor- 
age in trunk of car. 

Want more info? Use coupon on 
page 97 and you will get it! 


915-—Crankshaft Grinder 


To answer the growing demand for 
small engine rebuilding equipment 
“Model 920” crankshaft grinder, an- 
nounced by Storm-Vulcan, Inc., 2225 
~~ Burbank, Dallas 35, Texas, is specif- 
ically designed for grinding small 
crankshafts such as used in Briggs & 
Stratton, Lauson, Clinton and Renault 
motors 


This Mark Guarantees: 


Guaranteed accurate forever within 2% of 
maximum scale reading. 

The only wrench that permits accurate use 
of adapter & extensions. Patented pivoted 
handle permits concentrated load position— 
the only way to obtain accuracy with adapt- 
ers and extensions. __ Ja 
Rugged construction. Can be stored ina tool oo ™) © 
box with other tools. % 

Easy to use as any socket wrench. ~ 
Signalling models and direct reading styles ~ —_ 

to choose from. re 
A complete range to choose from to meet 
every service application. 


a 


*These are the same torque wrenches 
used and recommended by leading 
engine and equipment builders. 


Specifications are: 942” swing; 20’ 
between centers; 14” grinding wheel 
Want more info? Use coupon on 
page 97 and you will get it! 


Torque Specification Book for over 130 
makes and more than 1200 models of 
automobiles, (U.S. and foreign) trucks, 
tractors, outboards, motorcycles, diesel, 


aircraft, marine and smaW air cooled 916 Brake Cable Catalog 
engines. Spark plug, wheel bearing, valve 


spring data and many helpful torque tips . 
sent free upon request, write Dept. 608 Cables for all cars, including compact 
models and all trucks, are covered in 
catalog “No. C-60,” published by Lisle 
Corp., Clarinda, Iowa, which includes 
specifications on all its cables, complete 
application data, a buyer’s guide, an 
interchange to car manufacturers’ 
numbers and suggested inventories 
Want more info? Use coupon on 
page 97 and you will get it! 


- 
Pt \ 
x 


Valve and 
Clutch Spring 
Tester 


Test new as 
well as used 
springs. Match sets of valve 
springs for top engine per- 
formance. Check clutch 
springs to prolong clutch life. 


a 


pee en! s -aa 2.8 2 Bom, 


ABS Bteenw*«¢ tet. ta od te 
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MONMOUTH 
QUALITY... 
IN ACTION! 


“Monmouth has always meant quality... 


and in actual performance, this quality really pays = I know because 
I always used them in my own stock cars that I raced. As a garage owner 
and engine rebuilder for 28 years, I’ve long since learned to re “ on Monmouth 
for top quality engine bearings. What’s more, my NAPA jobber makes it 
easy for me to use the best. He carries the complete line and gives me 
fast service.” 
If you want “performance that pays off,’”’ use Monmouth Bearings in all 
of your engine rebuilds. Your nearby NAPA jobber can give you instant 


service on your complete bearing requirements. 


Low premium ‘‘customer insurance’’ is yours when you install . . . 


MONMOUTH Engine Bearings 


CLEVITE SERVICE: Cleveland Graphite Bronze «¢ Division of Clevite Corporatio e Cleveland 3, Ohio 
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917—Troubie Light Stands 


For solving the serviceman’s prob- 
lem of keeping trouble lights where 
they will light up the work area, 2 
low-cost light stands, announced by 
Houser Engineering & Mfg., Inc., Bluff- 
ton, Ind., are of a simple, sturdy design 
to support lights where hanger area is 
inconvenient or unavailable. 

A “cradle” without clamps or hooks 
holds the light firmly, yet it can be 





easily and instantly removed. Rigid 
metal-rod construction is finished in 
rust-resistant black oxide. For under- 
fender jobs or workbenches, “No. 751” 
stand is properly angled and balanced 
with firm footing that will not rock, 
tip or scoot, the manufacturer said. The 
“No. 750” uses radiator filler neck as its 
base. A duplicate radiator cap on the 
end of the stand holds it firmly in posi- 
tion for “underhood” lighting. The 
radiator-cap base fits 95% of all cars 
and trucks 

Want more info? Use coupon on 

page 97 and you will get it! 


918—Electrical Parts Catalog 


Designed to fit in regulation counte1 
binders, “S-40G” electrical service 
parts catalog, published by The Elec- 
tric Autolite Co., Toledo 1, O., contains 
parts specifications for American- and 
Canadian-made automobiles and trucks 
for the past 10 years, including 1960 
It replaces the one issued in 1957 

Want more info? Use coupon on 
page 97 and you will get it! 


919——Hose Clamp Pliers 


Addition of a 4-position automatic 
thumb latch to its “No. 429” hose clamp 
pliers, introduced by K-D Tools, Lan- 
caster, Pa., permits clamp to be held 
securely when expanded 

Individually boxed or skin-packed 
for rack display, tool is 84” long. Jaws 
swivel through 180°, according to the 
ompany. 

Want more info? Use coupon on 
page 97 and you will get it! 
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920—U-Bolt Bracket 


To provide permanent replacement 
for cracked or shattered rear shock 
absorber mounts on late-model Ford 
cars and Mercury wagons, a forged steel 
U-bolt shank and flared shock absorber 
bracket, introduced by O.E.M. Products 
Co., 5296 Northwest Highway, Chicago 
30, Ill., is permanently arched and pre- 
cision-made to engage Ford or Mercury 
chassis accurately, without special tools 
or equipment 

A wrench is all that is needed for 
normal installation, it was claimed 
Bracket fits both right or left shock 
absorber. 

Want more info? Use coupon on 
page 97 and you will get it! 


921—Rust Penetrant 


Non-toxic, odorless and non-staining, 
“Du-01” rust penetrant, introduced by 
the Chemical Division of Supersite 
Corp., 310 Seymour Ave., Derby, Conn., 
is a non-oil base product designed to 
loosen “frozen” parts 

Its water-soluble base with “SS-60’ 
reportedly gives it properties different 
from penetrants which contain acid, 
carbon tetrachloride, kerosene or oth- 
er petroleum products. Besides freeing 
screws, bolts, valves, pipe joints, frozen 
spring shackles, brake 
product reportedly will preserve rub- 
ber. “Du-01” is non-flammable 


cables, ete., 


Want more info? Use coupon on 
page 97 and you will get it 








“Ive tripled 
my shop capacity 
since | posted 
this!” 


SHOWS... 
TELLS... 3ELLS 
VEHICLE OWNERS 
ON QUALITY 
REMANUFACTURED 
ENGINES! 
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922——Helper Spring r a color catalog published by Grand 

Automotive Products, 2055 N. Ruby St., 

Melrose Park, Ill.. which includes ac- 

curate and easy-to-read application 

charts for matching correct duals to 

-- early- and late-model cars, including 
the 1960 models 

Want more info? Use « oupon on 


er - page 97 and you will get it 


To guard against overloading the rear 
axle and overtaxing the Chevrolet and he 
GMC coil suspension, a leaf-type help- { 
er spring, introduced by Tuthill Spring _ 
Co., P.O. Box 47, Momence, IIl., mounts 
on all %- and 3%4-ton Chevrolet and 
GMC pickup and panel truck frames 
Easily installed without special tools all brackets. bolts and hardware. plu 
equipment or facilities, springs report- complete diagrammatic step-by -stet 
edly permit bigger payloads, distribute instructions , 
weight over a greater area and improve Want more info? Use coupon o1 — : . 
riding quality for both short- or long- mene OF aol een ett amt & pacity, “Big Giant” portable frame and 
distance hauling. Rubber cushioning any | ot germ —— —— 
softe . ac , ‘ear axle ; ‘ e by omiths ortaDlie Frame anc oay 
oe — pores: prone 923—Muffler Catalog Straightening Machines, P. O. Box 929, 
capacity, it was claimed. Included with Mufflers, dual exhaust systen n Grand Prairie , Texas reportedly 
handles unitized bodies, such as the 


9 precision-fitted alloy steel leaves are chrome lakes pipes are described ii: : ; 
Corvair, and also traightens frames 


924—Body Straightener 


Guaranteed to have a 10-ton ca- 


and bodies in one operation 











INSTALL 
REMANUFACTURED ENGINES | seataet Se 


15 minutes or less, even on 
mplicated diamond pulls, it was 
laimed. Its simple design and full 
REMANUF ACTURIN . hilit — . . 
. OPERATIONS GENERALLY ; rele portability ke e} operator from 
EWERALLY INSTALLED iving to move the damaged car, since 

N EACH REMANU cunee , , 
FACTURED ENGINE wnt iachine reportedly pulls a direc- 
: tion. “Big Giant” comes comp! with 

ll accessories, centerline 

ne dimension book 

Want more ‘ 


page 97 ar 


925—Brake Sets 


A combination balanced Brakset 
lor Bendix brakes announced by 
Grey-Rock Division of Raybestos- 
Manhattan, Inc., Manheim, Pa., fea- 
tures a woven segment made with 
copper wire which reportedly dispels 
excessive heat at the braking surface 
by carrying some of the heat through 
the lining into the brake shoe which 
helps dissipate it 

Combined with an improved molded 
lining using longer fiber asbestos and 
improved high-temperature resins, the 
brake sets are said to provide a more 


NEW...REMANUFACTURED ENGINE table brake maintaining a more con- 


stant friction, coole1 akes 
POSTER =“ TELLS THE FULL STO RY |! ind a Pore life, with less danger 
ol tade, pull or dive 
Wa nore info? lt 
and you 











Moo 


Tells why exchange engines are tops in quality. .. how they assure smox 
performance. Shows all new parts lists all remanufacturing operations 


926—Alignment Gauge 


Raup 


Get this valuable poster to work for you. It shows, tells, sells your customers on the —— 
No. 27” universal alignment 


benefits they receive when they INSTALL RATHER THAN OVERHAUL... benefits pateediiaeel tae Get Site 7 2 2016 5th 


like new power. top performance ...new engine guarantee... savings on repair Ave.. Rock Island. IIl.. is said to fit anv 


bills and fast, one-day installation. For you, there’s double the parts and labor profit foreign or domestic car. as well as all 

from related sales and installation of clutches, water pumps, fan belts, etc. And, you'll trucks and buses, because it features 

both magnetic and clamp attachments 

: which permit use on either wheel hub or 

instead of the 244 days needed for a complete - . € er whee ) OI 
lug . 


triple shop capacity because it takes just 8 hours to install a remanufactured engine 


overhaul. Investigate today. Write for the free, Gauge has 3 spirit levels which per- 
informative booklet, “INSTALL RATHER mit instant readings of < r. caster 
THAN OVERHAUL,” plus details on how and king-pin inclination at a single turn 
f the wh 
you can get a sales-building poster for your ‘ ort i wheel 
;' Want more 


shop. 


“INSTALL RATHER THAN OVERHAUL"... 
tells why remanufactured engine sales are on the 
rise includes tips on doubling profits, tripling 
shop capacity. Write for your free copy today! 








927—Radiator Safety Cap 


“Lev-R-Vent” safety-type radiato 
pressure cap, announced by Stant Mfg, 
Co., Inc., 1620 Columbia Ave., Conners- 
ville, Ind., is said to provide complete 
insurance against scalds and burns on 
arms and hands when removing cap of 
a boiling radiator. 


When lever—which stays up—is lifted, 
steam and heat dissipate through radi- 
ator overflow tube. The fast “blow- 
down” operation can take place while 
serviceman performs other duties about 


provides 25% more rigidity than other 
shapes of equal weight, it was claimed. 
Its 20” handle is said to provide greater 


Besides its compactness, the heater is 
said to incorporate higher-than-conven- 
tional heating and defrosting capacity, 
a silent squirrel-cage blower, custom- 
styled front, quick and easy installation, 
easy servicing, ample heating output for 
sub-zero climates, a heavy-duty 2-speed 
motor and a rating of 20,000 BTU per 
hour 

Want more info? Use coupon on 
page 97 and you will get it! 


930—tThrottle Controls 


Throttle controls for servicing powe1 
mowers, announced by Dorman Prod- 
ucts, Inc., 5757 Mariemont Ave., Cincin- 
nati 27, O., are said to maintain their 
position on either power mowers or 
other motorized equipment, regardless 
of vibration. “No. CC36” can be clamped 
on either square pipe or rod mower 
handles of 1” to 1%” outside diameter, 
while “No. CC35” is the same control 
but is designed for bolt-on mounting 
Adjusting screw on plated lever can be 
tightened by coin to exact tension re- 


the vehicle. When cap is turned to re- 
move, lever snaps down at a touch, it 
was claimed. 
Want more info? Use coupon on 
page 97 and you will get it! 


920-—-Bumper Jack 
929——Heater 
Designed to lift passenger cars and 
light trucks, “No. 811” ratchet bumper 
jack, announced by Walker Mfg. Co., 
1201 Michigan Blvd., Racine, Wis., fea- 
tures a hinged loadrest which reportedly 
adapts itself to all bumper contours. 
Made of Y-shaped rail stock, jack 


plicity, efficiency 


leverage for minimum lifting effort, 
while its “Long Toe” 
for added stability 
Want more info? Use coupon on 
page 97 and 


and safety. 


A de luxe heater for passenger cars 
and trucks reportedly 
and styling, announced 
by Heater Division, Eaton Mfg. Co., E 
65th & Central, Cleveland 4, O., is avail- 
able in both 6- and 12-volt capacity. 


quired to hold contro] at desired setting 
Want more info? Use coupon on 
page 97 and you will get it! 


base is rigidized 
will get it! 


Ey 


featuring sim- 





MAKE EVERY START A SALE— 


Your sales will really start and profits run smoother when you deliver these 
highest quality, trouble free, replacement parts. Every item developed to 
operating perfection through years of research and experience 


Prufrex Coils—more dependable ignition power for every European vehicle 
Enzberg Points—in convenient packages to fit all imported cars 

Electrica Condensers—Guarantee longer ignition life for imported vehicles 
Schweizer Fuses—made to French, English and German specifications 

Meillor Gaskets—Complete packaged assortment or individual gaskets for all 
imported vehicles 

Super Leone Heavy Duty Vises—the most revolutionary vise in weight/strength 
ratio available for shopwork 

Write today for full price information and the complete product and profit story 


See us at the NAAP Show, Booth =133, Las Vegas, Nev., September 12-15, 1960 
and the AAMA Show, Booth =470, New York Coliseum, Jan. 30-Feb. 2, 1961 


industrex, inc. 


Woodside 77, N.Y. 
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SH AII AAS NGM RGA RTI mai j 


FREE Bonanza Prize Coupons 
poxo.” BEAR 


@ BALANCE WEIGHTS 
~> @ ALINEMENT SHIMS 
@ SPACERS dite BFR, 


nile for F i BOK Lys, , — 
ree prize catalog! Se UFOS 


——BEAR MFG. CO. 
Dept. S-5, CC a 





Automatic Mount-Demount Tool 
NOW. e+ Plus Wheels for Portability 
the NEW BISHMAN 880-58 
ELECTRIC-AIR Tire Changer euuctac owen 


100% Powered Bishman tire changer does 100» 
all the hard work in seconds. One stroke with 
air-powered double bead breaker breaks 
tightest beads. Foot switch controls electric 
mount-demount tool that won’t scuff, mar, 
cut sidewalls or beads or move wheel weights 
Chuck car any disc wheel or demountable 
rim 12”-17'4”. Sturdy steel base holds tools 
Trade in your old tire-changer on an all 
powered Bishman. Ask your automotive 
equipment distributor for a demonstration 


Bishan MFG. CO. 


ROUTE 2, OSSEO, MINN. 
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THOMPSON PRODUCTS 


VACUUM TESTED WATER PUMPS 
never need greasing 


Only a precision built, vacuum tested water pump can be greased 
for life. And that’s the story of Thompson factory duplicate pumps. 
Skilled hands machine and hone each Thompson pump part for 
precision fit. Critical engineers torture test each model for the equiv- 
alent of the car’s operating life. Each and every pump is vacuum 


tested against the most minute seal or assembly defect. And as a final 


assurance of long, trouble-free life, Thompson water pumps are greased 
for life. 

To get the water pump you need, to be sure of reliable service and 
a satisfied customer—specify Thompson. There's a factory duplicate 


for virtually any car in use today—regardless of make, model or year. 


Sold thru the world’s finest jobbers 


r. Thompson Products Replacement Division 


4 
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TIME SAVERS 














Devising Simple Holder 

To Aim Chisel or Punch 

—_— a simple holder like the 
one illustrated, it is easy to 


lz"PIPE € CAPS 


= HOLES : “aim” a chisel or punch properly 


and swing away with a heavy ham- 


METAL SCREW , mer without danger of injuring the 


“WELD “£"ROD 12”LONG 


cap and screw them on ends of pipe. 


Removing Oil Seals a tiene 
drill two 4s” holes in seal, one in 

The Easy Wa 
e Y y each side, and insert the tool (il- 
oil seals: few times and repeat the procedure 
Make a slide hammer from a piece on the other side—Robert Brock, 
of 142” water pipe, 4” long, and use Route #1, Box 192X, Pineville, 

two caps. Drill %_” hole in each Kentucky. 


NEW WAY 


Hs: is an easy way to remove lustrated) in one side. Hammer a 





EA 


out removing 


ITEMS REAR 


Three-step installation 
takes minutes per wheel! Stops 
serious oil leakage, backs-up 
new bearings, guards against 
future leaks. 


No. 349 '55-56 Chevrolet 
350 '57-60 Chevrolet 
351 ’'56-58 Pontiac 
352 '56-60 Buick 


FREE display card with each 
order of 48 pair 


AMP-IT 


p Ave. ¢ 


Want more facts? Use Reader Service Card Page 97 SOUTHERN AUTOMOTIVE JOURNAL for July 1960 








GOT A GOOD 

§ IDEA? 

time - saver or shop 

short - cut accepted 
A photo or rough sketch will 
make your idea more valuable. 
ously published, offered for our 
exclusive use, can be consid- 
Automotive Journal, 806 Peach- 
tree St., N.E., Atlanta 8, Ga. 


will be paid for every 
for publication in this section. 
Only original items, not previ- 
ered. Send them to: Southern 
Rejections cannot be returned. 











hand 

To make the holder, use two long 
sticks of hard wood preferably, but 
any narrow strips—even metal 
will do. Put the chisel between them 
at the desired angle at one end, loop 
a stout rubber band several times 
around the same ends just ahead of 
chisel and then use left hand to 
clamp chisel securely in position for 
use.—Glen F. Stillwell, 340 Ninth 
Street, Manhattan Beach, California. 


Making a High Pedestal 


For Grinding Needs 


& siTuRDY pedestal that will afford 
/ unusual clearance for special 
grinding needs can be devised at 
low cost from heavy-duty pipe fit- 
tings. The fittings need not be new 
and only two pieces are needed in 
most cases—a 2” diameter nipple 6” 
long and a base plate of the proper 
size to receive the nipple. 

Screw the two pieces together as 
illustrated and mount arbor pillow 
block on top. Pillow block should be 
small enough so that part of it can 
be inserted in the pipe nipple and 
bolted securely. Suitable ones may 
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be hand-made or acquired from war 
surplus sales or hardware supply 
stores. A step pulley is fastened on 
either end of the arbor for belt 
power drive.—Glen F. Stillwell, 340 
Ninth Street, Manhattan Beach, 
California. 


To Protect Speaker Cone 
In Rear-Seat Radios 


[Monres car trunks are so nearly 
i airtight that slamming the lid 
can rupture the cone in the rear-seat 
radio speakers. 


To prevent this mishap, drill a 
couple of 44” holes on both sides of 
the speaker mounting in the pack- 
age shelf under rear window.—Stan 
Clark, Stanley Clark Service, Boa 
2162, East Bradenton, Florida 


Devising Working Holder 
For a Flashlight 


bse a light will not reach work- 
ing area and the job will not 
permit holding a flashlight while 
working, try this: 


Attach a flashlight clamp to a 








| (REGULATIONS 


Be sure all trucks, buses, tractors and trail- 


ers comply with the new I.C.C. rules. 


Check against the Griffin guide contain- 


ing detailed regulations for all types of 


vehicles, prepared so you can quickly 


note the changes. If you don’t have 


complete information, ask your Griffin 


distributor, or write us. 


The No. 228 Stop, Tail or Class A 
Turn Signal is representative of the 
high quality and rugged dependabil- 
ity of the complete line of Griffin 
Lamps. 

To resist rust the heavy gauge 
steel body is phosphated before fin- 
ishing with two coats of black en- 
amel, baked on. 

The 4” Acrylic lens far exceeds 
S.A.E. standards, and provides 
greater brilliance for long distance 
visibility. 

It will pay you to “Go Griffin— 
all the way.” Just ask your Griffin 
distributor. 


THE GRIFFIN LAMP COMPANY 


SHELBY, MISSISSIPPI 


AUTOMOTIVE SAFETY LIGHTING 
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with 


HEIN-WERNER 
you get more 


jack for 
your money! 


_— 


meoved 99 PRCER 


lifts 1960 model cars! 


Dependable, modern-designed ‘55’”” PACER has the 
saddle adjustment, span, and reach needed to raise 
either end of a vehicle a full 31 inches, Built-in proven 
performances features like the automatic mechanical 
safety catches which prevent accidental lowering of 
load, full 360° swivel saddles, swiveling front position- 
ing wheel, and the plating of moving parts to resist 
damage from excessive moisture make it the ideal jack 
for a wide variety of service lifting. For extra long life, 
each ‘55’” PACER is powered by a rugged 3 ton jack 
with safety valve set at 11/2 tons. 


ein Weme 


coRPORS 
WAUKESHA, WISCONSIN 
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Bold New SWIFT-LIFTS 


make speedier load contact-- 
lift up to 26 inches! 


These outstanding new service jacks by Hein-Werner 
offer performance features never before available. They 
provide more lifting height; more contact speed; more 
maneuverability and operating ease; more stability. 
Here today in popular capacities to meet your lifting 


needs for years to come. 





New PUSHMASTER Jacks and JacKits | 
in popular capacities 


Save valuable time and manpower 
on body, fender or repair jobs with 
the easy, controlled pushing power 
of these dependable units. “Snap- 
in’’ tube connectors are also avail- 
able to complete job setups in a 
jiffy and assure close fitting, sturdy 
connections. 








Keep your shop up-to-date with Hein-Werner. See your 
Hein-Werner Jobber for facts on why it pays you to 
standardize on Hein-Werner, or write, wire or call us 


for full information. 


The complete Hein-Werner line includes: The famous “55” and “Screwball” . . . 
Under-Axle Jacks of 1/2 to 100 ton capacity . . . “Bumper-Lift’” and Ratchet Jacks 
for passenger cars . . . “Swift-Lift’ Service Jacks for shop use . . . Transmission Jacks 
. .. Adjustable Stands . . . “Push and Pull” and “Pushmaster” jacks for body, fender 
and frame repair work. 
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large magnet and then all that’s left 
to do is to put the flashlight in the 
holder and go to work!—Borden D. 
Gibson, P. O. Box 852, Kountze, 
Texas. 


Using a Trick to Install 
Chrysler Motor Supports 


LD rear motor supports on sev- 
O eral models of Chrysler-built 
cars are usually compressed and 
can be pried out without too much 
trouble, but installing the thicker 
new ones is a different matter, be- 
cause the transmission hits the floor 
before the motor can be raised 
enough. 

I have found that cutting the top 
washer, which is fastened to the 


sleeve, °3” from outer edge, as in- 
dicated by dotted line in illustra- 
tion, gives added clearance. It is 
then easier to tilt the washer, sleeve 
assembly and support into the 
crossmember and under the fly- 
wheel housing.—Victor McGee, c/o 
Bedwell & Cole Auto Service, 310 
S. 7th Street, Mayfield, Kentucky. 


Employing Cheap Method 
To Save Wiping Cloths 
ll ERE is a homey but practical way 
to save a lot of wiping cloths! 
Install toilet paper holders on the 
wall next to the lube rack, the 
front-end machine and at each me- 
chanic’s stall for wiping blobs of 
grease, parts, tools and to keep 
bearings and parts clean. This 
method is ideal and cheap, but be 
sure to use strong paper!—Frank 
Hornyak, A & E Garage, 84 State 
Street, Struthers, Ohio. 


Cutting Out the Holes 
When Installing Mats 


{yuo simple trick will save sev- 
eral minutes when installing a 
universal floor mat where holes 
must be cut and no perforations are 
provided, if enough of the old mat 
is available to outline the holes: 
Place new mat on shop floor and 
arrange pieces of the old mat on 
top of it in their proper places, With 
a can of spray aluminum, spray over 
the area where holes are to be cut. 
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This will give a perfect outline and 
overspray can be easily removed. 
This certainly beats drawing the 
holes out with a pencil—Fred H. 
Findley, Service Manager, Reform 
Motor Company (Ford), Reform, 
Alabama, 


Installing Back-Ups 

On 1959-60 Chevys 

H™: is a cheap and easy method 
of installing back-up lights on 

1959-60 Chevrolet cars: 


First, install two Impala back-up 
light lenses in place of the two inner 
taillights. Inside trunk compartment, 
cut and tape the hot wire feeding 
those lights, connect both in series 
and plug into wiring harness situated 
at upper left-hand corner of com- 
partment. 

Using an instruction sheet from a 
back-up light kit as a guide, make 
and install the harness under the dash 
panel, also installing fuse—James E. 
Slone, c/o Cox Chevrolet, Paintsville, 
Kentucky. 








FENDER MIRRORS 


Better selling too! 


Today, these fine quality, British-made favorites are found on almost any 
make car. They’re so popular because of their sharper viewing, smarter 
styling and heavily coated chrome finish. 

Get your share of Lucas’ growing sales in America. Profit with Lucas’ 


complete line of accessories and replacement parts. Lucas .. . 


original 


equipment for most British cars. Write for details now! 


@ CONVEX OR PLAIN 


GLASS 


e SHOCK RESISTANT 
e@ FLEXIBLE ADJUSTMENT 


United States Factory Branches 


LUCAS ELECTRICAL SERVICES, INC. 


501-509 W. 42nd Street, New York 36, N. Y. 


New York * Chicago * Houston 


+ Los Angeles 


San Francisco « Jacksonville * Seattle + Boston 


Right from 
the stort... 
Right for 
replacement! 


GENERATORS * STARTERS + DISTRIBUTORS 


BATTERIES * LAMPS 
HORNS * GIRLING BRAKES AND SHOCK ABSORBERS 


COILS 
WINDSHIELD WIPERS * REGULATORS 
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SOUTHERN JOBBERS 


and FACTORY MEN 














Carolina Cordiality 


By BILL ABBOTT 


HEN you telephone Carolina 
Houdaille Co., Inc., Charlotte, 
N. C., for wholesale automotive 
supplies, a pleasant musical voice 
answers: 
“Ca-ro-LI-na HOO-dye!” 
This ever-cordial reply 
from an equally-cordial lady, Mrs. 
Clara Kohn Hawkins, president of 
the company, who has become the 
friendly familiar symbol of its busi- 
ness throughout the Carolinas and 
Virginia. 


comes 


116 


Such communicative nicety is 
normally never associated with the 
cold harshness of auto parts, trim 
and cleanup materials, but in this 
case it also carries overtones of 
competence and efficiency. 
Houdaille customers get service 
along with their courteous greeting. 
Their deliveries are dependably 
prompt and correct. The basis of 
Mrs. Hawkins’ business formula: 
“We give the very best possible 
service to all our customers—large 


A few ladies have suc- 
ceeded in this industry 
where generally only 
men are to be found. This 
Tarheel is an exception. 


or small.” 

It is her answer to the inevitable 
and oft-repeated question: How 
does a woman run a man’s business? 

“Well, just like a man would 
run it—properly,’ she explained 
“Prompt, satisfactory 
excuses. Apologies for lack of serv- 
ice wear out quickly.” 

Under Mrs. Hawkins’ direction, 
Houdaille has built its reputation 
for satisfaction to the point where 
it is looking forward to early ex- 
pansion from its downtown location 
of more than 30 years to a new, less- 
crowded site, with space for still 


service—not 


greater growth. 

For this happy state of affairs, 
Mrs. Hawkins gives generous credit 
to company employes, known locally 
as “the Houdaille Family,” most of 
whom have worked with her for 
more than ten years. They share 
company profits, participate in peri- 
odic company recreational events, 
and generally shoulder business de- 
mands as a single team 

Mrs. Hawkins insists on empha- 
sizing this congenial association. She 
still remembers the time, seven 
years ago, when most of the same 
employes gave her the courage, pur- 
pose and direction to carry on her 
heavy responsibilities after the 
death of her husband, Alex B. Kohn 

At that time she had been associ- 
ated with Houdaille as head of its 
trim department, but even this ex- 
perience did not soften a sudden 
bereavement. 

“Our employes were magnificent,” 
she said. “What I still call my ‘right 
arms’ (Mrs. Jean Nance, Stanley B. 
Hubbard and Earl R. Polk) were an 
inspiration in their loyalty. All of 
them asked me to continue the busi- 
ness, and offered their help. I wrote 
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to each of our manufacturers, and 
told them our decision. We did not 
lose one single line of representa- 
tion. I was not certain then that 
some of our suppliers wanted a 
woman to represent them, but the 
manufacturers were, and continue 
to be, wonderful to me.” 

During the transition of the Hou- 
daille management, Mrs. Hawkins 
found others in the industry won- 
derful, too. She was apprehensive 
and ill at ease at first to step into a 
man’s world, new to her. She found 
it difficult to be the only woman at- 
tending men’s business meetings. 

But things have changed, as in- 
dicated by her recent year’s tenure 
as vice president of the 3l-year- 
old Virginias-Carolinas Automotive 
Wholesalers Association. She com- 
petently led topic discussions which 
quickly revealed her broad knowl- 
edge of aftermarket problems. 

She also is a former vice president 
of the Charlotte Automotive Whole- 
Association, and is called 
upon frequently to present the 
woman’s viewpoint at trade associ- 
ation conventions. At these gather- 
ings she emphasizes that business- 
men should take their wives fully 
into their business confidences, and 
make wives better acquainted with 
practices. 


salers 


business associates and 


Her presentation is often a highlight 
of the programs on which she ap- 


pears. 

Despite her full partnership in a 
man’s business, Mrs. Hawkins has 
retained her dignified feminine 


Despite heavy business responsibilities. Mrs. Hawkins finds time to direct town and 
country homes where her hobbies include tending flowers and fruit trees. She poses 
here on the lawn of her home in the thriving city of Charlotte. 


charm. Her quiet, tasteful dress, her 
candid blue eyes and white hair 
are not at all dissonant from her 
business life. 

But business always comes first. 
When she is not at the Houdaille 
store, she makes it a point to be 
available to her “right arms” by 
telephone. 


Mrs. Hawkins (center) poses with whom she terms her veteran “right arms” of busi- 
ness (I. to r.): Mrs. Jean Nance, Earl R. Polk and Stanley B. Hubbard. 
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Aside from business, she some- 
how amazingly finds time to pre- 
side graciously at an inviting two- 
story brick residence in Charlotte 
and a lakeside country home, known 
as “the Hawk’s Nest,” for herself 
and husband, Orville O. Hawkins, 
secretary-treasurer of their com- 
pany. 

Her recreational hobbies include 
tending the flowers and fruit trees 
of her homes, travel and music. She 
is a member of several musical and 
Every now and 
then, she and her husband are able 
to find time for a week or two of 
vacation travel to interesting places 


dramatic groups. 


in this country and abroad 

“I love to travel,” she said. “It 
gets you out among people, and I 
love people. I think that is one of 
the reasons we do so well in the 
‘Houdaille Family’ and with our 
customers. We just love each other.” 

Mrs. Hawkins is likewise devoted 
to the wholesale automotive supply 
business. 

“In the sense that we are serving 
and helping our retail customers,” 
she said, “I love the business. Our 
customers and our associates are 
nice to me. Everybody is coopera- 
tive, and I know it’s not just be- 
cause I’m a woman. I like to think 
it is because we and our retailers 
are working together to survive as 
independents.” 

Since being associated in her busi- 
ness for 16 years, Mrs. Hawkins has 
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trends. 
where is 


seen many changes and 
Well, what of the future 
the industry headed? 

“Frankly, I don’t know,” she said 
thoughtfully. “Ask me _ something 
easier. The principal trend up to 
now in our business is the shrink- 
ing of the independent wholesalers’ 
territory. Some larger wholesalers 
have met the  problem-_ with 
branches, but that solution is un- 
available to small concerns. It means 
we have to work harder on fewer 
outlets. 

“Another trend is the increasing 
diversification of the automotive 
supply business into former unre- 
lated fields. Some of our retailers 
have added such lines as toys, boats, 
garden supplies, outdoor furniture 
and appliances. At the same time 
the wholesalers have lost a lot of 
direct support they used to get from 
some of their manufacturers. There 
isn’t much franchise or territorial 
security left. 

“Yet the same thing is happen- 
ing in every other business. All in- 
dependent dealers are _ being 
squeezed on all sides by increasing 
competitive pressures. But some- 
how we still manage to get along.” 

Despite these and other problems, 
Mrs. Hawkins refuses to break over 
from a strictly automotive supply 
line—for the time being, at least. 

“The watering cans, tricycles and 
lawn furniture are not for us,” she 
said. “That is my thinking at pres- 
ent, but who knows what’s ahead 
in the future? 

“We do know that retailers de- 
pend upon us now, that service gets 
their business, and a mutual profit. 
We plan to keep on stocking the 
automotive supplies they need, and 


Vaughn & Wright of West Palm Beach, Fla., held this trade 
show recently in the armory there, with 30 factories partici- 











WELCOME JOBBERS SERVICE | 
STARS : 


TO THE MONROE 


E.C BRAMs WAS BRIDWELL BURNS GARW 


ES Aut 
TOM PERRYS ALL 


When Jobbers Service became an Atlanta distributor of Monroe Auto Equipment 
Co. recently the sales force visited the company’s plant in Hartwell, Ga. Here, photo- 
graphed in front of the plant, are (I. to r.): front row, Harold Kite, Doug Allen and E. C. 
Bramblett, of the Perry Co.; J. E. Bickel, vice president in charge of merchandising 
for Monroe, and F. R. Middleton, Monroe sales manager; standing, George Gresham 
of Perry. Wes Aaron, Monroe representative: John Jones, Ralph Linahan, Tom Perry, 
Vernon Houston, Mac Pitts and Monty King, of Perry: Lem Bell, Monroe representa- 
tive; Charles Bridwell, Dave Kile and Burns Garner, of Perry. 


deliver what they need as promptly 
as possible.” 

The persistent telephone inter- 
rupted again. 

“Ca-ro-LI-na HOO-dye,” she an- 


swered. 
Graphite Elevates Cowgill 


W. D. Cowsgill, veteran Cleveland 
Graphite Bronze sales executive, has 
been elevated to general sales man- 
ager, William D. Cameron, general 
manager, announced. Cowgill joined 
the company in 1928 and for the 
past eight years has been a district 
sales manager. 


Pratt Picks Dallas Company 


Dave Sterling and Co., 150 Howell 
St., Dallas, will represent Pratt 
Muffler Division in Texas, Louisiana, 
Arkansas and Oklahoma, according 
to James Flanagan, director of sales 
for the muffler manufacturer, 


Arvin Appoints Two 


Arvin Industries, Inc., has ap- 
pointed McLean Auto Supply Co. of 
Norfolk, Va., and Automotive Serv- 
ice Co. of Louisville, Ky., warehouse 
distributors, to handle its mufflers 
and exhaust system parts 


pating. Attendance of customers totaled 354. In view of the 
success, a second show is being planned now for next year. 
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Some of the approximately 80 jobbers and manufacturers who 
attended the annual stockholders’ meeting of Cooperative Ware- 
house Distributors, Roanoke, Va., are shown here in a photo 


i - 

. 
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Redistribution Mess Assailed 
By Wiggins at AWAT Session 


gpa set up by manufactur- 
Wers originally for redistribution 
“have been completely abandoned 
or ignored,” Executive Secretary J. 
L. “Jack” Wiggins of the Automotive 
Service Industry Association told 
the seventh annual convention of 
the Automotive Wholesalers Asso- 
ciation of Tennessee at Lookout 
Mountain last month. 

ASIA “is in the redistribution 
mess to clean it up, regardless of 
the cost,” he asserted. He recom- 
mended that jobbers insist upon a 
printed policy from their suppliers 
regarding redistribution. Field men 
sometimes get too enthusiastic and 
later the home office advises that its 
policy is not as earlier represented, 
he said. 

“The responsibility for the mess 
in redistribution rests with the 
manufacturers,” who should lay 
down their policy and if there is any 
deviation, factories should cut off 
such firms, Wiggins declared. 

Paul R. Smith, sales manager of 
Houston Chemical Corp., said that 
“it’s probable that half of the anti- 
freeze last year moved through non- 
automotive retailers for the do-it- 
yourself buyers.” (For additional 
comments, see page 7.) 

Other speakers at the convention, 
which attracted a record attendance 
exceeding 300, included E. H. “Buss” 
Francois (see page 120), sales man- 


ager of replacement products, AC 
Spark Plug Division; Charles H. 
“Chuck” Davis, executive editor of 
Jobber Product News; Lloyd L. Lott 
of Bruce Dodson and Co., Kansas 
City; James S. Metcalfe, labor and 
public relations consultant, and Dr. 
G. Herbert True, South Bend, Ind., 
lecturer. 


made aboard the S.S. Queen of Bermuda. A nor’easter blew the 
ship up on a sandbar and gave the guests an extra day “on the 
house” in the Bermuda harbor. J. R. “Bob” Morris is manager. 


B-44, Nashville, 


sponsored 


cocktail party, as usual 

Checks totaling $6,035 were re- 
funded seven firms which under- 
wrote AWAT in its earlier days of 
struggling for existence. 


Broderson Joins Georgia Firm 


R. D. Broderson of Chamblee has 
joined Clark-Richards Co., manu- 
facturers’ representatives of Atlanta, 
Ga., and will cover Georgia, South 
Carolina and western N. C. 


George W. Kinnie (left) of Knoxville is the retiring president of the Automotive 

Wholesalers Association of Tennessee. New officers are (I. to r.): P. R. “Mike” 

Cochran of D & C Parts Co., Camden, president: A. M. Downing of Reed-Downing, 

Inc., Nashville, vice president, and T. Keith Broyles, Nashville, who is the veteran 
executive secretary of the eight-year-old association. 
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Big Growth in Tennessee Cited 
By AC Spark Plug Executive 


_ I received your invitation to 
take part in this conference, I 
immediately contacted our research 
department and, to my surprise, 
represents one of the 
regions in the 


Tennessee 
fastest-growing 
United States. 
This statement may cause a raised 
eyebrow or two among you, as it ap- 


pears to contradict your fine Uni- 
versity of Tennessee’s prediction 
that the current 1960 census would 
show a population gain of 7% as 
compared with the average national 
population gain of 14%. 

Our business success—both yours 
and mine—depends upon the main- 
tenance and care of automotive ve- 
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“THESE SUPER SAFETIRES REALLY GRIP~ 
JOE, HELP ME GET MY HANDS LOOSE!" 


Keep that satisfied sparkle in 
your customers’ smile—install 


Nanley 


airchrome valves 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville; J. S. Connell 
Co., Dallas. 
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By EDGAR H. FRANCOIS 
Sales Manager of Replacement Products 
AC Spark Plug Division 
General Motors Corp. 

Flint, Mich. 


Excerpts from an address before 
the seventh annual convention of 
the Automotive Wholesalers As- 
sociation of Tennessee at Lookout 
Mountain last month. 


hicles, Thus, it becomes vehicle 
population that determines our suc- 
cess more than “people” population, 
and in Tennessee vehicle population 
is increasing at a tremendous rate. 

Let’s review some interesting fig- 
ures: 

Ten short years ago there were a 
total of 487,000 passenger cars regis- 
tered in the state of Tennessee. To- 
day your registration figures have 
jumped to 920,000, representing an 
increase of over 89°. This compared 
to a national gain of not quite 68% 

So you can see, Tennessee is one 
of the States in 


terms of our business 


fastest-growing 


To those of us who make a con- 
tinual study of the facts and figures 
of business throughout the nation, 
we know that the people of Ten- 
nessee are good customers of the 
automotive industry. For example, 
out of every $100 spent in the United 
States today, $24.70 of it is spent on 
automotive and service station retail 
sales. 

However, in the state of Tennes- 
see that figure rises to $28.25. It 
means that the people of Tennessee, 
individually, are spending $3.55 
more out of every $100 of their 
earnings in our business than the 
average spent throughout the coun- 
try. Certainly a strong indication 
that business is good right now 
right here. 

Ten years from now it is esti- 
mated there will be over 80 million 
cars traveling the nation’s highways. 
The automotive aftermarket, at the 
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.MECHANIC 


NEW! For 1959-60 
FORDOMATIC 2-Speed 
Transmissions. ..Reverse 
Band Adjusting Tool with 
pre-set torque mecha- 
nism and gauge spacer. 


Assures accurate adjust- 
ments to car manufac- PN 
turer's specifications. 


If you don’t have the Tools and the 
know-how to service and repair 
Automatic Transmissions today, you are 
only getting half the job done and 
probably cutting your income in half, 
too! Complete your service abilities 
with Automatic Transmission know-how. 
This new FORDOMATIC BAND 
ADJUSTING TOOL is only one of the 
many we will show you how to use that 
will quickly put you into this profitable 
service all the way. Ask us about it! 


Men, 


~neyreaaneasee = HAND TOOLS 
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important wholesale level, is expect- 
ed to jump from the 2.1 to 3.3 bil- 
lion dollars, an increase of 57.1%. If 
these estimates hold true, the next 
ten years are going to become big 
profit years for those who prepare 
for them—now... . 

Figures show that during the past 
ten years Memphis has enjoyed a 
population increase of 35.8%. Retail 
sales have increased 124.8%. Car 
registrations have increased 109.8% 
and the number of automotive 
wholesalers has increased 45%. 


the past ten years increased 28.3%. 
Retail sales increased 52.2% and 
automotive wholesalers increased 
21.2%. 

Now let’s visualize these 
two Tennessee marketing areas ten 
years from now: 

In Memphis it is estimated that 
1970 will find a population increase 
of 27%. It is also estimated that re- 
tail sales will be up 56%. During the 
next ten years Memphis is expected 
to rise from its present position of 
44th city in the nation to become 


same 


In Nashville the population during the 41st. 





WHEEL CYLINDER LEAKS 


DIVING...ERRATIC BRAKES... 
DRAGGING...SLOW PEDAL RETURN 
on Late Model Chrysler Made Cars 


WITH 


sts 


When brake shoe adjustments are 
released, cup lip partially covers 
hydraulic ports permitting fluid by- 
pass, causing leaks. 


CONVENTIONAL CYLINDER 
EXPANDERS and CUPS 


Tight expanders prevent cups from returning 
to normal position. Results—Dragging brakes, 
burned erratic lining, slow pedal return. 


DUAL ACTION 
EXPANDERS and CUPS 


CORRECTION — 


Light Tension Expander Spring 
insures lip contact and permits 
easy cup movement, insuring 
complete release. 


Heavier Inner Spring returns 
cups to relaxed position 
when brakes are released. 


DUAL ACTION EXPANDERS main- 
tain cups in constant operating 
position to avoid bleeding leaks... 
insuring smooth easy brake shoe 
action and positive complete release. 
Available at Your Local Jobber 
TRU -TORQUE 
OTTO-ITEMS, INC. 
1200 Reco Ave. St. Louis 26, Mo. 


Cups, Expanders 
and Boots 
List Price $1.60 per wheel 


Cups, Expanders, 


Boots & Pistons 
List Price $2.30 per wheel 
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Franklin A. Miller, 72, retired director 
of marketing and merchandising for 
Raybestos-Manhattan, Inc., died while 
vacationing at Fort Lauderdale, Fla., re- 
cently. An authority in the automotive 
field, Miller had served on many mer- 
chandising committees and was a for 
mer director of National Standard Parts 
Association, Brake Lining Manufacturers 
Association, and a director and presi 
dent of the Friction Materials Standards 
Institute. 


In Nashville it is estimated that 
1970 will find a population increase 
of 29%. Retail sales will be up 79‘ 
and Nashville is expected to rise 
from its present position of the 64th 
city in the nation to become the 
53rd. 


Champ-litems Elects 
Wylie President 


a L. Wylie has been elected 
president of Champ-Items, Inc., 
Edward H. Mohme, chairman of the 
board, announced. 

Vice presidents are Robert H 
Mohme and Glennon F. Meyer. E 
Raymond Scannel is treasurer and 
Raymond L. Woerheide, the secre- 
tary. Former vice president Joseph 
G. Meiners has retired as an officer 
and director. 


Pitcher Dies in Tupelo 


George E. “Ned” Pitcher, presi- 
dent of Pitcher Supply Co., Tupelo, 
Miss., died recently. A native of 
New Orleans, Pitcher moved to Tu- 
pelo as manager of Mills-Morris Co., 
following his discharge from the 
army. He held that position for ten 
years until opening his own com- 
pany about two years ago. 


Dowgard and a complete line of 
power brakes by Astro Products Co. 
of Prairie, Texas, have been added 
by Motor Parts & Supply Co., Mo- 
bile, Ala., according to President 
Lyman O. Weaver. 
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NEW! CUSTOM REFILL PACKAGES... 
ALL FASTENERS PLATED! «3% 


“ 


ORDER "25 LINE” CUSTOM REFILL PACKAGES 


@ All refills Silverline plated 
eA refill package for every size and type 


@ Puts an end to breaking of standard cartons 


LAMSON SILVER SERVICE KIT 


@ Only commonly used Retail value of 
sizes contents 


@ All fasteners Silverline Dealer price — 
plated complete 


@ “25 line” custom refill Dealer profit on 
packages contents 


@ Sizeand price identified The Cabinet's FREE! 


LAMSON No. 9-117 TREASURE CHEST 


@ Contains 11725 line” Total resale 

packages value .... . $109.82 
e@ All fasteners Silverline Dealer's net 

plated price*, ... 





@ Part, size and price _Dealer’s 
identified profit... 
*The Cabinet's FREE! 
Use refill boxes 
for extra 
compartments! 








) LAMSON € SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 


J Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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Zé, lool Tips 
for the Mechanic 


Servicing Valve Springs 

on Late Model Divco Engines 

You'll find SNap-on® CF-19 Valve Lifter 
is very good for late model Divco en- 
gines. The valve springs on these mod- 
els are too smail to be lifted with a con- 
ventional lifter because the springs slide 
through the jaws. The CF-19 will fit per- 
fectly if the manifold is removed. See 
page 72 of Catalog X. 


CJ-91A Universal Joint Tool 

Has Many Other Uses 

Originally built for disassembly and re- 
assembly of needle-type universal joints 
for lube and service. But it can also be 
used on all Ford idler arms with power 
steering and for replacing eye spring 
bushings on ’55 through ‘57 Chevy’s. It 
will also work on Chrysler master cyl- 
inder pedal pins —and for removing 
wrist pins on Olds and Cadillac pistons. 
Page 109 of Catalog X. 


Removing Oil Filters on ‘59 Olds 

The SNAp-on S-9465A Fluid Drive 
Wrench works perfectly for oil filter re- 
moval on the 1959 Oldsmobile. Wrench 
has combination BoxocKET® and open- 
end — both openings are %”. See it on 
page 80 of Snap-on Catalog X —or ask 
your SNAP-ON man. 


NEW TOOL 





Stiap-on S-B164A 
Chrysler Line Starter Wrench 


Look what you can do with this spe- 
cial: service Chrysler product start- 
ers, transmission bolts and motor sup- 
port bolts ... handle Rambler over- 
head 6-cylinder head bolts and V-8 
starter ... also various GM starters 
Cummins diesel air compressor bolts, 
plus models of GM V-6, V-12 and GM 
diesels. With a 14” square drive and 
double broached 54” opening, this 10” 
long SNAP-ON special can be used any- 
where a 5,” extension type or torque 
adapter wrench is needed. It’s not in 
your current catalog so be sure to ask 
your SNAP-ON man about it 


Kentucky Group Leader, Now W. D., 
Cites Reasons for Changing Firm 


NOTHER well-known Southerner 


has joined the rapidly expand- 
ing number of warehouse distribu- 
tors. 

He is W. B. “Mac” McGee, presi- 
dent of Automotive Service Co., 
Louisville, and the current president 
of the Kentucky Automotive 


Wholesalers Association, which he 


helped to found two years ago. 

The veteran jobber sent a lette: 
to his former customers as a whole- 
saler advising them his firm would 
be distributing solely through job- 
bers. In a letter to prospective job- 
ber customers he said: 

“So that all of you may be fully 
informed as to Automotive Service 
Co.’s policies in warehouse distribu- 
tion, we are enclosing a copy of our 
letter to all dealers, garages and 
service stations advising them that 
we can no longer supply them di- 
rectly and that hereafter we will 
sell to automotive wholesalers only. 
As most of you know, we have 
never considered it ethical to sell 
your dealer trade when we were 
selling you the same lines. 

“The automotive jobbing picture 
is changing rapidly. Because of the 
great number of makes and models 
of cars and changes from year to 
year, the number of parts of each 
kind has grown to such an extent 
that it has become impossible for 
each independent operator to carry 
a full line. To do so would result in 
such an investment that he could 
not get a reasonable turnover 
Therefore, it has become increas- 
ingly difficult for the jobber to real- 
ize the margin of profit necessary 
to make the ever-growing industry 
lucrative and pleasurable. 





“All over the country these ills 
are being relieved by true ware- 
house distributors. For many months 
we have realized the great need for 
a source of supply of first-class 
merchandise readily available, in 
our area, to qualified automotive 
wholesalers, Our purpose is to fill 
that need and we will if you will 
give us your support. 

“You know the many advantages 
of stocking the lines carried by true 
warehouse distributors, but we 
would like to mention a few: 

“1.—You can sell any number in 
the line, although you stock only 
the faster-moving numbers, because 
the warehouse carries the slow 
numbers and ‘dogs.’ 

“2.—There is no obsolescence be- 
cause the warehouse protects you 

“3.—In cases of shortages you can 
still get the items, if available at all, 
because the warehouse does not 
hold them for dealer sales 

“4—The tremendous freight bills 
will be reduced materially or elimi- 
nated entirely. 














Repair of 1959 Dodge Intake Manifold 
Mechanics working on the 1959 Dodge 
Manifold can use the FA-10A Hex Head 
Screw Driver Socket for the bolts. This 
6,” size socket is used with the ” 
square drive ratchet handle. It’s on page 
25 of SNap-on Catalog X. 

Ask your SNAP-ON man for your copy of 
Catalog X. 


SNAP-ON TOOLS CORPORATIOV 
8050-G 28th Avenue °* Kenosha, Wisconsin 
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IBMA APPROVED 


BATTERIES 


ASK YOUR DEALER OR JOBBER 
WE OUTSELL... BECAUSE 
WE OUT SERVE 





DIESEL 
MARINE 
INDUSTRIAL 
AIRCRAFT 
MOTORCYCLE 
COMMERCIAL 
AUTOMOTIVE 


YOCAM BATTERIES, INC. 


TAMPA ~- MIAMI - JACKSONVILLE 
PENSACOLA ~- ORLANDO, FLA. 
MOBILE, ALA, - COLUMBUS, GA. 
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Sales representatives of Jobbers Serv- 
ice, Atlanta, Ga., who attended a recent 
two-day sales meeting and factory 
orientation session at the Maremont 
Muffler Division, Chicago, are (Il. to r.): 
Mack Pitts, Burns Garner, Dave Kile, 
Harold Kite, Ralph Linahan, John Carl- 
ton, Maremont's director of sales, 
Charles Bridwell and Doug Allen of 
Jobbers Service. The Atlanta firm was 
appointed warehouse distributor for the 
Maremont line. 


“5.—Ordering is simplified, gen- 
erally written for a number of lines 
by the warehouse salesman. This 
way he helps you control your in- 


se a HERE’S A PROVEN PROFIT MAKER! 
also simplified as one check is writ- - @ real "°‘BUSINESS GETTER’’!... 


ten for all lines purchased from the 


warehouse. AMERMAC’S TIRE TRUING MACHINE 


“7—Our warehouse is not in 
No, 202 — Patent Pending 


competition with you! But rather is , 
—for ALL passenger and truck tires 


an ever-present aid in the success 
of your business. For our success up to 11.00-22!... An essential piece 





depends on your success.” of equipment for modern service. 


7“ DISTINCTIVE FEATURES: 


AP Parts Picks Ledbetter 


Quick, simple mandrel for mount- 

ss ing tires. Passenger — 5 minutes 
The AP Parts Corp. has appointed Truck — 10 minutes, 

‘ ; 

Grady L. Ledbetter of Doraville ) ssiebiieien Yin 

manager of its Georgia sales terri- Set of radius gauges included 

tory, according to H. C. “Skip which permit almost unlimited 

“hag . profile settings. (Not shown) 

Stivers, sales manager. Most re- - 

. F Radius arms pivot on cones. No 
cently Ledbetter was associated oss of accuracy. No loose play 
with Rust Master Chemical Corp Adjustable lamp 
Prior to that time he was with Per- Heavy, knurled, motor-driven feed 
matex Co., Inc., and the Automotive roll 
Battery Division of Thomas A. Edi- ~_ bearing blade motor with 

A ixed shaft 
son, Inc . 8. Automatic, built-in blade shar 
pener for perfect blade condition 
Hand whee! operated feed screws 


Ball bearing supported mandrel! 
‘ tat ) 
Frank Thomas of Statesville, N. C., has ae ee : 2 ba a. 

; ptiona equipmen in Passenger car 
been appointed direct factory represen. SUE atte dab clan, Gale of Gane 
tative in charge of sales and service in ger wheels without using hub. Eliminates 
South Carolina, Georgia and Florida for errors in mounting.) 

Ernest Holmes Co., Chattanooga, Tenn., This j . 

. is is the answer to tire-truing problems. A demonstration 
Sales Manager D. Lynn Churchwell an- 9° s ons 
nounced. Harry Gilbert, former represen- 

i > th , , — , 
tative in that area. has taken over the Build customer good-will—eliminate destructive vibration and 


Kentucky and Tennessee territory. ; 
Thomas will headquarter in Jacksonville. Designed for long, rugged life, accu- shimmy caused by ‘‘out-of-round”’ tires . . . increases life of 


racy and efficiency. Crated, complete- tires and all at a quick, easy profit for you! . . . Write 


will convince you! One-man operation, no special skill required. 


ly assembled, wired today! 





ready to work. 
Weight, 415 Ibs. ry 
Americus, Ga. 

) We'd like a free demonstrat 


) Send free literature 


Firm 


AMERMAC, INC. 
AMERICUS, GA. 


Address 
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Participants in a pane] discussion of job- 
ber problems at the annual convention 
of the Automotive Wholesalers Associa- 
tion of Tennessee last month at Chatta- 
nooga were (Il. to r.): J. Matthew “Hot 
Shot” Nelson of Kingsport, A. M. Down- 
ing of Nashville, Jack Black of Knoxville, 
William C. “Bill” Herbert of Southern 
Automotive Journal (moderator), Bobby 
Chilton of Nashville, Fred Bauer of 
Memphis and Robins Mitchell of Paris. 
The panel operated for two hours. 


State Officials, Mel Turner 
To Address Kentuckians 


“rate officials and Mel Turner of 

Chicago, curriculum director of 
the Automotive Service Industry 
Association, will be among the 
speakers at the second annual con- 
vention of Kentucky Automotive 
Wholesalers Association August 25- 
27 at the Kentucky Hotel in Louis- 
ville. 

Executive Secretary George W. 
Wilson, III, announced that “Mech- 
anic Training” would be discussed 
by Turner, a long-time garage op- 
erator. 

Director Clayton Stewart of the 
Sales and Use Tax Division of the 
Kentucky Department of Revenue 
and Commissioner of Public Safety 
Glen Lovern will be heard, as will 
Dr. Neal Bowman of the National 
Association of Manufacturers, Fred 
Hosley of Reynolds Metals Co., a 
luncheon speaker in the form of an 
Indianapolis race driver and the 
annual banquet speaker in the per- 
son of Clarence N. Walker of the 
Coca-Cola Co., Atlanta. 

Charles H. “Chuck” Davis, exec- 
utive editor of Jobber Product News, 
will speak and William C. “Bill” Her- 
bert, editor of SourHERN AUTOMOTIVE 
JOURNAL, will moderate a panel which 
will deal with current problems of 
wholesalers. 

The Boosters’ golf party will kick 
off the program, from 8 a.m. to 4 
p.m., Thursday, August 25, and the 
president’s reception will be from 
6:30 to 7:30 p.m. 

Jobbers and manufacturers’ rep- 
resentatives will appear in a seminar 
session Saturday morning. 








‘TWO MODERN-TYPE 
Pe |) 


MODERN MOOG DESIGN 
Minimizes mixing of air and 
fluid because fluid chamber 
is up on the frame. . . gets 

same smooth ride as the 

passengers, 


OLD-TYPE SHOCK ABSORBER 
Fluid chamber down on the 
axle gets same bumpy ride 
as the wheel, increasing 
fluid and air agitation. 


~~~ ~. WHEELS BUMP ALONG ROAD. 


FLUID ON THE FRAME MINIMIZES FOAMING! 


Shock absorbers are designed to work on fluid, not foam. But in ordinary 
old-type shock absorbers, the fluid chamber is mounted down on the axle and 
gets the same bumpy ride as the wheel. This egg-beater action can quickly 
turn the fluid into foam .. . which slides through the valves too easily, defeating 
the purpose of the shock absorber. Steering control and riding comfort 
gradually “fade” away. 


But the modern MOOG Commander and MOOG Shock-Buoy have the Fluid 
on the Frame. It gets the same smooth ride as the passengers. Reduces shaking 
and foaming to a minimum. That’s why you can always depend on MOOG 
shocks for a safe, steady performance... even over washboard roads. 
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Sales Climb Higher for 67%; 
Bad-Weather Effects Remain 


Gr volume was higher for two- 
J thirds of the South’s and South- 
west’s jobbers the first five months 
of this year than for the same pe- 

year. Rough weather 
1960 was still holding 
comparative figure for 


riod of last 
earlier in 
down the 
many wholesalers. 

These were conclusions based on 


replies to a questionnaire mailed to 
350 jobbers. Even where volume re- 
mained below last year’s perform- 
ance the respondents generally made 
it clear that the trend was definitely 
upward—often based on the im- 
proved picture in April and May, 
plus some of the early-June signs. 
A well-known Kansas house re- 





SHOCK ABSORBERS 


- New MOOG Commander 
- New MOOG Shock-Buoy 


© Safety Reservoir separates the air from the fluid! 
Air bubbles in the shock absorber fluid 

increase the dangerous foaming action. But the 
modern MOOG shock absorbers have a 

Safety Reservoir, located at the top, which traps 
the air bubbles as they rise. This further reduces 
foaming and keeps troublesome “air pockets” 
from forming in the fluid chamber. The surplus 
fluid in the Safety Reservoir also means 

longer shock life! 


© Extra-large operating bore! The Commander's 114” bore 
and the Shock-Buoy’s 1 7/16” bore are a full 14” larger 
than comparably priced shocks. And everyone knows 
“the bigger the bore, the better the shock.” 


© Amazing double “wipe-dry” seals! Pull out the piston 
rod of the new MOOG shock and wipe it on your shirt. 
See... not a trace of fluid! Less fluid loss, longer shock life 


® Heavy-duty “triple-welded” mounts! Add 50% more 
strength compared with conventionai welds. Guard 
against costly comebacks due to broken welds. 


Contact your local MOOG jobber or distributor and let 
him prove to you that the new MOOG Commander and 
its heavy-duty companion, the new MOOG Shock-Buoy, 
differ from every other shock absorber where it matters 
the most ...in your pocketbook! You'll be surprised to 
find out that the best shock absorber is also the most 
profitable... FOR YOU! 


UNDER-CAR PARTS 


MOOG INDUSTRIES, INC. 
St. Louis 33, Missouri 


“STEADY AS 
SHE GOES” 


SHOCK ABSORBER 


COMMANDER 


« agsoreEr 


MOOG MEANS MORE UNDER-CAR BUSINESS 
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ported sales down 1142%, adding 
that “the first quarter was bad” but 
“coming back the last 
two months.” 

Another Kansan reported a drop 
of 8.401% due to “weather and gen- 
eral business down.” 

An Oklahoman’s were up 
slightly and “the trend looks good,” 
he said. 

A Maryland 


sales were 


sales 


company listed its 
compared with $42,814 the same pe- 
riod of 59. 

A long-time South Alabama exe- 
cutive said his comparative volume 
$548,000 $545,000 


enough increase,” he 


figures were and 


“That’s not 
t 
" 


+4414 
-—+ 


A Reader Survey 


tt 

: eep  £—Seeesessss 
e . ? BOS Seeeeeeeel 
Nae 


“We 


crease the remainder of the year.” 


to ttt pe 





+—4 


























said anticipate a sharp in- 
One jobber in Austin, Texas, re- 


ported his business “considerably 
April was his “best month 
years. May 
good but about on par 
three months.” 

A veteran Western North Caro- 
lina company official reported sales 
up 17%, while 50 miles east of him 


fellow jobber listed an upturn of 


ahead.” 
was not as 
with first 


in several 


a 
23%. 

A Shenandoah Valley Virginian’s 
sales were 18% higher and he said 
they had been “excellent the first 
five months.” 

Less than 100 miles away a whole- 
saler reported a rise of 22.3% in 
business. 


A North 


volume had jumped 20% 


said his 


last 


Mississippian 
over 
year’s performance 

Almost without exception the re- 
plies blamed the unusually 
this 
South for harming sales 


tough 


weather earlie: year over the 


ideal Names Three for South 


C. Guy 
Miss., 
sentative for Ideal Corp. in Alabama, 
Mississippi Florida 
and Georgia will be covered by Ray 
Gandy Co. of Atlanta, and Virginia 
and the Carolinas by P. L. Wimberly 
and Associates, headquartering in 
Durham, N. C 


Keen Co. of Meridian, 
has been named sales repre- 


and Tennessee 


Du Pont paint has been added by 
Auto Parts & Bearings, Inc., Hot 
Springs, Ark., Manager Ed Smither- 
man announced. 


Want more facts? Use Reader Service Card Page 97 





RMC HEAT BAND 
68,000 MILES 


Note good condition of RMC Heat 
Band around margin and sect 
even though surface of head is 
badly eroded. 


NON-BANDED VALVE 
20,000 MILES 
Note Failure caused by seat burn- 
ing. Compare with illustration 
above. RMC Heat Band prevented 
this type of failure. 


THE SOLID STEM 
REPLACEMENT FOR 
SODIUM COOLED VALVES 


RMC “Heat Banded” Valves of Bi-Metal 
(2 piece) construction feature Stellite faces 
with a Stellite band fused around the outer 
edge of their Austenitic (non-magnetic) steel 
heads. Stem diameters match sodium cooled 
Valves—need no special guides or installa- 
tion—give maximum heat dissipation—will 
not seize or bind. 
LOWER COST—BETTER Actual results aoe 
PERFORMANCE Seales yp -- 


Heat Bands cost less than sodium Automotive Supply, 
Valves. Yet, they give greater Inc Grand Rapids, 
performance. A trial will show you. Michigan, 


COMPLETE COVERAGE 
VALVE TRAIN PARTS 
VALVE SPRINGS ROTATOR VALVE 

VALVE LOCKS KITS 
VALVE GUIDES VALVE SPRING 
VALVE SEATS INSERTS 
Warehoused in all principal cities. Sold 
by leading Replacement Parts Whole- 
salers everywhere. 

FOR INFORMATION WRITE TO 
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Leaders of NCAWA for the new year include (I. to r.): seated, Allen Lewis of Wil- 

mington, retiring president; Harold Rea of Asheville, president: R. E. Kirkland. Jr., of 

Wilson, vice president, and Bobby Zucker of Raleigh, treasurer; standing, Directors 

N. B. Starling of Raleigh, F. B. “Doc” Shuford of Asheville, H. Lester Flowers of 

Hickory and Executive Secretary Jesse F. Jones, Jr., of Raleigh. Attendance approxi. 

mated a high of 300. W. E. “Preacher” Stanford of Greensboro, who was absent, was 
also elected a director. 


Lie Detection of Employes 
Explained to Tarheels 


fo of using lie detection 
tests to reduce pilferage by em- 
ployes was explained briefly at the 
seventh annual convention of the 
North Carolina Automotive Whole- 
salers Association at the Morehead 
Biltmore Hotel, Morehead City, last 
month. 

George D. Snook, a well-known 
management consultant who has held 
a wide variety of aftermarket exec- 
utive positions, explained how other 
industries, including chain food 
stores and restaurants, had virtually 
eliminated stealing by employes 
through adopting regular tests agreed 
to by employes. 

General Parts Warehouse, Inc., 
Sanford, and Brown Auto Supply 


Arthur F. Page (right) of the N. A. “Red” 

Williams Co. was voted “Mr. Carolina 

Booster 33” by NCAWA members. He is 

shown being congratulated by the as- 

sociation’s retiring president, Allen Lewis 

of MacMillan & Cameron Co., Wilming- 
ton. 


Co., Sanford, and its 12 stores in 
North Carolina have adopted the 
plan, he pointed out, and cited 
hearty endorsement by John Yell- 
man, formerly of Lexington, Ky., 
and Tampa, Fla., but now an exec- 
utive with the Brown firm. 

The association took no immediate 











FREE os 
PARKING 


(while space is available 
FOR REGISTERED GUESTS 
IN DOWNTOWN 


DETROIT 


FAMILY RATES 
No Charge for Children 12 and Under 


In the center of all downtown activities. Newly 
decorated. Ultra modern, comfortable guest 
rooms. Excellent food at moderate prices in 
our modern coffee shop and cafeteria. 

Radio, Television Room Available. 

Air Conditioned rooms in season. 


FACING GRAND CIRCUS PARK 
DETROIT, MICHIGAN 


Harry E. Paulsen, Gen. Mgr. 
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Participants in an hour-long panel discus 
sion of “What I Expect of My Automo- 
tive Wholesaler” on the convention pro- 
gram included (I. to r.): Dick Parker, Ford 
dealer of Morehead City and Havelock: 
Bryan Davis of Raleigh, president of the 
Independent Garage Owners of North 
Carolina; William C. “Bill” Herbert of 
Southern Automotive Journal, moderator: 
W. H. Kirkman, manager of the body shop 
of Alamance Motors (Chevrolet), Burling- 
ton; H. C. “Slim” Wallace of Wilmington. 
immediate past president of the North 
Carolina Service Station Association, and 
Henry W. Holmes, maintenance superin- 
tendent of Johnson Motor Co., a 560-unit 
public carrier, Wilson. 


action on the proposal 

Other speakers included 

Charles H. “Chuck” Davis, exec- 
utive editor of Jobber Product News, 
who assailed the evils which have 
developed in redistribution and de- 
clared that “certain jobbers are due 
for a fall” and, like Humpty- 
Dumpty, “these men can’t get 
Humpty-Dumpty together again.” 
He lashed out at establishing “job- 
bers” whose capitalization was un- 
der $500 

Charles E. Cullen, Charlotte lec- 
turer, who repeated his address be- 
fore the annual ASIA convention in 
New York last February. 

The association went on 
as favoring a limit of $15 a year for 
a jobber to pay as an allied member 
of a local unit of IGO 

It adopted resolutions urging all 
jobbers to join ASIA, asking for 
enactment of pending legislation to 
combat “coercive selling practices 
of the major oil companies” and op- 
posing any increase in the minimum 
wage under the federal wage-hour 
law “unless compensated for by in- 
creased production.” 

A brief memorial service was led 
by S. B. Norton of Burlington in 
memory of the late Max A. Hayes of 
Asheville, a founder of NCAWA. 

Various association services were 
explained and details were given on 
the pooled pension and profit-shar- 
ing retirement plan. 

B-33 sponsored its usual recep- 
tion for the convention 


record 


Aaron Suffers Heart Attack 


Wesley O. “Wes” Aaron of Aaron 
and Bell Co., manufacturers agents, 
Atlanta, suffered a heart attack June 
14 while in Chicago. He was re- 
ported progressing nicely, although 
he would have to stay in Elexian 
Brothers Hospital, 1250 Belden 
Avenue, Chicago, for four to six 
weeks. He is a past president of 
Automotive Booster Club B-6, At- 
lanta. 
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MODIFIED END 


now—a universal 


Brake adjustment 
ee ii... “aang 


Ne 
MECHANI 
NET 


$1.79 


A way to adjust all Bendix Brakes that 
eliminates the need for several tools— 
and is a must for adjusting brakes on 
1960 Buicks, Chevrolets and Corvairs! 
The No. 300 is the first and only tool 
of its type. With its standard end and 
second modified end, it is specifically 


engineered to make it a truly universal 
Bendix tool. The modified end is spe- 
cially designed to clear the lower con- 
trol arm of the ball-joint suspension. 
The tool reaches blind locations with 
ease and provides lots of leverage in 


close quarters. Ask your jobber. 


Wetvaud looks 


HERBRAND DIVISION + THE BINGHAM-HERBRAND CORPORATION + FREMONT, OHIO 
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let eee ee 


HEN-TOOL 
QUALITY 
BEAD LOOSENERS 


Free frozen beads quickly with ex- 
clusive Ken-Tool Bead Looseners. 
They provide greater leverage .. . 
loosen the most stubborn truck 
tire beads quickly, easily. 


=e Gee ee eee ee ee ees ees ee ee es ee ee eee ee ee ee es oe os oe 


PATENTED 


Truck Bead Loosener 


een 


; T-52 


Heavy-duty 
Bead Loosener 





T-51 


Farm Tractor 
Bead Loosener 


1-26 A 
Truck and Bus 
Bead Driving Iron 





T-26B 


Impact Truck 
Tire Bead Breaker 
(Superior Design) 


SEE YOUR JOBBER on the complete 
line of Job-Designed Ken-Tools. 
Forged by the largest exclusive manu 
facturer of top-quality Tire-changing 
Tools and Equipment. THE KEN- 
TOOL MFG. CO., AKRON 5, OHIO. 


MOS - OL SIV/GNWEO 


~ 
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As part of an expansion program for The 
Crescent Co.., Inc., of Pawtucket. R. I., the 
election of Kenneth R. MacLean (above) 
as vice president—sales has been an- 
nounced by President John M. Sapinsley. 
MacLean has been associated with the 
company since 1950 as sales manager of 
the automotive division and later as gen- 
eral sales manager of the automotive, in- 
dustrial and electrical divisions. 


Virginians Move Forward 
Toward State Association 


YLAWs and other details are to 

be ironed out by a steering 
committee meeting at Richmond’s 
William Byrd Hotel July 18 to create 
the Virginia Automotive Wholesal- 
ers Association. 

This will be a follow-up to a 
meeting promoted by the Shenan- 
doah Valley Area Wholesalers at 
Waynesboro June 15 which was at- 
tended by 85 persons from all sec- 
tions of the commonwealth. This 
group elected the following to the 
steering committee: 

John F. Midyette of Standard 
Parts Corp., Richmond, chairman; 
Raymond L. Brickey of Auto Parts, 
Inc., Roanoke; Wm. T. Grissom of 
Grissom Motor Parts, Marion; L. M. 
“Rip” Hicks of Auto Accessories, 
Alexandria; C. F. Staples of Valley 
Distributors, Winchester; George E. 
Parker of Morse-Parker Motor Sup- 
ply, Portsmouth, and C. Mason Phil- 
lips of Waynesboro Auto Parts, 
Waynesboro. 

J. S. “Jimmy” Simmons, Jr., of 
Simmons Parts Co., Staunton, em- 
ceed the Waynesboro meeting, at 
which speakers included Midyette, 
who gave a resume of plans for 
the association up to that time, and 
B. W. “Whit” Ruark, assistant to 
the president of ASIA, who offered 
to seek a leave of absence to come 
to Virginia to help obtain members 
and set up the group. 

Steps were taken last month also 
at Little Rock and Topeka looking 
toward the creation of associations 
in Arkansas and Kansas. 


Will Dallas Be Site 
Of 1965 IASIS? 


it Dallas be the site of the 
1965 International Automotive 
Service Industries Show? 

ASIA and MEMA, co-sponsors of 
the huge annual event, have an- 
nounced that the ’65 one would be 
staged in the “Southwest region.” 

Earlier this year the National 
Automobile Dealers Association an- 
nounced that Dallas was now con- 
sidered able, with its expanded hotel 
and exhibition facilities, to house its 
annual convention, which attracts 
around 12,000. It will not convene 
there, though, for at least the next 
five years. 

The IASIS schedule calls for the 
61 show to be held Feb. 16-19 at 
Los Angeles, Feb. 28-March 3 at 
Chicago in 1962, Feb. 13-16 at Phil- 
adelphia in 1963 and the ’64 display 
to be at San Francisco 

Scheduling the show for the 
Southwest means that several tens 
of thousands of aftermarket people 
would flock to the chosen city, mak- 
ing it temporarily the “aftermarket 
capital” of the nation, with hundreds 
of new products 
sories, hard parts, equipment, etc 
on display in the 500 or more booths 
necessary to house the exhibition. 


chemicals, acces- 


Texan Gets Walker Trophy 


Donald G. Holder of Dallas, Tex- 
as, has been awarded Walker Mfg 
Co.’s James S. Allan trophy as top 
salesman in the company’s western 
zone. A native of Stephenville, Tex- 
as, Holder joined the Walker sales 
force in 1956. 











You'll never find 
SHOES like this in 
automotive 
warehouses 


But chances are, wherever you go, you'll 
see increasingly popular IMCO brake 
shoes. There's a set of IMCO shoes to fit 
all domestic and foreign cars and trucks. 
To build your sales, all you have to do is 
stock and SELL the shoes that FIT. 


Brake Shoes [Ea 


. 
Universal Joints : m o o 


Water Pumps 





THE IMCO MANUFACTURING & SALES CORP. 
BALTIMORE 2, MARYLAND 








SOUTHERN AUTOMOTIVE JOURNAL for July 1960 











Leaders of the Automotive Engine Re- 
builders Association for the new year in- 
clude (1. to r.): George W. Yount of In- 
dianapolis, Ind., treasurer: H. H. Miller 
of Miller Machine Co., Orlando, Fia., di- 


rector: Frank Norfleet of Parts, Inc., Mem- 

phis, Tenn., second vice president; S. M. 

“Bee” White of Motor Bearings & Parts Zea 
Co., Raleigh, N.C., director: Richard S. 
Love of The Love Machine Co., Salt Lake i 
City, Utah. president; H. B. Eldridge of i 
Universal Parts & Service, Inc., St. Louis, Ti : 
Mo., director: Ernest R. Sluggett of De- A Cc h a rg e r = eo 
troit, first vice president; Albert J. Blair j 


of London, Ontario, director, and James H. 
Templin of Motor Car Supply Co., Chi- 


cago, executive vice president. Not pic. th at’ Ss Easy to 





tured was another director, Wm. J. Mc- : 
Isaac of Providence, R.I. The convention, ' 
held last month at Cincinnati, attracted i 
wide attendance and included technical 
discussions. 





Floridian Hires Parrish 


C. “Bert” Parrish has joined the 
J. L. “Bud” Meadows Co., manu- 
facturers representatives of Ocala, 
Fla., and will cover Georgia from 
his Atlanta headquarters. For the 
past three years Parrish was em- 
ployed by United Motors Service in 
New Orleans. 


Bendix Products Names Three 


Lister H. Flowers has been ap- 
pointed sales engineer in the South- 
east for the automotive sales de- 
partment of Bendix Products Di- 
vision, South Bend, Ind. George W. 
Frey and Wayne C, Hubanks were 
named for like positions in the Mid- 
Atlantic district. 


Shurhit Appoints Two 
Ben S. Hadad has been promoted NEW BATTERY CHARGER-TESTER I 


from district manager to divisional : : ae ; 
manager in the Southwestern and One Simple Reading shows the Self-Adjusting Charging auto- 


Midwestern states for Shurhit Prod- true condition of any 6 or 12 matically controls the proper rate 
ucts, Inc. volt battery. Compares cells of fast charge for each individual 
‘ automatically under open circuit battery. Simply turn the charger 
Virginia Store Adds Two and load conditions on and forget it! 


Richard Morris has been added to When you buy CHRISTIE you buy the BEST 
the counter force of Motor Specialty Consistent High Quality Proven Through 30 Years of Battery Charger Manufacturing 
Co., Inc., Charlottesville, Va., and 
Thomas Kent to the delivery force. CHRISTIE ELECTRIC CORP. 3410 West 67th St., Los Angeles 43, Calif 
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UMS Division Shifts 
Southern Personnel 


A DMINISTRATIVE and sales appoint- 
ments announced by Harold P. 
Schaller, general sales manager of 
United Motors Service Division of 
General Motors, include: 

Henry F. Landers, from zone man- 
ager in Cleveland, to manager, sales 
training, and James R. Keesee, from 
Memphis zone manager to Southern 
regional manager, succeeding Roger 
W. Lundberg, who became Pacific 
regional manager. 


New zone managers include Rob- 
ert F. Lanphier, who moved from the 
Houston managership to Memphis 
He was succeeded in Houston by 
Charles A. Wirth, former assistant 
zone manager in New York. Russell 
E. Hill was promoted from assistant 
zone manager at Dallas to zone man- 
ager at El Paso, succeeding Jay V. 
Christiansen, who moved to Cleve- 
land. 

Warren H. Willkomm was elevated 
from district manager at St. Louis to 
assistant zone manager at Dallas. 

Landers joined UMS in 1949 as dis- 





BOATING 


is the exciting-est 
way to explore the 
beauty of crystal 
Mountain Lake. 
Mountain grandeur. 
Scenic majesty. Open 
May 23-Oct. 1. Ameri- 
can plar.. Reasonable 
rates. Secluded 
cottages, hotel 
accommodations. 


hotel 
ountain 


ake 


Write for folder, Mountain Lake, Va. 





trict manager in Atlanta. He became 
assistant zone manager in Memphis 
in 1953 and later zone manager in 
Jacksonville, Fla. 

Beginning his career with the di- 
vision in 1936, Keesee became dis- 
trict manager in the Atlanta zone fol- 
lowing military service and was 
named assistant zone manager in 
Dallas in 1951. He has since been zone 
manager at San Francisco, Dallas and 
Memphis. 


Memphis Company Begins 
Longer Store Hours 


| ee the convenience of its cus- 
tomers, Standard Parts Co. of 
Memphis, Tenn., has announced 
longer store hours to be observed 
at its main store at 801 E. Georgia 
at Crump. 

The operation will epen 
until 10:00 p.m. every day, Monday 
through Friday. Closing hour on 
Saturday is 5:00 p.m 


remain 


Georgian Adds Space 


Silbert Auto Supply Co. of Au- 
gusta, Ga., has extended its building 
at 214-18 Sixth St. to provide more 
shop and warehouse space, accord- 
ing to President Charles Silbert. A 
second crankshaft grinder has been 
added to the shop 


Paul Oxley Joins Father 

Paul Oxley, Jr., who has been 
teaching school in Macon, Ga., will 
join his father, who operates Paul 
Oxley Co., manufacturers’ agents, in 
that city Sept. 1. 


Grey-Rock Moves in Atlanta 


The Atlanta (Ga.) warehouse of 
Grey-Rock Division of Raybestos- 
Manhattan, Inc., has moved inte new, 
larger quarters at 1460 Northside 
Drive, N. W., Atlanta 





nuts, screws, ‘frozen’ 


LIQUID 
WRENCH 


SUPER-PENETRANT 


‘The mechanic’s friend 
. « » works in seconds” 


YOUR JOBBER HAS IT! 


‘ 


parts! 

| ing each issue . . 
Department A-2 
Atlanta 8, Georgia 


3 years. 
Name 


Name of Firm 


City 


806 Peachtree Street, N. E. 


Mail Coupon Today 
ARE YOU READING SOMEBODY 
ELSE’S COPY OF SAJ...? 


| Why not get your own subscription so you can always be sure of see- 
. the price is low and it's all good reading. 


SOUTHERN AUTOMOTIVE JOURNAL 


New Subscription 
Renewal 


Enter my subscription to SOUTHERN AUTOMOTIVE JOURNAL for 


P. O. Box or Street and No. 


State - 


[] Enclosed find $3.00 C) Bill me for $3.00 
(Foreign and Canada $10.00) 





RADIATOR SPECIALTY CO. 


CHARLOTTE, N. C. 
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ae col = Unlock the door to 


Te) ipite)y 
PROFITS 


The Kem Ignition Parts Cabi- 
net serves as an effective 
salesman for you around the 
clock. ... attracts ignition 
business. 

The original “build-up” cabinet 
that grows with your business. 
You can start with one... 
L. A. “Les” Thayer, president of the — - build up your stock as you 
Automotive Service Industry Association ——F at build your sales. 

and general sales manager of Belden is : Optional locking doors 
Mig. Co., Chicago, will speak Thursday 1 ; ‘ J * guarantee security. 

morning, November 17, before the annual 7 

convention of the South Carolina Auto- : _—_ 
motive Wholesalers Association at the ‘ , j ~— om 

Wade Hampton Hotel in Columbia. His wo ; ; re WRITE FOR 
subject will be “Criminal Practices Exist ; es Bi DETAILS OF 











ing in Redistribution.” The convention Ae. | 
will be held November 16-17. J. B. “Jim (ay 4 SPECIAL BONUS 
my” Bagwell of Charleston is president aa Bs | i Ba GIFT PLAN, 

of SCAWA. q Z j | SAJ-7 








| , -_— iat, 
ASIA ‘‘Fathers”’ Receive | Z K ca Lg | — 
Recognition Plaque : 
KEM MANUFACTURING CO., INC 


E IGHT incorporators of the year- FAIRLAWN NEW: JERSEY .- 
4and-a-half-old Automotive : sche 
Service Industry Association last 
month presented a plaque in recog- 
nition of more than two years of 
organizing work are: 

John F. Creamer, Sr., president of 
Wheels, Inc., New Yor kk: Jay T. Davis 
of The Motor Parts Co., Corpus 
Christi, Texas; Edward Gammie, vice 
president of Victor Mfg. & Gasket Co., | and tubes. 
Chicago; A. S. Hatcher, Jr., president 
of A. S. Hatcher Co., Macon, Ga.; 
John Reynolds, vice president of 
Straus-Frank Co., San Antonio, Tex- 
as; Don H. Teetor, chairman of the 
board of Perfect Circle Corp., 
Hagerstown, Ind.; A. J. Thompson, 
president of Piston Service, Inc., Se- 
attle, Wash., and Henry Trauscht, 
secretary of Evanston Auto Co., 
Evanston, Ill 

The incorporators were members 
of the reorganization committees of 
the former MEWA and NSPA, who, 
beginning in 1957, held many meet- illustrated 
ings which resulted in the formation . eS ae 
of the united ASIA early last year. . 

: ‘ about the 


Floridian Opens Georgia Store 


Ware Parts, Inc., branch of Talla- * 
, Repair tubeless tires and tubes quickly, 


hassee Auto Parts, Inc., Tallahassee, 

Fla., was opened last month at 224 . easily . . . with best stock, less equipment. 

State St., Waycross, Ga., President Customer satisfaction always guaranteed. 

R. S. Weodham announced. Vince 

Crocco, formerly salesman for Patten 

Sales Co. of Silemetiie. is branch ACE RUBBER COMPANY 
BOX 6147 DALLAS, TEXAS 


manager. 





ACE is the complete line of all materials 
and equipment to assure safe, sure “life- 
of-the-tire’ repair of both tubeless tires 


Write for 


complete ACE line 
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These NAPA and factory men participated in display booths and clinics held last 
month at Fontana Village, N. C., during the convention of the North Carolina Pupil 
Transportation Association, with emphasis on greater safety for North Carolina’s 
10,000 school buses (I. to r.): front row, Wis Allen of Echlin Mfg. Co., Don Setliff of 
Mac’s Super Gloss, John A. Brosnaham and Roy L. Phillips of NAPA Richmond 
warehouse, Fred H. Thiel of Vehicle Products, Joe O'Neill of American Brakeblok: 
back row, Ray Davis of Allied Motor Parts, Harvey Flanders of Belden Mfg. Co., 
Don Genrich of Echlin Mfg. Co., Eddie Lederman of Prior-Southwest, Bob Sutter and 
Ellis Roberts of Martin-Senour Paint Co., Richard B. Garber of NAPA High Point 
warehouse and Nick Gaubatz of Martin-Senour. 


Program in Oklahoma 
Trains 406 Mechanics 


7 mobile training program spon- 
sored by the Automotive Whole- 
salers of Oklahoma resulted in train- 
ing 406 mechanics in that state the 
last fiscal year, according to Execu- 
tive Secretary Tom Payne. 

A third station wagon training unit 
is being developed to broaden the 
program. In addition to automatic 
transmission and tune-up instruc- 
tion, a unit on front-end and brakes 


will soon be plying the highways to 
furnish top-quality instruction, as 
the two others have been doing for 
the last five years. 

One jobber-sponsor for a tune-up 
school reported $2,400 in sales to 
school attenders. With their broad- 
ened training, the mechanics nat- 
urally must equip themselves with 
the necessary tools and equipment. 

AWOT has been a forerunner in 
promoting instruction in the field to 
assist customers of jobbers to keep 
abreast of technical changes. 











Manufacturers’ 
Agents 


WANTED IN SOME AREAS 
TO SELL THE 
WORLD'S FINEST 
TIRE REGROOVER 


The HONEYCUTT 
TRUCK TIRE 
REGROOVING 
MACHINE 


Your fleet and truck owner cus 
tomers will find it amortized after 
regrooving only nine tires. Easy to 
operate .. . easier to sell. Regrooves 
truck tires right on vehicle. High 
discounts. For complete information 
write HONEYCUTT TOOL MANUFAC- 
TURING CO., 315 Austin Street, 
Houston 2, Texas 











Simplify Body Repairs 
With New Master Bond! 





> 
¢: a Veasy to Use 


Sets Hard 


STAYS PUT 


for free folder and price list 





3617 WASHINGTON 


Saves Money, 


Master Bond is the result of years of research. It is 
made from the finest ingredients known. It applies like 
putty — with no elaborate equipment needed — and 
hardens like steel. It mixes easily, sets faster AND 


Ask your jobber about Master Bond today, or write 


WHERRY ENGINEERING CO. 











HOUSTON TEXAS | 
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AUTOMOTIVE SALES 
SOUTHERN UNITED STATES 


District Sales Managers 
Sales Promotion Specialists 
Used Car Specialists 

Open Point Representatives 


Studebaker-Packard Corp. 
Salaried Personnel Dept. 
635 South Main Street 
South Bend 27, Indiana 
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FAMOUS 
TRI-CON 


HOSE NOZZLE 


packaged for impulse sales... | fos a 
MORE PROFIT PER UNIT SALE! ..-Earn $10,000 Take Hom 


STRONGEST GUARANTEE ON THE 6 | «AAS Own Boss In Own Business 
MARKET! 


SMART NEW BUBBLE PACKAGE! 
The truth is, his wife had as much to do with it he did. She 


BRILLIANT VACUUM PLATED made him write to us, He checked several Dairy Dan Dealers 
FINISH ! personally (there are 221 success stories in the great Dairy Dan 
Family in 23 states and Canad 

POSITIVE CONTROL — TRIGGER And he proved those $100 and $145 and $190 day ] 
SHUT-OFF ! exclusive route territory averaged out $10,000 a ye« 
Dairy Dan Mobile Unit selling what's becom 
GIVES 3 ALL-PURPOSE SPRAYS! wanted soft ice cream 
gut Dai Yan has 3 secrets nobody can match —| 
Semana me | ee ee ee oe 
est equipment, bes i that’s why every 
Phillip D. Boehm Dan Owner is a big solid, year-after-year success 
3760 Peachtree Rd Write today while we still have some fine big iving route 
Keller-Hayden Inc. J. Paul Saunders Co. Atlanta, Ga. CE 3-342! territories open and get the facts on the Dairy Dan Co-op Plan 


3341 Winthrop P.O. Box 327 Chaney & Co 
Ft. Worth 7, Texas Bowling Green, Ky. P.O. Box 1503 or, better still, phon us 


PE 8-545! Vi 3-4924 Charlotte 2, N.C. FR 5-8748 aisle D A i R v D A N 
MOLDED SPECIALTIES, INC. a NCORPORATED 





Here’s the Same Opening for You, Too 


' 


Brooks Bldg. Wilkes-Barre, Penn. 
Dept. 174 Valley 4-3591 








HERE’S A SPRAY PAINT FOR THE FIRST TIME 
SELLING AID INDUSTRY 
TO HANG pig econ one 


selling aid you need to build 


LT 
YOUR HAT. | ; profitable spray paint volume 


and, on top of that, becomes a 


spectacular counter or window 
display (you can even hang it 
from the rafters). Use this cou- 
pon now. 


4 Send for Yours Today! 


Plasti-Kote, Inc., Dept. AK 3 
9801 Harvard Avenue, Cleveland 5, Ohio J 


Gentlemen: Ship me your giant new advertising ! 
kit for promoting spray paint sales. 


NAME_ 2 — 





COMPANY_ 


O40! ‘ 


NEW ADVERTISING RITE. bo" re 
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“uuee we Muteled to 
60-Jo Creme Hand Cleaner 


we lane had uo ue cased 
of Industrial Dermatitis,” 


es aaa 


> CLEANS HANDS DINNER-TABLE CLEAN IN 30-SECONDS ! 
Henry Motors, Inc. is just one of thousands of automotive 
establishments that protects its employees against industrial 
dermatitis by providing Go-Jo Creme Hand Cleaner dispensers 
in convenient locations. 
PROTECTS WITH MEDICALLY APPROVED GT-7 ! 


..a powerful antiseptic. 


CONTAINS SOOTHING EMOLLIENTS TO AID IN 
PREVENTING SKIN DRYING! 


G Dept. SAJ-76 
OJER INC @ g 80x 991--Akron 9, Ohio 


REPRESEDR 











WHY USE A CANFUL WHEN — 


A CAPFUL 
IS ALL 
YOU NEED 


FOR MORE MILEAGE 


nv POWER-PAL “cz 


The all-purpose liquid super-charger! 
A CAPFUL IN THE GAS TANK 


CLEANS CARBURETORS 


Removes gums, varnishes, carbons. 
Rids engines of harmful deposits. 
Keeps fuels free of moisture. 


Now—A.5S.T.M. tests prove Power-Pal products disperse and re- 
move more gums in fuels than other leading brands tested. 


Mlorive SPECIALTIES ]D)ivision 
NUTMEG CHEMICAL COMPANY 


130 HAVEN ST. NEW HAVEN, CONNECTICUT 


For free sample, write Dept. SAJ 


Also manufacturers of POWER-PAL for Diesel Engines 








$10,784 je: 
SERVICING 
RADIATORS! 


“The very least we can say about our 
Inland radiator servicing equipment is 
that we are delighted with it and the 
volume of business it has brought us. For 
instance, last year we grossed $10,784 
(net profit $7,068.10) from our radiator 


RADIATOR & GLASS SHOP 
y, Mont., (Pop. 3,987 


Why send radiator jobs away? Add an extra $8,000-$12,000 
a year with Inland’s fa actory-me ethod radiator servic icing 
— CONSIDER: t 


nd tractors i 


is mail you full details 
tatements from Inland-equipped 
For-Itself 
factory s¢ he sf l 
* Inlar proved merchandising and selling 
MAIL COUPON TODAY! New free 48-page book explains everything. 


INLAND MFG. COMPANY, '"°%/esi2°9 Si..2°" #7 


= oe ee ee ee ee ee ee ee ee ee ee es 
INLAND MFG. CO., Dept. SA-7, 1108 Jackson St., Omaha 2, Nebr i 
Please send new free book, ‘‘Blue Print For Profits."’ 


which trains you quickly 


FIRM 


ADDRESS 


If dealer, make of car sold 
Are you now operating a radiator dept.? C) Yes (£) No 
ee A 


i 
i 
BY TITLE : : 
i 
& 


i 
: 
i 
i on ZONE STATE 
i 


136 Want more facts? Use Reader Service Card Page 97 





PREVENT CARBON — FRICTION — WEAR 


Wt $4obl FCC 


Combines four motor oil additives into one 
balanced concentrate of three top blends 
No other lube oil on the market — at any price — 
can compare with this top-level 8% detergent and 
zinc inhibitor . 10% Viscosity — Index improver 
‘ 2% 100,000 P.S.!. anti-wear metal smoother 
. 80% narrow cut 
Insist on World’s Best Lubricant 
Developed by German & U. 5S. Scientists in 1947 
Chemical Research Laboratories, Superior, Wisc 
Write: 


Southwest States Distributor 
Route 6, Box 403 B 
Parkville, Mo. 











lan “PERMATEX 
CHEMICAL 
SS) 


“PRoDUCTS 
0) ie We) =i fe — 
“PROFESSIONAL 
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MANUFACTURERS’ AGENTS 


REPRESENTING OUR ADVERTISERS 


ALABAMA Sam Shemer — Baltimore 
Alan Sales Co. — Birmingham Swiss Laboratory 
Acme Air Appliance Co., Inc C. Gordon Mitchell — Towson 
Herman J. Downey — Birmingham Nutmeg Chemical Co 
Jaycee Chemical Corp TENNESSEE 
Rich Mfg. Corp MISSISSIPPI c. B. ag rege — Memphis 
Guy M. Parker — Jacksc Griffin Lamp 
ARIZONA Plasti-Kote, Inc _ P. _Stublefeld — Memphis 
Huddleston Equip. Co. — Phoenix Southern Sales Co. — Jackson ox Srocucts ©o : 
Christie Electric Corp Fox Products Co wy 4 Nashville 
G > > 
srote Mfg. Co _ Champ-Items, Inc 
. — a Meridian General Sales Assoc. — Nashville 
em g. Co. - t asec. — Nas 
Wix Corporation Christie Electric Corp 


Herman A. Shields — Meridian TEXAS 


FLORIDA = ot -gglemalies Battle & Davis Sales Co. — Dallas 
Hirsig- _ >" Co. — Jacksonville H. B. Egan Mfg. Co 
al = Egan Mfg. Co — Lee Boswell — Dallas 
Mig. & Sales Co MISSOURI 
oe BW Valve Corp. C. N, Buettner — Kansas City ; 
J. H. Jones — ‘<. “me Acme Air Appliance Co., Inc ‘Monkey Grip ~ = ‘Company 
Bishmarn Mf, Monkey Grip Sales Co B. B. Burk — Dallas 
Milton E. Cad a, — Miami Herb Calkins, Inc. — Kansas City Bingham-Herbrand Corp 
. Maree va Corp aie tae Plasti-Kote, Inc 4 Everhot Products Co 
e elson — Miami Springs Mike C ny & / — . ‘j Torque Wrench 
Nutmeg Chemical Co Baslded Boesch Inc ansns City Caphton & McEvoy Co. — Dallas 


J. L. Meadows — Ocala ; : . - Hein-Werner Corp 
Plasti-Kote, Inc R. O. Dickey & Co. — Kansas City Kem Mfg. C 


SOUTH CAROLINA 
R. J. Lull — Greenville 
Torque Wrench 


DISTRICT OF COLUMBIA 


James Paera — Washington 
Fox Products Co 


Glenn Heard — Palatka 
Torque Wrench 

Max Yaras — T 
Ace Rubber Co 


GEORGIA 
Aaron & Bell — Atlanta 
Everhot Products Co 
Stamt Mfg. Co., Inc 
A. M. Bentley — Atlanta 


Phil 
Molded Specialties, Inc 

Clark-Richards Co. — Atlanta 
Bingham-Herbrand Corp 
Terque Wrench 

Gene Fike — Atlanta 
Storm-Vulcan, Inc 

Harvey Johnson — Atlanta 
Griffin Lamp Co 

Wiliam Kitchens — Atlanta 
Fox Products Co 

G. E. Lewis — Atlanta 
Grote Mfg. Co 

J. L. Mattie — Atlanta 
Otto-Items, Inc 

Minnich Company — Atlanta 
Torque Wrench 

Ray M. Smith — Atlanta 
Christie Electric Corp 
W. T. Stringfellow & Co., Inc 

N. A. Williams — Atlanta 
Breeze Corp 
Gojer Co 
Ken Tool Mfg. Co 
Lamson & Sessions Co 

* H. Williams Co. — Covington 
Acme Air Appliance Co., Inc 
Monkey Grip Sales Co 


KANSAS 
H. E. Russell — Iola 
Hein-Werner Corp 
E. T. Leahy — Prairie Village 
Storm-Vulcan, Inc 


KENTUCKY 


J. Paul Saunders — Bowling Green 


Bishman Mfg. Co 
Grote Mfg. Co 
Lamson & Sessions Co 
Molded Specialties, Inc 
Monkey Grip Sales Co 
Lee B. Hughes — Louisville 
Acme Air Appliance Corp 
Everhot Products Co 
Gojer, Inc 
Storm-Vulcan, Inc 
H. A. Mayberry — Louisville 
Amalie Division 


LOUISIANA 


Arch Evans — Baton Rouge 
Coats Co 


MARYLAND 
J. H. Klinefelter — Baltimore 
Aro Equipment Corp 
H. S. Lindsay — Baltimore 


Torque Wrench 


Jaycee Chemical Co 
Doring & Eyer — Kansas City 
Everhot Products Co 


Charles H. Koslowsky — Kansas City 


Bishman Mfg. Co 

Frank Libby Co. — Kansas City 
Christie Electric Corp 
Muskegon Piston Ring Co 
Nutmeg Chemical Co. 


Mosher-Newton-Williams, Inc. — 


Kansas City 
Griffin Lamp Co 


M. H. Swanman, Inc. — Kansas City 


Champ-Items, Inc 
Gojer, Inc 

Lamson & Sessions Co 
Wix Corporation 


Paul K. Wilcox Co. — Kansas City 


Stant Mfg. Co., Inc 

Earl Wixon — Kansas City 
Torque Wrench 

Don Ayd — St. Louis 
Bishinan Mfg. Co 

Herman H. Buergler — St. Louis 
Manley Valve Corp 
Muskegon Piston Ring Co 

George M. Gille — St. Louis 
Christie Electric Corp 

Walter G. Punt — St. Louis 
Otto-Items, Inc 

‘’. W. Connelly — Sullivan 
Torque Wrench 


NORTH CAROLINA 

E. F. Baesel — Charlotie 
Torque Wrench 

Bill Chaney — Charlotte 
Bishman Mfg. Co 
Molded Specialties, Inc 
Plasti-Kote, Inc 
L. Kidd Co. — Charlotte 
Muskegon Piston Ring Co 
Rich Mfg. Corp 
Storm-Vulcan, Inc 

Kirby F. Newton — Charlotte 
Kem Mfg. Co 

Ben T. Ward — Charlotte 
Otto-Items, Inc 

J. S. Longdon — Greensboro 
Grote Mfg. Co 

Ruark & Cox — High Point 
Griffin Lamp Co 

Jack Scudder — Statesville 
Torque Wrench 


OHIO 


O. T. Hillshafer — Newark 
Storm-Vulean, Inc 
M. Columbus Co. — Norwalk 
Christie Electric Corp 


OKLAHOMA 


Llew oy Co. — Oklahoma City 


Coats C 
B. A. Kline — Oklahoma City 
Bishman Mfg. Co 


PENNSYLVANIA 


R. E. McConnell Assoc. — Bala Cynwyd 


Christie Electric op 
John F. Young Co. — Pittsburgh 
Christie Electric Corp 
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J. S. Connell Co. — Dallas 
Manley Valve Corp 
H. M. Cree Co. — Dallas 
Breeze Corp 
Grote Mfg. Co 
Plasti-Kote, Inc 


Crockett-Jordan-Duncan Co. — Dallas 


Nutmeg Chemical Co 
P. H. Ebeling — Dallas 
Griffin Lamp Co 
John D. Harvey Co. — Dallas 
Muskegon Piston Ring Co 
W. F. Janowski — Dallas 
Storm-Vulcan, Inc 
Albert Jayne — Dallas 
Ken Teol Mfg. Co 
Ralph Jeffress — Dallas 
Swiss Laboratories, Inc 
Lynn & Hemphill — Dallas 
Jaycee Chemical Co 
Stant Mfg. Co., Inc 
McClintock Sales Corp. — Dallas 
Acme Air Appliance Co., Inc 
J. P. McCombs — Dallas 
Stabl-Flo 
J. J. O'Connell, Jr. — Dallas 
Otto-Items, Inc 


Vogel-Swygard Associates — Dallas 


Aro Equipment Co 

Bishman Mfg. Co 

Christie Electric Corp 
oO. C. Zell — Dallas 

Storm-Vulcan, Inc 

L. Lyon — El Paso 

Gejer, Inc 

Lamson & Sessions Co 
Rudy Copeland — Ft. Worth 

Ace Rubber Co 

H. B. Egan Mfg. Co 


Neal Greenfield Sales Co. — Ft. Worth 


Rich Mfg. Corp 

Keller-Hyden, Inc. — Ft. Worth 
Champ-Items, Inc 
Fox Products Co 
Molded Specialties, Inc 

John W. Lovelady — Ft. Worth 
Gojer, Inc 
Lamson & Sessions Co 

A. A. Emerson — Houston 
Torque Wrench 

William Kail — Houston 
Torque Wrench 

William Spence — Houston 
Marson Corp 

John W. Cissne — Richardson 
Torque Wrench 

0. C. Wetzel — Tyler 
Torque Wrench 


VIRGINIA 
James E. Duffee — Richmond 
Torque Wrench 
Taylor Brothers — Richmond 
Hein-Werner Corp 
F. W. Payne Co. — Springfield 
Christie Electric Corp 


WEST VIRGINIA 
George M. Scott — Charleston 
Aro Equipment Corp 
Bishman Mfg. Co 
Christie Electric Corp 
Charles Trezise — Jane Lew 
Torque Wrench 





AC Spark Plug Div 

Ace Rubber Co 

Ace Rubber Products, Inc 
Acme Air Appliance Corp 


Advance Century Mfg. Co Bis 


Air Lift Company 
Airtex Products, Inc 
Albertson Co joes 
Alemite Division 


Allen Electric & Equipment Co 


Allied Automotive Parts Co 

Alondra Sales, Inc 

Aluminum Ind., Inc 

Amalie Div., L. Sonneborn 
Sons, Inc 

Amermac, Inc 


American Hammered Division 


Ammeo Tools, Inc 

Aro Equipment Corp 
Arrow Safety Device Co 
Asphalt Institute .... 
Atlantic Steel Co 


Bacharach Industrial 
Instrument Co 
BCA Ball Bearings 
3ear Mfg. Company 
Binks Mfg. Co 
Bishman Mfg. Co 
Blackhawk Hand Tools 
Blackhawk Mfg. Co 
Blackstone Mfg. Co 
Bower Roller Bearings 
Breeze Corporation, Inc. . 
Briggs Shock Absorber Div 
Burgess-Celluluose Co 
Buxbaum Co., The 


C 


Casite Division 
Champ-Items, Inc 
Champion-Pneumatic 

Machinery Co 
Champion Spark Plug Co 
Chevrolet Motor Div 
Chicago Pneumatic 

Tool Co. . 
Chicago Rawhide Mfg 
Christie Electric Corp 
Citroen Cars Corp 
Clevite Service, Inc 
Clover Mfg. Co 
Coats Company 
Cole-Hersee Company 
Commercial Credit Co 
Continental Piston Ring Co 
Crescent Co., Inc 


D 


D L Products, Inc 

Dary Dan, Inc 

DeKoven Mfg. Co 

Del City Wire Co., Inc 

Delco-Remy Division 

Detroit Aluminum & 
Brass Corp 

Dill Mfg. Co 

Ditzler Color Division 

Doan Manufacturing Co 

Dole Valve Co 

Dow Chemical Co 

DuPont de Nemours & Co 
Inc., E 


Eaton Mfg. Co 

Echlin Mfg. Co 

Edelman & C<« E 
Edgewate!: Automotive Div 


138 


I. Anti-Freeze Div 


7) 


**#— 8 ee aeae 


eeeneeee 


Egan Mfg. Co., H. B 
Eis Automotive Corp 
Electric Autolite Co 
Batteries 
Institutional 
Parts & Service 
Prest-O-Lite Batteries 
Spark Plugs 
Wire and Cable 
Everhot Prod Co 


F & B Mfg. Co 
Federal-Mogul Service 
BCA Ball Bearings 

Bower Roller Bearings 
Federal Mogul Engine 
Bearings 
National Seal 
Felt Products Mfg. Co 
Fitzgerald Mfg. Co 
Ford Motor Company, 
Motorcraft Div 
Fox Products Co 
Fram Corporation 
Fulton Sylphon Div 


G 


G. M. C. Public Relations Sta 
Gabriel Company 
Gates Rubber Co 
Gatke Corp 
General Electric 
Lamp Division 
Go-Jer Co 
Golden Glide Division : 
Gould-National Batteries, Inc.. 57 
Grand Automotive 
Products, Inc 
Gray Co., Inc., The 
Griffin Lamp Co 
Grizzly Mfg. Div 
Grote Mfg. Co 
Guaranteed Parts Co 
Gunk Laboratories, Inc 


H 


Hasting Mfg. Co 
(Filter Division) * 
(Piston Rings) 
Heckethorn Mfg. & Supply Co 
Hein-Werner Corp 114 
Herbrand Tools 129 
Hirsig-Brantley Co 
Holley Carburetor Co 
Holmes Co., Ernest 
Homestead Valve Mfg. Co 
Honeycutt Tool Mfg. Co 
Hotel National 
Hotel Tuller 
Houser Engineering Co 
Hout Mfg. Co 
Hygrade Prod. Div 


Third Cover 
. 


Imco Mfg. & Sales Co 

Industrex, Inc 

Inland Mfg. Co 

International Metal 
Polish Co 


Jack-Pack Mfg. Co 
Jaycee Chemical Corp 
Johns-Manville Corp 


K 


Kem Manufacturing Co., Inc 133 


Ken Tool Mfg. Co os 130 
Kester Solder Co ° 
Kimco Auto Prods 

Kool Kooshion Mfg. Co 


L 


L & S Bearing Company 
Laher Spring & Tire Corp 
Lamson & Sessions Co 

Lee Co., K. O 

Lempco Products, Inc 

Lisle Corp 

Lucas Electrical Services, Inc 


M 


Mac's Super Glass Co., Inc 
Manley Valve Corp 
Maremont Muffler Division 
Marson Corp 
McQuay-Norr ie _Mig. 

Co , 79, 80, 81 
Milesmaster, 
Minnesota Mining ‘& Mfg. Co 
Molded Specialties, Inc 
Monkey Grip Sales Co 
Monroe Auto Equipment Co 
Moog Industries, Inc 126, 
Muskegon Piston 

Ring Co - 


os 28, 29, 108 
Mustang Engines 


N 


National Brake Block Co 
National-Detroit, Inc 
National Seal Division 
New Britain Hand Tools 
Niehoff & Co., C. E 
Nutmeg Chemical Co 


oO 


Official Products Co 
Oldsmobile Division 
Otto-Items, Inc 


ia 


P & D Mfg. Co ° 
Perfect Circle 

Corp. . Second Cover 
Pe euente x Co , Inc 136 
Pick Mfg. Co ° 
Pit-Bar Mfg. Co 
Plasti-Kote, Inc 135 
Practical Mfg. Co ° 
Precision Automotive 

Components Co 
Prest-O-Lite Batteries 
Proto Tool Co 
Pullman Vacuum 

Cleaner Corp 
Purolator Products, Inc 


R 


Radiator Specialty Co — 
Rajah Company 
Ramsey Corp. . 
Raybestos Division 
Rich Mfg. Corp : . 128 


Fourth Cove 


> 
. 
r 

+ 


Robertshaw-Fulton 
Controls Co 
Rochester Products Divi 
Rogers Co., John 
Rubbermaid, Inc 


S 


Sealed Power Cory; 
Shurhit Products, Inc 
Smith’s Portable Fram 
Body Machines 
Snap-On Tools Corp 
Sonneborn, L. Sons, In 
Amalie Div 
Southern Friction 
Materials Co 
Southwest States Distributo: 
Spray Products Corp 
Stabl-Flo 
Standard Crankshaft & 
Hydraulic Co., Inc 
Standard Motor Products 
Standard-Thompson Cx 
Stant Mfg. Co., Inc 
Storm-Vulcan, Inc 
Stringfellow & Co., Inc., W 
Studebaker-Packard Cor; 
Sturtevant Co., P. A 
Sun Electric Corp 
Swiss Laboratory 


T 


Temple Tool Co 
Texaco, Inc 
Thompson Prod., Inc 
(Service Sales Div 
Thor Power Tool Co 
Toledo Steel Prod Co 
Torque Wrenches 
Tung-Sol Electric, Inc 
Tungsten Contract Mfg 
Co., Inc 


U 


Inican Plastic Inc 

Jnion Carbide Cor 
Products Co 

Jnited Motor a be 

Inited Parts Divisior 
Jniversal Underwriters 
S. Axle Co., Inc., The 


Vaco Products Co 

Van Norman Machine Co 
Vapor Heating Cort 
Victor Mfg. & Gasket C 


WwW 


Wagner Electric Corp 
Walker Marketing Corp 
Warner-Patterson Co 
Weaver Mfg. Co 

Wells Mfg. Corp 
Wherry Engineering Co 
Wilco Co 

Wilkening Mfg. Co 
Wittek Mfg. Co 

Wix Corp. .. 

World Bestos Corp 


Y 


Yankee Metal Product 
Yocam Batteries, Inc 124 
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Hastings Piston Rings are HY, H/; 


ON CYLINDER WALLS 


ee 
<_ 


os ’ , 
Ow AR \ _ : 


ra SS 


we. Gs ie 47, = pi age A 


HERE’S WHY: Hastings Oil Rings have “wide open” spacers—the 


most ventilated in the entire industry—therefore deliver more oil to the 
cylinder walls. The narrow contacts of the steel rails assure positive oil 
control. Result: adequate lubrication, less wear, longer life for cylinder 
walls, pistons and rings. 

Moreover, the Hastings “‘shell molding” process of making piston ring 
iron—a brand new, different process—gives you compression rings with 
more free graphite . . . and graphite is a metallic lubricant. It lubricates the 
cylinders and provides extra lubrication at the top, where the heat 1s 
greatest, and there’s the least amount of oil. 

This extra protection and longer life for cylinder walls and pistons is 
coupled with Hastings’ established reputation for controlling oil—com- 
pletely. Hastings means no more come-backs . . . better profit . . . and 
satisfied customers from the start. 

HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN 
Hastings Ltd., Toronto 
Piston Rings, Oil Filters, Casite Additives, Spark Plugs 
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In these typica tings oil rings, you car 
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TOUGH on oil pumping e GENTLE on cylinder walls self the ample ventilation that provide 


back preve s cloggin gives lastin 


Hastings Fire-Power Spark Plugs... engineered for replacement service ... give premium 


performance, at competitive prices, with better profit for you. Write for your free catalog 
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here's why men who know choose RAMCO 


ee IMMEDIATE ae 
OIL. CONTROL 


“Oil control from the first minute 
of operation is a necessity with 
customers. Most of them don’t 
realize the power loss from worn 
eeLow rings but can really diagnose their 
WALL PRESSURE, trouble by watching the dip stick. Thes ; 
. ie “ . ese are men who know— men who, 
QUICK BREAK IN AP) With Ramco's immediate oil control, on the buying line— judge ring 
»- ena corned . lot of good, solid sets by customer satisfaction. By 
customer satisfaction. sales gained or lost. 
Ramco is the only set with more MODERN 
POWER benefits— (only a few are shown 
above)— extra ring actions,that add up to 


“We do a lot of heavy duty work and 
some engines get a yearly overhaul. 
This points up the problem of block 
wear since excessive wear calls for an tteraid Sleon 
earlier re-bore or re-sleeve. We've found Freight Ways, Inc. customer satisfaction and sales 

that Ramco’s low wall pressure, chrome- 1309 N. Mosley \\ Kw e pees she a 
plating and quick breckin ore our Wichito, Kensos For the “how and why of these benefits 
entire answer. We can often go back See your RAMCO Jobber 


with the second or third set of the 
RAMCO mau 


same size. We are pleased with our 


re an operational viewpoint.” MODERN P O Ww. E R 
¢ peg te SUCCESS u« eueny GiBaue : 


Gy a! G & K Auto Truck Service 
Za\ 2007-11 W. Estaugh St. : . 
— } pe elo a Ramsey Corporation, 3693 Forest Park Blvd., St. Louis 8, Missouri 
A subsidiary of Thompson Ramo Wooldridge Inc 
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